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SAMSON CORDAGE WORKS 


BOSTON 10, MASS. 
Manufacturers dimce 1&&4 af 


BRAIDED 


ORD 


of all kinds, sizes (up to ji inch diameter), colors, and qualities, including 
sash cord, clothes line, solid braided rope, masons’ line, shade cord, awning 
line, garden line, marine cord, Venetian blind cord, etc., also polished cotton 
twine. These goods, which are the best we can make of their respective kinds 
and qualities, please customers and help to establish permanent and 
profitable business. 














WOOSTER NYLONS 


Are Entirely Different 








Gi Tomervercacemaba ee mieieliricilemeleatece 
thove have passed the first stage of process- 
ing. Fach one of the five different lengths 
is caretully “upped” or sharpened to a fine 
point on special machines designed by 
Wooster engineers before grinding and 


mixing 


WOOSTER ..... 


BRUSH MANUFACTURERS SINCE 


: = thoroughness and exact 

" ness with which Wooster brush 

makers process each of the five 

different lengths of nylon monofila- 

ments used in Wooster Foss-Set nylon 

Brushes determine their superior working 

qualities. Then, too, after processing and 

blending the various lengths in the proportions 

specified by Wooster, the forming of the finished 

brush by craftsmen, skilled and experienced in 

making only the finest parting tools, contrib- 

utes that much more to the high quality of 
Wooster nylons. 

There 1s no doubt about it—W ooster nylons 
are entirely different and day by day more 
experienced painters attest their popularity. Due 
to the huge demand for them, there just are not 
enough Wooster Foss-Set nylons to go around 
right now. We are working hard to overcome 
material shortages and just as soon as nylon and 
other basic materials become more plentiful 
Wooster Foss-Set nylon Brushes will be 


available in greater numbers. 
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Despite the problems incidental to swinging back 
into full-scale civilian production, there has been 
no slacking up by the Yale Moving Men — your 
old friends Quality, Reputation and Promotion. 

As always, this tireless trio is hard at work... 
improving old products . . . developing new ones 

. and creating up-to-the-minute merchandising 
that will move these products fast! New displays, 
new sales helps are on their list —in addition 
to the regular SATURDAY EVENING POST 
advertising. 

So, with the forces that have brought Yale to 
world-wide leadership steadily growing in momen- 
tum, the handling of the Yale line will become in- 


APRIL 11, 1946 





THE 


“BIG 3" 


ARE SETTING THE STAGE 
FOR VOLUME SALES! 


creasingly profitable to all concerned. In the mean- 
time, keep posted on the Yale Moving Men for 
announcements of new products, delivery dates and 
plans for bigger and better sales. The Yale & Towne 
Manufacturing Company, Stamford, Conn., U.S.A. 


~YALE- 


YALE PUTS 3 BIG SALES MOVERS 
INTO YOUR BUSINESS 


THE NAME YALE HELPS MAKE THE SALE 
3 








Hardware Age, published everg other Thursday by Chilton Co. (Ine.). Entered as am matter March 24, 19383, at the Post Office at Philadelphia under the Act of 


March $, 1879 ( Printed in U. S. 4.) $1.00 per year. Single copies, 25¢ each. Vol. 157, 











Any Home With Running Water 








AUTOMATIC OIL 





is A Prospect For A 


Coleman 


OIL Water Heater 
li’s Fully Automatic! The Kind 
Thousands Want And Now Can Have! 


Here’s a “gold mine” for dealers in communities where gas is not 
available for water heating. In such communities, there are hun- 
dreds of folks who want automatic hot water with low cost opere 
ation. Now you can meet their needs—for Coleman, whose name 
is known and trusted by millions, has created a fast-acting, depend- 
able, fully automatic water heater that uses low cost fuel oil. 
Needs no gas or electricity; use it anywhere. It’s a big advantage 
over old, slow, dirty, solid-fuel water heating. If a family has 
running water, they’re prospects for you. Coleman dependability 
—low cost—automatic ease will sell them—and so will these 12 
Coleman features: 

1. Engineered insulation — rock-wool &. Low-flame pilot—won’t go out 


and dead air space. under worst drafts—burns low 
—no waste of fuel. 


2 Rugged construction — heavy-duty 
Geneinns tems 9. Removable burner —jack-mounted; 
3. White baked plastic enamel finish hand-operated screw releases 
* with maroon trim. burner for easy cleaning. 
y Large-area heat vent—lots of 10, Vighter door makes lighting 
* radiation for efficient operation. a pilot easy. 
5 Coleman's special low-draft burner Automatic fuel control — accurately 
* —operates on only .03 draft! Uses 11. 


meters flow of oil so that fuel is 


less fuel. released only as needed—no waste. 


6 Automatic controls — maintain con- 
* stant water temperature. Adjustable 92, 
to any degree from 120° to 155° F. 


Exclusive Coleman draft meter — 
accurately controls draft regardless 
of weather. Prevents excessive 


7, Burner asbestos-sealed to prevent drafts and thus eliminates 
* loss of heat. heat waste. 


HOW TO QUALIFY FOR COLEMAN FRANCHISE: 


Write us for the name of your Coleman distributor, who awards 
all Coleman franchises in his territory. He will explain franchise 
requirements and terms, and show you how Coleman promotion 
and selling helps can make you the leading oil water heater dealer 
in your community. Write today to The Coleman Company, Inc., 
Dept. HA-852, Wichita 1, Kansas, 


The Coleman Company, Inc.—Home Office, Wichita 1, Kansas 
Branches—Philadeiphia 8, Terminal Commerce Bidg. * Los Angeles 54 * Toronto, Canada 


(QUEL WATER HEATER 
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THE FINEST ALUMINUM 
ALUMINUM GOODS MANUFACTURING CO., MANITOWOC, WIS. 


woemio's LARGEST MANUFACTURER oF ALUMINUM COOKING UTENSILS 


stsh your jobber for further detacls oa M\IRRO-MATIC 
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Now, 


time-tested bronze screen cloth is again available. 


for the first time since the war, reliable, 


And, as you read this, millions of homeowners 
are reading in their favorite magazines about the 
dependable protection they can get with Bronze 
Screen Cloth made from durable Anaconda 
Bronze Wire ...the wire that’s tough, that never 


rusts, that admits maximum light and air. 
. 





Note: The American Brass f'\ 
: . 
Company does not weave from aed 


screen cloth, but furnishes = or 
bronze wire to leading man- 
ufacturers. 


BRONZE SCREEN WIRE zy Z 


THE AMERICAN BRASS COMPANY 
General Offices: Waterbury 88, Connecticut 
Subsidiary of Anaconda Copper Mining Company 
In Canada: ANACONDA AMERICAN BRASS LTD., 
New Toronto, Ont. 
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Two reasons why you'll 
be well up front in the 
food-mixer picture! 


You'll prosper with the Hamilton Beach 
Food Mixer. It, and it alone, provides the 
twin advantages all women want—one-hand 
portability and finger-tip bowl control! It’s the 
fast, easy-to-use, thorough-mixing food mixer. 
It’s supported by the consistent kind of na- 
tional advertising that brings folks in to ask 
for it, by name. Then, too, punch-packed point- 
of-sale displays and a variety of hard-hitting 
dealer promotion material will help you get 
your share of the biggest food-mixer market 
in history! 
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Ouly this'Food Mixer ff! 
das BOTH! 


HAMILTON BEACH 


MAKERS OF QUALITY FOOD MIXERS, UPRIGHT- 
AND CYLINDER-TYPE VACUUM CLEANERS 
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Tucrease Your Socket and rbttachment 
Sales with the Complete 


PLVMB LINE 


Here are 417 Items You Can Supply 
DRIVE SIZES |'/413/e1/2"|\3/4"| 1” | DRIVE SIZES | 1/4/| 3/8) 1/21 3/4) 1” 


vated 16/9/11/5|2) AZ ja}qalil2 
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REGULAR 
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REGULAR 
SOCKETS 
4pt.& | 


6 pt. & 
8 pt. 


12 pt. 
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TOTALS BY DRIVE Sti Z E § |57}|101|143] 61} 55 
Most of Plomb's sockets and attachments are again available WHY EXPERTS CHOOSE PLOMB TOOLS 


— both individually for various types of work and in basic sets. 1, User-tested designs provide strength, lightness, balance, ease 
Urge your customers to build matched sets they can be proud of handling. 
of — by standardizing on the Plomb quality line. For more 2. Plomb-specified steels, properly forged and heat treated, 


profits, stock up now on Plomb's sockets and attachments. insure extra years of life. 

3. Modern manufactyring methods produce accurate- 
fitting tools for safe use. 
4. Plomb standard tools are GUARANTEED, 
































Plomb Tool Company, 2227 J Santa Fe Avenue, Los Angeles 54. 






WRITE FOR 
CATALOG 4605 
TODAY 
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Get SIMONDS 





“RED END” HACKSAW BLADES 





-+- AND GET A LONGER RUN 





FOR YOUR MONEY 





SEE SIMONDS SOUND-FILM, in color, showing how to get the best results out 
of the finest blades made...SIMONDS “Red End” Blades for Hand and Power 
Hacksawing. You can arrange for a showing of this interesting movie, to your own 
men or to your customers, Write to the nearest Simonds office. 


SIMONDS 


SAW AND STEEL CO. | 
FITCHBURG, MASS, 





BRANCH OFFICES: 1350 Columbia Road, Boston 27, 

Mass.; 1275S. Green St., Chicago 7, IIL; 416 W. Eighth 

St., Los Angeles 14, Calif.; 228 First %, Se iran- 
cisco 5, Calif.; 311 S. W. First Ave. d 
Ore.; 31 W. Trent Ave., Spokane 8, Wash. Cana 
dian Factory: 595 St. Remi St., Montreal 30, Que. 
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ITTSBURGH HAS become the recognized leader in 
giving its dealers a high-quality line of paint and PITTSBURGH OFFERS PAINT DEALERS: 
associated products designed to secure a greater share of 
the potential market. Many of these products include 
exclusive sales features which achieve performance results 
possible in no other paints! 

Consistent advertising works constantly to build an ever- 
widening preference for these products. 

Dealers are provided with sales areas which give them 
ample opportunity for sales and profits. They are pro- res, , 
vided with sales assistance and promotion programs mages 2 pope — Supplies 


1 A line of quality paints for every need— 
which establish them as home decorating headquarters 5 “COLOR DYNAMICS” — a. scientifically 


completely restyled and in modern colors. 
Not just as good—BUT BETTER THAN 
PRE-WAR QUALITY! 


No unnecessary items or sizes — assuring 
faster turnover. 


The only paints with the advantages of 
"Vitolized Oils” and Molecular-Selection. 


A complete line of Brushes, Household 


in their communities. accurate painting method upon which to 
Pittsburgh also maintains a complete stock of paints, beild « steadily increasing sales volume. 
brushes and other materials in 190 conveniently-located pene ama agen ee hogy 
shipping areas and, under normal conditions, is able to RIGHT with COLOR DYNAMICS... 
fill even the largest orders quickly. Paint BEST with PITTSBURGH PAINTS.” 
if you seek a line of quality finishing materials and like per my ngs and ——— advertising and 
this way of doing business—investigate the possibilities ne ee one rie pet aor aa 
of selling Pittsburgh Paints. Telephone, wire or write for A long-time record Of fair aad equitable 
a copy of “Now’s the Time to GO with Pittsburgh!” 


iP PitTSBURGH PAINTS 
G 














PITTSBURGH PLATE GLASS COMPANY, PITTSBURGH, PA. 
PITTSBURGH STANDS FOR QUALITY PAINT AND GLASS 
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because 
IT WORKS BETTER! 


T- \ THE QUICK-ACTION 
C DRAIN OPENER 


UNITED GILSONITE LABORATORIES Gi | SCRANTON, PENNA. 





E APRIL 11, 1946 11 





















| won’t show him the picture 


coc cmeeeel last!’’ 


This Fairbanks-Morse District Representative watches another 
of his Distributors take a look at the picture of the new 1946 
Fairbanks-Morse Stoker and immediately rush out the door to 


tell his dealers. 


Fairbanks, Morse & Co. 
Fairbanks-Morse Bldg., Chicago 5, Illinois 





FAIRBANKS-MORSE 
(rab) A name worth remembering 


DIESEL LOCOMOTIVES + DIESEL ENGINES - MAGNETOS - GENERATORS - MOTORS - PUMPS 
SCALES - STOKERS + RAILROAD MOTOR CARS and STANDPIPES - FARM EQUIPMENT 
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OUTSTANDING ADVANTAGES 


Trigger Operated Automatic 
Feed—a touch of the trigger dis- 
penses the solder! 

. Micrometer Control of Amount 
of Solder Ejected—from 1/16” to 
3/8” lengths! 

. Anti-Fatigue Bolance —Light 
Weight—can be used for hours 
without tiring the operator! 

. Retracting Feature—Automatic in 
action prevents melting of excess 
solder on tip! 

. Cooling Vanes—dissipate unused 
heat, keep iron at proper work- 
ing temperature. 

', Non-Corrosive Tip—covered with 
@ new, non-corroding alloy— 


needs no filing! The first and only automatic-feed 


Safety Utility Base—provides soldering iron. Houses the solder— 
resting place for iron, protects : 
operator and bench from burns. measures the solder—ejects the 


_ One-Hand tion—I a ing! 
erp meg ney rf per soider--spbqeeup the soldering! 


_ Cool Handle—made of molded 
non-conducting bakelite. 

Easy Loading —sliding cover pro- 
vides quick access to loading 
chamber! 

_ Easy to Clean—tip never needs 
filing. Wipe clean with flux paste. 
Modern Design, Sturdy Construc- 
tion—stainless steel used liberal- 
ly throughout. 


a 


MULTI-PRODUCTS TOOL CO. 123 sussex AVE., NEWARK 4, NEW JERSEY 
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... ls Okay with You, Mr. Dealer— 
You sell both kinds of Bug-a-boo! 


OU’LL SELL BOTH, because the Bug-a-boo line is 
complete. And years of dependability have taught 
people they can trust any product bearing the 
Bug-a-boo name. 
That’s because Bug-a-boo is a scientific develop- 
ment of Socony-Vacuum Research Laboratories. 
Because it far exceeds Government requirements for 


a Grade AA insect spray. Because it’s sure kill for : 


all 9 most troublesome insect pests. 


OBIE BOYS, 1§ BUGABOO! 












\ah 


oumacte? 





Kills tiie cool . 

®oths. ants and nom 
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- Bug-a-boo 


PRODUCTS 


Bug-a-boo Super Insect Spray with and without D.D.T. 
Bug-a-boo Moth Crystals « Bug-o-boo Garden Spray « y * Bug-o-boo Repellent 


Now the famous Bug-a-boo is joined by a new 
product, Bug-a-boo with 3% D.D.T. It contains not 
only Bug-a-boo’s time-tested, insect-killing ingre- 
dients, but all the D. D.T. that’s required for effective 
residual deposit and the full amount considered 
justified for home uses. 

Both types of Bug-a-boo are nationally advertised 
—both same price. Cash in double on Bug-a-boo! 
Order both laboratory-proved types from your near- 
est Socony-Vacuum office, or from 26 Broadway, 
New York 4, N. Y. In the Southwest, order from the 
Magnolia Petroleum Company, and on the West 
Coast from the General Petroleum Corporation of 
California. 
















SOCONY-VACUUM 
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Holds Its 
Customers 


Ta- pat-co 
COLLAR PADS 
are advertised to, and 
used by more farmers 
than any other har- 
ness accessory item. 


NA TIONA 


LY 4 

IN D 
LEADING rane RTISED 
ERS 
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The art of holding your customers is never to 
let it be necessary for them to go elsewhere 
for favorite brands of popular items. 


Be the “Yes” Store in your community—Keep up your 
stock of Ta-pat-co Collar Pads. Your jobber has them. 



















THE AMERICAN PAD & TEXTILE CO. + GREENFIELD, OHIO 
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NEW ETHYL CLEANER 












REALLY 
CLEANS THE 
DIRTIEST RUG! 
NOT INFLAMMABLE. 


ETHYL CLEANER CARRIES 
THE PRESTIGE AND PUBLIC 
CONFIDENCE OF THE 


AND IT 
Better, Faster REALLY CUTS 


Milder than Soap! THRU GREASE AND DIRT! 
KIND TO YOUR 


HANDS. TOO! 


A Product of 
(OMY. CoMPonanon 


erwevron ETH. SPECIAL TIES COmPORATION 


oe og, 


DISTRIARU TED RY 
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GIVES YOU 407. PROFIT 




















ETa Te 


Your Cos? 
(Case Quantities) 

32-oz. ec. $0.72 
bottle doz. 8.64 
24-02. ea. 0.60 
bottle doz. 7.20 
16-oz. ea. 0.45 
bottle doz. 5.40 
6-0z. ea. 0.21 
bottle doz. 2.52 


Your Fair Trace Your Protected 

Selling Price Profit 
$1.20 $0.48 
14.40 5.76 
1.00 0.40 
12.00 4.80 
0.75 0.30 

9.00 3.60 

0.35 0.14 

4.20 1.68 


These Prices Protected by Fair Trade Agreements 





NEW ETHYL CLEANER is a new synthetic 
soapless cleaner, originally introduced to 
clean all parts of automobiles faster and 
better. But housewives soon discovered it 
better for all kinds of household cleaning 
jobs, too. Cleans woodwork, windows, glass- 
ware, rugs, upholstery, painted walls_and 
porcelain in a flash. It loosens dirt and 
whisks it away! No scrubbing! Suds in any 
kind of water—hot, cold, hard or soft. Not 
inflammable. No harsh acidic or alkaline 
properties. Contains nothing to mar sur- 


ETHYL CLEANER 


WASHED: THIS CAR ng 
IN A JIFFY! G 
‘A 





LUM ea SPECI aee tet S CORPORATION 
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faces or redden the hands. New Ethyl 
Cleaner is unbelievably quick — yet milder 
than the mildest baby soap. Stock it with 
your general-purpose household cleaners. 


e CONCENTRATED e 


32-0z. bottle makes more than 40 gals. 

24-0z. “ as as ss 630 gals. 

16-0oz. ‘ a “  §620 gals. 
6-oz. as is ‘6 §630 ats. 





A avertising 
Sells 





CORPORATION 


a- 
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QUALITY 








S PAN G CHALFANT Division of The National Supply Co. 
a EXECUTIVE OFFICES: PITTSBURGH, PA. 
District Sales Offices: Atlanta; Boston; Chicago; Denver; Detroit; Houston; Los Angeles; New York; Philadelphia; 
Pittsburgh; St. Lovis; San Francisco; Tulsa 
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Long-Handled Doo-Klip Grass Shear 
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Deo-Klip Grass Shear 


With Doo-Klips you're on your way to more sales— Bigger Profits 


Your famous, fast-selling line of garden tools is 
back again—heralded by a powerful consumer ad- 
vertising drive in eight leading publications totalling 
over 27,000,000 circulation! 


Look for D66-Klip advertisements in: 


American Magazine 
Better Homes & Gardens 
Flower Grower 

Home Garden 


Ladies’ Home Journal 
Good Housekeeping 
American Home 
Saturday Evening Post 


With such strong advertising backing . . . so many 
exclusive quality features (including pinch-proof 
grips, keen, cold-rolled steel blades, patented self- 
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adjusting shears)... .no wonder D6o-Klips have 
the widest acceptance of any garden tools on the 
market! 


P. S. Watch for some new fast-selling numbers in 
the gr coming! 
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The demand for golf clubs this 


year looms largest in history. 


To enable you to profit on this 
unprecedented demand, BRISTOL 
brings you the most advanced golf 
club values ever offered under this 


famous name. 
But that’s only half the story. 


To help you make fast sales, fast 
profits, with these superb new golf 
clubs, powerful BRISTOL advertise- 
ments ...such as that on this page 
... Will appear regularly 

before the 5,000,000 


readers of 

















YOU GET A “FEEL” OF 


CONTROLLED POWER IN 
THESE NEW BRISTOL CLUBS 


RISTOL . . . first to introduce 

.F the steel golf club shaft... 
now makes another big contribu- 
ition to the pleasure of your favorite 
game. This latest BRISTOL 
achievement comes to you in the 
beautiful, newly-designed matched 
sets of BRISTOL Golf Clubs. They: 
bring you, among other features, a 
new high accuracy of swing-weight 





4 NEW PRECISION IN “LOFT” 


The “loft” of a club . . . determined by the angle 
between the club's face and the center line of the 
shaft . . . provides for the proper height and 
distance of the shot. (See Diagram A). The 
correct degree of “‘loft’’ for each club in the 
BRISTOL set is now fixed with high-precision 
accuracy by the BRISTOL-invented ‘‘Club-O- 
Meter.”’ (See illustration B.) 


balance made possible only by 
BRISTOL’S long experience in 
high-precision manufacturing. 
You'll thrill to the new “‘feel’’ of 
rhythm and controlled power the 
very first time you swing one of 
these handsome Bristol clubs. It’s a 
“feel’’ that bolsters your confidence 
for better shots, and puts a lot 
more fun in every round you play. 





NEW PRECISION IN “LIE” 


The “lie” of a club is the degree of slant of the 
shaft when the sole of the club is held on the 
ground in correct striking position. (See dia- 
gram C). The uniform “lie” for each club in 
the BRISTOL Set is now also fixed with hair- 
line exactness with the BRISTOL-invented 
“Club-O-Meter.”” (See illustration D.) 4 





Seisvot, COnmmecticur 





Also Makers of 
BRISTOL 7 
FISHING RODS + REELS + LINES 
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says ‘DOC! PETERS 


“STOCK UP with the powerful Peters line! Size for size—for any make of gun— 





there’s no more powerful, dependable, sales-building ammunition in the world!” 


/. “Peters High Velccity 22 cartridges 
are precision-made for greater accuracy and maximum 
power for small game and pests + ‘micro-perfect’ bullets 
+ speed-intensity ignition + newest smokeless powder 
¢ special lubrication protects rifling « ‘flat’ trajectory « 
Rustless non-corrosive priming. 






de ‘Peters High Velocity big game cartridge: 
have soft point Inner-Belted bullets that assure uniform 
expansion and minimum disintegration on impact « 
Rustless non-corrosive priming « speed-intensity igni- 
tion « extreme accuracy. 


3. ‘“‘Famous Peters High Velocity shot shells 
teach way out for high-flying, fast-flying game. They 
have speed-intensity « Rustless non-corrosive priming 
¢ progressive-burning smokeless powder + uniform 
shot size, shot count « Water-Tite steel reinforced head 


a>» 





...‘steel where steel belongs. 


| SALES 
PETERS e4cks 742, PoweR 


= T PETERS CARTRIDGE DIVISION — Remington Arms Company, Inc., Bridgeport 2, Conn. 
“High Velocity,” “Rustless,” “Inner-Belted” and “Water-Tite” are Reg. U.S. Pat. Off. by Peters Cartridge Division 


GE 
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Here are some 


ANSWERS 
10 YOUR ‘98 question ' 







Naturally, with a product as new, amazingly different and effective as the West- 
inghouse Bug Bomb, dealers are full of questions. Maybe you’ve been asking 
the same ones that most other dealers have—and haven’t yet had the answers. 


Here they are: 


Q. How is the Bug Bomb new ... different .. . 
revolutionary? 
Ans. The Bug Bomb is an automatic *aerosol, 


developed and proved in war, now stream- 
lined for homes. 


Q. What insects will the Bug Bomb kill? 


Ans, Users report success on: roaches (87%), 
ants (46%), flies, mosquitoes, moths, water- 
bugs, spiders, fleas, silverfish, bedbugs, wood 
eicks, tee ticks and other insects. 


Q. Will our customers buy Bug Bombs at 
$2.98 retail? 


Ans. That was proved sensationally in mar- 
ket tests before nationwide distribution even 
began. 


Q. Will Bug Bombs sell in my kind of store? 
Ans. The first 30,000 were put in all types 


of stores. Of the first 1000 consumers, 40% 
said they bought their Bug Bombs in grocery 
stores; 29% in department stores; 24% in 
drugstores; the balance in gas stations, hard- 
ware. radio and electric appliance stores, seed 
stores and through exterminators. 


Q. How long will a Bug Bomb last? 


Ans. 75% of consumers contacted said they 
still had some *aerosol left after two to four 
months of use. Some, of course, with bad 
conditions to correct, or big places, exhausted 
theirs quickly. 


Q. Will customers repeat? 


Ans. 89% said they would “buy more Bug 
Bombs.” In their own words: “It’s cleaner... 
uicker .. . easier to use... direct .. oe. 
trating . . . longer-lasting . . . a wonderful 
discovery ...a lifesaver . . . surpassed expecta- 
tions . . . every home should have one.” 


Westinghouse made 30,000,000 *aerosol bombs for the armed forces—more 
than all other manufacturers combined. Now, styled and simplified for store 
display and home use, the Westinghouse product is known as the Bug Bomb. 


The Westinghouse Bug 
Bomb is a profit number 
you'll want fo display 
and push. Ask your job- 





BOMB 








ber or headquarters TRADE 
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see about supply—and dis- 
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*senosor AITO MATIC osrensen 6 
ELECTRIC CORPORATION ° SPRINGFIELD, 


“Every house needs Westinghouse, maker of 30 million electric home appliances” 


WESTINGHOUSE MASS. 
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PlastiScreen at war since 1942 
IS BACK AGAIN! 


The first plastic screening to be made available 
to dealers was PlastiScreen, a product of the 
New York Wire Cloth Company. That was 
back in 1942. 


Uncle Sam soon drafted our full production and 
continued to do so for the duration. 


Everything we said about PlastiScreen four 
years ago is still true today. We said then: 


“It is a lustrous, plastic screen cloth—the first of 
its kind ever produced. It is the product of a 
company which, for more than 50 years, has 
manufactured quality screening. 


“Dark antique in color and with a lustrous 
sheen, PlastiScreen harmonizes with most col- 
ors. It has a mesh opening that lets air through 
and gives maximum protection against disease- 
carrying insects, thus protecting health! 


“Resilient, it resists dents. Rugged and durable, 
it gives long service. Stainless and non-rusting, 
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it keeps its good looks. PlastiScreen is easy to 
apply; any rustproof fastener is satisfactory.” 


We say all this again and more! PlastiScreen 
has met even more tests — proved itself even 
better than our claims. 


Under climatic conditions of all theaters of war, 
PlastiScreen has proved a miracle in screening. 


The supply of PlastiScreen is limited. It will be 
equitably distributed among our dealers. 


NEW YORK WIRE CLOTH COMPANY 
S00 FIFTH AVENUE - NEW YORK 18, N.Y. 
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Fever Thermometers and Blood ressure Instruments 
to the medical servic 3 and to blood banks, also millions 
of other Taylor Instruments to war and 
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All Pearl-Wick hampers 
now being shipped with 


eR yi 


Great news—the pearl in Pearl-Wick is back! The return of plastic Pearl is a happy fore- 
; Our hampers are again being made with lids of runner of our post-war plans to give you the 

plastic Pearl on a 5-ply veneer base . . . every best-styled, most easily salable, best-advertised 
hamper leaving our factory again has the top hampers you have ever known! Pearl-Wick 
that’s tops!* Corp., Long Island City 2, New York. 

ers 

of / 

gh *The top that’s tops! We have always refused to make 

an lids of plastic on solid wood. Five-ply veneer alone = 

’re meets our quality standards. As the U.S. Dept. of Agri- 

we culture Forest Products Laboratory reports: “Solid con- 

ie struction has much greater tendency toward warping than SELF-VENTILATING 
plywood . . . it cannot be made as resistant to warping.” 


DESIGNED AND BUILT BY HAMPER SPECIALISTS 
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THE WAY WE LOOK AT IT, our big new 
Bride’s Campaign is going to sell a whale 
of a lot of Pyrex ware. Full page ad in the 
Saturday Evening Post! Full-color ads in 
17 other national magazines and 112 
Sunday newspapers! It all adds up to at 
least two messages for every family in the 
country! Want to get your share of these 
high-profit sales? Then watch for our new 
Dealer Display Kit which will reach you 
about May Ist. 


WHEN YOU LOOK AT IT, you'll agree it’s 
the hottest merchandising you’ve seen yet! 
Spend five minutes planning how to tie it 
in with your own Bride’s Season promotion. 
Build a mass display of the featured items 
(No. 232 Utility Dish; No. 221 Cake Dish). 
It’ll be the most profitable time you ever 


spent! 


pid F 


ai 


it 








@- In your Kit you'll find this reproduction 

of the national ad exactly as it will ap- 
pear in the Post. Put it on your counter or in 
your window to tell customers, “‘Here’s your 
Pyrex gift center!” 


FREE newspaper mat for your own 
local advertising features the same 
items as the national ad. It measures 
2 col. x 10” and it’s a sure “‘stopper”’! 


The colorful “‘Bride’s” Display is 

designed to hold actual Pyrex dishes. 
Build your mass display around it and 
watch it do the work of an extra sales- 
man! Kit also contains 4 beautiful 
Mother’s Day counter cards. 


The Pyrex trade-mark, 
pressed in the bottom of every 
clear-glass dish, and this familiar 
orange label, let your customers 
know they are buying top quality. 











CONSUMER PRODUCTS DIVISION 


Ask your distributor for details on Pyrex ware Bride’s Campaign! 


Corning Glass Works, Corning, N. Y. 
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Corner Wall Cabinet 
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®@ There are two markets for alert merchandisers 
of kitchen sinks and base and wall storage cabinets. 

Right now, in your own community, there are 
a number of kitchens to be built—or modernized 
completely —all at once. SHIRLEY steel units are 
designed to meet this market. They fit up with 
perfection in an almost unlimited number of ar- 
rangements to meet the requirements of even the 
most unusual and difficult floor-plans. 

And there are other people in your community 
who want sparkling new kitchens, too—but for 
one reason or another can’t see their way clear 
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STEEL KITCHEN CABINETS 
PORCELAIN STEEL SINKS 


COPYRIGHT, 1946, SHIRLEY CORP., INDIANAPOLIS 


} sy 
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The Favorite “54” Drawer Base Unit 


wom ONE LINE 


FOR BOTH 
MARKETS 


for an “all-at-once” job. 

With the Suirey line you can assure yourself 
of these future sales by designing a complete kit- 
chen and showing your customers how they can 
ultimately realize their dreams—by buying a unit 
or two at a time. 

SHIRLEY cabinets are so designed that each is a 
beautiful and convenient storage and work center 
in itself. 

Write for the name of the distributor nearest you. 


SHIRLEY CORPORATION, INDIANAPOLIS 2, INDIANA 
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1. Dairy Farmers with 
BIG HERDS 


ITE-WAY can open an extra market for 

you — the big market of small dairy 
farmers... Because Rite-Way combines high- 
est quality with low price! Farmers with 6 
cows find the Rite-Way as practical as farmers 
with 100 cows. This has been proved by 
100,000 dairy farmers who use the Rite-Way 
milking method. 


FEATURE FOR FEATURE 
it’s easier to sell a RITE-WAY 
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2. Dairy Farmers with 
SMALL HERDS 


Compare the Rite-Way milker with any 
other milker at any price, and you'll agree 
that it offers more milker for less money. 


With more than a quarter century of ex- 
perience behind it, Rite-Way is today setting 
the pace in milker improvements . . . and 
backing it up with powerful advertising and 
generous dealer support. That’s why Rite- 
Way is America’s fastest selling milker. If you 
want to build a successful, profitable Rite- 
Way dealership, write or wire today. 

RITE-WAY PRODUCTS COMPANY 


1241 BELMONT AVE. Dept. HA CHICAGO 13, ILL. 


Eastern Branch: 248 W. Jefferson, Syracuse 1, N.Y. 

Southwest Branch: 11 W. Reno, Oklahoma City, Okla. 

Southeast Br: 587 W. Whitehall St., Atlanta, Ga. 

Coast Distr.: Dairy Equip t Co., Oakland 12, Cal. 
in Canada: Massey-Harris Company, Ltd. 
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AMERICA’S FASTEST SELLING MILKER 
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The steel situation is acute. It will probably remain 













so for months. Queen dealers should cooperate at 






this time to help us supply their requirements for 






Queen stock tank heaters this fall. 






There is only one way open: We must place orders 






for steel immediately if our dealers are to have this 






merchandise before the farmers need it AND THE 
BASIS FOR THOSE STEEL COMMITMENTS ARE 
DEALERS’ ORDERS—YOUR ORDER! 


This fact is especially true in the case of Queen 










stock tank heaters which, because of the amount 






of steel used and the time rgquired for their con- 






struction, must be ordered now for fall delivery. 
PLACE ORDERS WITH YOUR JOBBER NOW. 
PROTECT YOUR PROFIT POSSIBILITIES! 














Queen Farm Service Repair Block. Seven 
needed tools in one. 





Queen Hog and Poultry Fountain—now 
furnished with metal float. 





Queen Sweep Rake Tooth Points— 


Queen Water Conductor 6%" long; square, round, split. 
Cap; 1%", 1%" and 2’. 


ALBERT LEA FOUNDRY CO. 


Division of Queen Stove Works, Inc. Queen 4 and Sinch"A’ Cop 


ER ALBERT LEA, MINNESOTA” 
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A customer asking for a single item of door 
hardware is a potential buyer of a Corbin 
“Door-in-One” Package. Display a panel of 
Packaged Door hardware and sell the hard- 
ware for a whole door instead of one item. 

“Door-in-One” matched sets are conven- 
iently packed as one unit and include... 
handle, knob, lock, knocker, letterbox slot, 
hinges . . . all manufactured to Corbin stand- 
ards and assuring you and your customer the 
latest in style, durability, correctness, and 
security. 

Matched Corbin door sets are manufac- 
tured in a variety of designs to suit the tastes 





of the home owners in your community. Join 
the other successful hardware outlets who 
are stocking the Corbin line of “Door-in- 
One” packaged hardware to meet the de- 
mand for matched sets of door hardware. 
Available for both front and back door 
application. 





P. & F. Corbin 


Division American Hardware Corporation 
New Britain, Conn. 


Good Buildings Deserve Good Hardware 


HARDWARE 
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Velon screening is impervious to elements — 
sun, rain, sleet and salt spray. It can never cor- 
rode or rust—never advertises its presence by ugly 
“screen bleed” stains down the front of the house. 











Velon screening resists up to six times 
more impact without denting, bulging or 
, breaking, as compared with metal screen- 

als cloth of equal gauge. No wonder—Velon 
filament has a tensile strength of fifty-thou- 
sand pounds per square inch. 


TED SCREENING 


every customer 


Velon screening is tinted to blend 
with both the exterior and the interior 
color scheme. Velon screens fit so subtly 
into the room décor, they virtually dis- 
appear through color harmony. 







é 


£ Velon is lighter, more manageable — only 
¥ one-fifth the weight of metal. It cuts easily 
with ordinary scissors, leaves no sharp, danger- 
ous ends, is easier to stretch taut in framing. 
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Listen to the Voice of Firestone Monday Evenings Over NBC 
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Packaged to Sell! 


Attractive packages of Dow Weed Killer, in 
two sizes, 25c and $1.00 are shipped in small, 
easy to set up counter display units for on-the- 
spot selling. Back panel of each display unit 
gives answers for clerks to questions of the 
average customer. Packed in combinations of 
24 large packages per display unit; 96 small 
sellers per display unit; two display units per 
shipping case. 
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OOW GARDEN DUST 


ROTODOW 


DOW ROSE DUST 


EASY TO SELL 





it’s “planned for sales”! 





Your customers have been reading about it! They know 
that Dow Weed Killer offers them a wonderful new oppor- 
tunity to spray their weeds away—to kill dandelions, poison 
ivy, poison oak and many other weeds—without harming 
lawn grass! That’s why Dow Weed Killer is already ‘‘first 
choice”” with them—that’s why they are ready to begin 
buying as soon as you set up the attractive eye-catching 
counter display! Just let them see the two convenient sizes. 
You’ll be selling them all day—ringing up new profits in the 





great new weed killer market! 


Dow Weed Killer is backed by all the selling aids you need 
and expect to find in a fast seller. You'll soon agree that it 
“has everything’’—quality preparation, the backing of a 
great name—national publicity, national advertising —and 
national acceptance through merchandising and _ sales 
planning! You’ll always be glad you made Dow Weed Killer 
your “first choice’”’ because it will sell more rapidly, satisfy 
more customers! 





Here's a real shortcul te Insecticide Profits! 







Especially formulated to control Colorado Potato 
Beetles, Flea Beetles, Blight on Potatoes, Toma- 
toes and Eggplant; also repels Leafhoppers. 


A rotenone composition to control insects and 
certain diseases attacking vegetables and small 
fruits—especially Aphids, Asparagus Beetles, 
Cabbage Worms, Cucumber Beetles, Mexican 
Bean Beetles, Flea Beetles and Colorado Potato 
Beetles. 


Recommended for use on Roses and certain other 
ornamental plants to control Leaf Spot, Mildew, 
Rose Slugs and Japanese Beetles. 


ORDER Now! regen your garden department inventory 


y ordering now this complete insecticide 
line in three colorful aes of uniform size. Take full advantage 
of Dow Trademark. Millions of readers will see it in 1946. For 
prices, discounts, shipping weights write today. 


SPECIALTY PRODUCTS DIVISION 
THE DOW CHEMICAL COMPANY 
First and Water Streets Bay City, Michigan 
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COMPACT EASY-TO-SELL LINE 

Three ready mixed dusts to control insects and 
fungi usually encountered in “home gardens, pre- 
sented in an effective counter display, give dealers 
a compact easy-to-sell insecticide line. A 16-page 
illustrated Gardener's Guide is attached to each 
can of dust. 
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In the past, manila rope blocks have never even come close 
to equaling the strength of the rope used with them. Upson- 
Walton engineers have now developed a block which comes 
closer to equaling that strength than was ever possible before 
with any standard block. 


It can safely withstand much heavier loads—in some cases 
loads twice as heavy as other blocks! 


One reason for the greatly increased strength of Upson- 
Walton blocks is the newly designed hoist hook which is now 
standard equipment on all U-W blocks, both steel and wood. 
These hooks are not like the old blacksmith type round hooks 
which were simply bent to shape; they are drop forged to size 
and shape with substantially heavier section where it counts 
the most. 

We will gladly send you, upon request, comparative specifica- 
tions including the new safe working loads for U-W manila rope 


blocks. 


? 


WOT THISHOOK— — Bec THIS HOOK 
ON ALL UPSON-WALTON TACKLEBLOCKS Esteblished 1871 
Copyright 1945—The Upson- Walton Company 


THE UPSON-WALTON COMPANY 


Wanugactar e172 of Were Rope. Wire Kage Fittings Tackle Slacks 








MAIN OFFICES AND FACTORY: CLEVELAND 1 OHIO 
737 W. Van Buren Stree Vr Sue @lin-i am -leiileilale 


Chicago 7 Pittsburgh 22 
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hooks Vibration . . . friction . . . wear—that’s the story and only in Diamond G’s. It assures, unfailing 
oO size even under normal service conditions. Result? spring tension... plus,thrust washer bearing. 
comes Bolts and screws won't hold tight, assemblies With a Diamond G equipped assembly you can 

if become loose and breakdowns often occur. tighten the bolt fully and depend on a safeguard 
cifica- 
4 rope How to prevent this? Use a good spring lock against excessive vibration, shock and wear. 
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washer built to provide positive spring tension as 
the wear occurs... to keep the assemblies tight... 


and prevent breakdowns. That positive Controlled 


Tension is found in every Diamond G Lock Washer 


Next time specify Diamond G for safety. For 
complete details on the new ASA and SAE 
specification on spring lock washers write for our 


new, free folder. 


1421 CHESTNUT STREET, PHILADELPHIA 2, PA. 


GEORGE K. GARRETT CO., INC. (E XS 
CSS 


DIAMOND <> PRODUCTS 


MANUFACTURERS OF 


*« HOSE CLAMPS «© «© SNAP AND RETAINER RINGS 



















Retail List—Usual 
Trade Discounts. 


$1.00 


Leading sporting publications 
aggregating nearly 700,000 cir- 
culation will carry advertising 
of this bait cage. 


BOX 316-H 
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SIZE 
5°x22"x2%4" 


Fisherman's Live Bait Cage brings lively 
baits to finger tips, wading, in a boat or 
fishing from shore. Designed by fishermen 
to meet the needs of every fisherman. No 
more bother with the old tin can or bait box. 


SOLE MANUFACTURERS 


FISHERMAN’S 


All steel, rugged construction. Lid snaps shut 
and stays shut until you open it. Easy to 
fasten on belt . . . can't come off. Open 


mesh assures perfect ventilation — reduces 
body heat — keeps baits alive and kicking. 


SMASH ALL RECORDS 


FOR 


TURNOVER AND PROFIT 


LIVELY Bait Catches Most Fish— 
Fisherman's Live Bait Cage keeps them 
alive — baits can't escape. Last crawler, 
frog or crawfish is as lively as the first. 


TRENTON STAMPING & MANUFACTURING CO. 


TRENTON, OHIO 








Kaylee 


FISHING RODS 


REELS and ACCESSORIES 


FISHING RODS 


Light, strong sturdy rods for every purpose. One and 
two piece styles in both 4 and 5 ft. lengths. All steel 
rods, cadmium finish with guides and special new end 
tip. Fine finish wood handles. Wt. 6 oz. List price, $2.00. 


FLY ROD REELS 


Sand Spikes 


One piece style. List price 
$1.00. DeLuxe 2 piece col- 
lapsible chrome finished 
sand spike. List price $2.00. 


Royalbilt Line 

















“Lord Weldon,” flyweight; precision-built. 
shaft steel bearing lapped and ground for free silent 
casting. Aluminum spool. Holds over 50 yards of line. 
Single action; almost silent drag. Fully guaranteed. 
Etched finish prevents corrosion. List price, $3.50. 


Reel Seats 

Steel; zinc-plated. Tapered 
sliding bands to hold large 
or small reels. List price 
$2.00 per doz. 


e 1335 Folsom Street e 





Center 








immediate 


Deliveries 
* 


Write for Catalog and Discounts 


San Francisco 3, California 
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GIVE YOUR CUSTOMERS 
THE GREATEST THRILL 
IN SPORTS / 2 
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.-- GILLETTES 
CAVALCADE OF 
SPORTS MAKES 
YOUR STORE LOCAL 
HEADQUARTERS 
FOR SHAVING 
SUPPLIES.. 
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Alert jobbers everywhere have been quick to re- 
alize that the circle © line of fasteners is a real 
money-maker... that no matter how you look at 





SRP EOE Sa 


it, the circle © trademark stands for greater prof- 








its all along the line. From cap screws to stove 
bolts every circle © product has the same uni- 
formity and quality that makes for plenty of prof- 


itable repeat business. You can be sure you’re on 


the right road — the sure route to greater profits 


— when you follow the sign of the circle ©. 
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-@® BUFFALO BOLT COMPANY 


NORTH TONAWANDA, N. Y. - SALES OFFICES IN PRINCIPAL CITIES 
Export Sales Office: Buffalo International Corp., 50 Church Street, New York City 
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WARNER BELIEVES THAT 
PROVIDES BIG SALES O 


bowe believe there is need 
for better quality builders’ hardware and we 
propose to bend our effort toward selling ‘up’. 
We believe that Stanley quality provides an 
opportunity to do this.” 


. This statement by Mr. Armand R. Evans, 
Manager, Wholesale Contract Builders Hardware 
Division of the Warner Hardware Co., Minneapolis, 
reflects the opinion of leading hardware men in 
every part of the country. These men are con- 





From left to right: Martin Kjos, City Salesman; Armand R. 
Evans, Mer. Wholesale Contract Bujlders Hardware Divi- 
sion; Harold Miller, Country Salesman, all with the Warner 
Hardware Co. of Minneapolis —a leading store for over 50 
years. 


vinced that a strong market is shaping up for top- 
quality hardware. 

Homeowners, builders and architects know that 
well-made hardware means better construction — 
sounder economy. That is why experienced hard- 
ware men are bending their efforts to selling “up” — 
and are stocking and pushing Stanley Hardware! 


THE STANLEY WORKS, New Britain, Connecticut 


STANLEY 
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a Practically unlimited “retheuses for ores-Lite SNCN NCC} \ »& FRAMES 
| ANK SHEETS - SWI Aluminum Paint. Have 4 supply with you on every job! 
TCHBG/ Cres-Lite SyNCHROME is a quick-drying, synthetic resin , T 
oil paint, containing only pure 325 mesh aluminum . e STEEL 
CHINERY. « M pigment. e pledge ourselves to maintain at all times the : 
i OTOR HOUSI quantity and high quality of OIL, PIGMENT; and SYN \ 
b THETIC RESIN used in SyNCHROME Aluminum Paint. GS + MA 
LA One coat of SyNCHROME completely covers most surfaces \ : 
TES « SIGNS « PIPES with a chrome-like finish unsurpassed for its resistance Mi 
° to heat. moisture, umes, weather and corrosion. Nie LICEN 
hiding power and durability make it the best \ SE 
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With an estimated $2,000,000,000 residential 
construction program planned for 1946, builders 
and contractors have a gigantic job ahead .. . will 
depend upon truck transport to deliver all mate- 
rials, supplies and equipment to every home site. 


When it comes to dependable transport service, 
you always can count on a GMC! Its rugged, 
reliable valve-in-head engine isa “blood brother” 
to that of nearly 600,000 GMC military vehicles. 
Turbo-Top pistons, full pressure lubrication, 


THE TRUCK OF VALUE 


GMC TRUCK & COACH DIVISION 


bter-Pooved Fewer 


for Post-War Hauling 
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crankshaft vibration damper, precision-type 
main bearings and many other features, provide 
round-the-clock performance and economy. 


And that’s not all! Springs, axles, clutches, 
transmissions, brakes, in fact all parts of the 
GMC chassis, are designed to give models in 
each capacity range a maximum of strength and 
stamina. All GMCs, from 1% to 20 tons, are 
truck-engineered and truck-built by the largest 
exclusive producer of commercial vehicles. 





GENERAL MOTORS CORPORATION 






GASOLINE * DIESEL 
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LARGEST NUTS—EMPIRE Nuts larger than 114” bolt size are pro- WORLD’S LARGEST—This cold-punching machine, fed rectangular 
duced on machines of this type, especially adapted to RB&W require- bars, punches the hole, cuts the blank, chamfers, retrims, repunches to 
ments. Sizes up to 614" across the flats are processed. clear and center the hole, burnishes the sides — everything but tapping. 


We spent millions... 


You pay no more for RBGEW 
EMPIRE Nuts, when you buy 
their superior strength, accuracy, 
finish... you fe freedom from 
assembly trouble and the per- 
manent dependability assured 
by the millions RB&W has in- 
vested in equipment and qual- 
ity control. 

Quality control is found in 
actual processing as well as 
in the labq@gmtories and in- 
spection departments. For 
example, the method of cold- 
punching which RB&W 
developed has the valuable 
asset of insuring continuous 
inspection as part of the 
manufacturing process. 
Faulty bars cannot escape 
detection...the nuts must be 
uniform in size...and the 
hole must be central and 
concentric after repunching. 





This advertisement is one of a series which RB&W is publist aye | RON AGE, STEEL, FACTORY, MILL & FACTORY, PURCHASING 
DESIGN, PRODUCT ENGINEERING, ELECTR AL MANUFACTURING, ENGINEERING NEWS RECORD and FARM IMPLEMENT NEWS 


rcrease the value of your RB&W distributorship. You will note that the reader is directed to the RB&W distributor 
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NEWEST MACHINES—RB&W works constantly to develop and per- HIGHEST SPEED—One thousand \4-inch Square Nuts a minute is the 
fect new processes. These machines are radically different in design and pace of this machine which eats up a ton of steel every three hours, The d 
principle . . . are the only ones of their kind in the world. raw material is cold-rolled in RB&W’s own bar mill. ‘ 
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WIDE RANGE—RB&W produces light, regular and heavy nuts, hot- LARGEST PLANT — RB&W’s Coraopolis (Pa.) plant is the world’s 
pressed, cold-punched, semi-finished and slotted. The 11,040 6-32 nuts largest devoted exclusively to manufacturing cold-punched nuts. Sev- 
in the pile are equal in weight to the single 4” nut. eral millions of nuts are produced and shipped each day, 


ous > ecW The complete quality line 
101 YEARS U Sthoug the things that make America atiovg 


the Plants at: Port Chester, N.Y., Coraopolis, Pa., Rock Falls, Il. Sales Offices at: Philadelphia, Detroit, Chicago, Chattanooga, Los Angeles, Portland, Seattle. Distributors from 
ind . coast to coast. Order through your distributor and get prompt service for your normal needs from his stocks. Also, the industry's most complete, easiest-to-use catalog 
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RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY ig 
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SEPTIC-PEP starts and maintains bacterial action in 
septic tanks to provide effective sewage disposal . . . to keep 
tank and pipes from rapid clogging .. . to eliminate the 


need for frequent tank cleaning and pipe replacement. 





The market is big, with a million septic tanks in serv- 
ice, and more being built daily. A septic tank needs this 
treatment every two to three months. Just multiply the 
septic tanks in your locality by 4 and you’ve got a quick 
picture of your own big market. 


Strong Advertising Support is planned 
in leading farm publications to bring you 
customers for SEPTIC-PEP. And the self- 
selling carton illustrated here will move 
eo: SEPTIC-PEP off your sales 


Sree en counters—dquickly. This adver- 

I, Ce ES tsi 2s , 

te SF ge tising and merchandising assist- 
"Se ° as 


= gy 








ance peps up your sales and 
profits. 





Profits Are Big from the sales | DEALER PRICES | 2a 
f SEPTIC-PEP. Note the “spread” one D 
m4 reat ea ge pees OE, JOBBER INQUIRIES INVITED 


between these low dealer prices and 





the retail price of $1.00. It pays you V2 nay . 54c and handled immediately with full infor- 

: : per p & mation on policy, merchandising assist- 
to stock and sell this profitable One Gross 49 ance and jobbing discounts. Write, wire 
product. per package Cc or phone Dept. O-10 















A PRODUCT OF 


THOMAS SANITARY PRODUCTS CO. 


PIONEERS IN SCIENTIFIC SANITATION 
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on a well known complete line of Water Systems 
for Farm and Rural Homes 


Every farmer and rural home owner without a water sys- the Aermotor dealership in your territory, if no dealer 
tem wants running water for household purposes and for is already there. e e e Aermotor products work for you 
farm use. e e e Take advantage of this opportunity for like a sales force. One installation sells another. Write 
sales of windmills and electric water systems by obtaining today for full details. 


WIND POWER AND ELECTRIC SYSTEMS OF EVERY CAPACITY 
AND AT ALL PRICE LEVELS 


Windmills of 
Every Capacity 


Shallow Well Pumps 


Of heavy construction, built for hard 


, - and continuous service. Ideal for small 
Aermotor Windmills supply wa- é 
. home or farm. Three sizes . . . 250, 350, 

ter for all household and farm m p ‘ 
é ie ; and 500 gallon per hour capacity. Com- 
uses. Self-oiling. Pump inthe m ; 
pact outfit with fresh water system built 


into EVERY pump. 


lightest breeze. Towers are stur- 
dily built to withstand gales. Low 


cost pumping for pasture and farm- 





yard. Many models from which 





Jet Pumps 





to make your recommendations. 
Aermotor Jet Pumps 





are simpleindesign. Ball- 





Deep Well Pumps 


bearing motor. Built-in 





Compact, simple indesign. Easy thermal overload protec- 





to install. Fully enclosed mecha- tion. Automatic regula- 





tion. Five sizes... 1% to 
Lhp for 2”,3”, 4” wells and 
larger, and for pumping 
depths down to 100 feet. 


nism. Four sizes available... 6”, 
8”, 10”, and 12” stroke, with 2 
lengths of stroke on each pump. A 







powerful system for hard service. 





We furnish dealers with a Free Mat Service. 
It helps dealers sell Aermotor Pumps and 
Windmills.Ties your own newspaper advertis- 
ing with Aermotor national advertising. Mail 
the coupon for complete information about 
Aermotor dealer franchise. Present Aermo- 
tor dealers use coupon to request mat service. 





FREE MAT SERVICE 


ties in with National Advertising 











Aermotor Company, Dept. 804 
2500 Roosevelt Road, Chicago 8, lilinois 
O Send dealer franchise data. 
0 I am an Aermotor dealer. Send mat service. 
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NAME 





Manufacturers of Electric Water Systems, and Windmills Since 1888 
AERMOTOR CO., 2500 ROOSEVELT ROAD, CHICAGO 8, ILL. 


ADDRESS 
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tae Get Set for Sales! eld 
ma Order the New... AGBES 


Portable Clothesline Reel | 


Here's the newer, better, portable 
clothesline reel that women have been 
looking for. To show Reel Tite is to 
sell it... because it saves time and 
work on wash day... eliminates 
clothesline troubles. No knots to tie 
or untie—no tangles or slack. 








Reel Tite will not get out of order. It 
is correctly designed, attractive in ap- 
pearance and extra strong. 





ae 


© Order from your jobber today—or write 
$995 for full information, prices, discounts. 
Retails at 


THE AUTO ARC-WELD MFG. CO. 


8007 GRAND AVE. * CLEVELAND 4, OHIO 
ees 
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HANDY MANDY PADS ARE NATIONALLY ADVERTISED 
Why stock “sleepers” when you can get immediate delivery on fast-moving HANDY MANDY? 
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GENUINE GEM SAYS— 


GEM PEERLESS RAZOR 


Available again! The famous Gem 
Micromatic Razor with its many ex- 
clusive features! All metal. Clog-proof. 
All one-piece. Gold-plated throughout. 
De luxe case with 5 Gem Blades in gold- 
plated sheath. Counter display holds 6 
tazors, to retail each at $1.25. 


RIDE THE 
RAZOR-B00M 
WITH GEM! 


~ Every GEM sale 
. gives you a GEM 


Blade repeater! 


SEE THAT piled-up demand for razors? Make it pile up 
profits-plus for you! Push GEM! Every GEM you sell pays 
a profit today—and profit insurance for tomorrow! For 
GEM-buyers are top-profit buyers. Every one’s a GEM Blade 
repeater—and more. He’s your on-the-spot prospect for 
oodles of other items—and in your top-profit bracket! 


GEM this year packs more promotion “voltage” than ever. 
In top magazines—over 14,142,000 reader-visits a month. 
Plus added millions every week on GEM’s coast-to-coast 
radio hit show, ‘““The Adventurés of the Falcon.’’ Tune in! 


\ Cash in!—Gem Division, American Safety Razor Corp., 


Brooklyn 1, N. Y. 


Gem Blades sell even 
faster when displayed 
on these sparkling dis- 
play cards. TEN 10¢ 
packs (2 blades), retail- 
er’s cost, 70¢ ... TEN 
25¢ packs (5 blades), re- 
tailer’s, cost, $1.75. 


= 


AVOID ‘5S O'CLOCK sHavow’ wiTH GEM BLADES 
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be ictured above is another reason why Union 
Pacific can maintain fast schedules. It’s one of 
the “Big Boys,” 600-ton super-powered freight 
locomotives designed to meet industry’s heaviest 
demands, ’ 


But it takes more than horsepower to 
keep shipments rolling on schedule. The 
“know how” of many thousands of 
trained Union Pacific employees . . . the 






he frogressive 








time-saving Strategic Middle Route unit- 
ing the East with the West Coast. . . are 
plus advantages only Union Pacific 
provides. 


Union Pacific traffic experts are located in metro- 
politan cities from coast to coast. Call on them 
to assist in solving your transportation problems. 


For efficient, dependable freight service— 


be Specific - 
say Union Pacific’ 


%& Union Pacific will, upon 
request, gladly furnish 
industrial or mercantile 
concerns with informa- 
tion regarding available 
sites having trackage 
facilities in the territory 
it serves. Address Union 
Pacific Railroad, Omaha, 
Nebraska. 








UNION PACIFIC RAILROAD 
The Sipalegic Middle Lowe 
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Pittsburgh Welded Poultry Fence and Close-Mesh 
Welded Fabrics are truly companion sales builders. 
Together they solve a// the fencing and enclosure 
problems of poultry raising. Poultry men and 
farmers know this... and they know too the many 
advantages of welded construction found only in 
Pittsburgh-made fences. 


When you carry both these items you can offer 


1+ ERNE SE RRS 


Hy 
lula 








it i your customers sturdy, welded-joint fences for con- 

e ventional uses ... and smooth, non-raveling meshes 

| for such auxiliary needs as poultry floors, feeding 

ic pens, temporary corn cribs and numerous other ae 
farm needs. Meshes from 1" x 1" to 2" x 6", ee 
gauges from 11 to 16, widths up to 72" assure é 

— wide adaptability. 

Although the current backlog of needs may delay 

hem delivery of these popular items, an effort to balance 

ems. your stock with enough variety to meet customer : 
demands will assure more profitable business for a 4 
long period to come. For further information write 

PITTSBURGH STEEL COMPANY 


te 1621 GRANT BUILDING - PITTSBURGH 30, PA. 


\P/ 


TRADE MARK 
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REPEAT on 
NANCIE mcliic 


with Speed-grits 
Floor Papers 


Customer success is the very essence of repeat 


rental business. The customer who sands one W | 
floor successfully and happily, proudly plans other NO FOR QUANTITY 2 
rooms in turn—and tells his neighbor, too. Sharp, ee 

fast, free-cutting floor papers insure success and 


magnify the customer’s skill by reducing such 
trouble hazards as loading, glazing and burning. 





QUALITY’S UP 






























NOW there is becoming available the kind 
of material best suited to clock pro- 
duction. 

NOW the results of a long and careful pro- 
gram of employee training are becom- 
ing manifest. 


Speed-grits Floor Papers are ‘‘successful” be- 
cause they are Durabonded by Behr-Manning’s 
own process to make and keep them sharp, fast 
and free-cutting. In Cut Sheets and Edg-R-Discs 


‘to fit every popular sanding machine, Speed-grits NOW the production lines ruthlessly altered 
Floor Papers sell repeat sander service. Double to meet war production requirements 
up your rental profits this year—with Speed-grits. | are lined up to make clocks again. 






Today, production is still consider- 
ably below the prewar normal while 
the demand is far above that figure. 
Thus, a shortage is still in evidence. 


Send for Rental 
Floor Service Bulletin 


That, however, is actually encour- 


aging for it proves the stability of the 
demand. From now on, steadily in- 
creasing clock supplies will be reflected 
in steadily increasing profit—a profit 
that does not depend on abnormal war- 
time conditions for its maintenance. 





ASK YOUR WHOLESALER 





Clack makers to the nation since 1807 








5 Ee . cf & 

' 7 THE WM. L. GILBERT CLOCK CORP. : 
BEHR-MANNING WINSTED, CONNECTICUT % 

Div + ta ire : no. 2 

TROY, N. Y 551 Fifth Avenue 141 W. Jackson Blvd. = 

Quality Coated Abrasiues Since 1872 tow Sad 88, & E. Coa ah 
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MULLINS MANUFACTURING CORPORATION 





Metal Parts, Design Engineering Service 


PIONEERS OF KITCHEN MERCHANDISING 
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Enameled steel cabinet sinks. cabinets, and accessories, made 


to highest quality standards in every detail. Styles and sizes for 
kitchens of every type, from compact arrangements in mod- 
erately priced homes to the most expensive custom installa- 
tions. The finest equipment ever offered to meet the tremendous 
demand for attractive, work-saving kitchens .. . 


Evolutionary Styling that keeps pace with public acceptance; 
new models can be added to thousands of pre-war installa- 
tions ... 

Expanded Production, dedicated 100% to Youngstown dealers 
and distributors ... 

Continuing Mass Market Promotion, featuring low-cost units of 
sale that have the greatest appeal for the largest number of 
buyers... 

Pre-War Dealer Profit Margins, maintained to make Youngs- 
town Kitchens the best-paying products you have ever sold . . . 


* aan , 
i 

e ; 
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BY MULLINS 





More than 10,000 retailers are set to make substantial 
profits selling Youngstown cabinet sinks and cabinets, 
according to the proved Youngstown merchandising plan. 
Some territories are still open. If vou are interested, let 


us know. 





$1 


















































Millions Sold as “Gift Item” — 
Proof of Sensational Success! Now | 
Nationally Advertised to 17,000,000 | 
Consumer-Readers Per Month! 


py volume news for housewares buyers! 
Chip-Chop, already a sensational gift seller 
1, from coast td coast, is now ready to help you 
4 cash in on its full sales potentialities as one of 
America’s fastest-selling housewares items—sold 
in your Housewares Department or counter! 

You know Chip-Chop. You probably have 
one in your home now. This magic ice-chopper 
} jamped into volume sales in gift shops and 
department stores almost overnight. Now it’s a 
proved, sales-tested household and utility item, 
with ever-growing re-orders from wise buyers 
who are latching onto every fast-moving item of 
merchandise they see. 

Chip-Chop is now in high-volume mass-pro- 
duction, and we can ship as fast as you can send 
your re-orders in. Stock Chip-Chop now. A 
popular gift seller at $1.00; a whirlwind seller 
during warm weather. Over 17 million con- 
sumers will start reading powerful magazine 
advertising starting May 1946. Thousands of 
them are your customers. Better let 'em know 
you handle Chip-Chop. Start displaying Chip- 
Chop now. : 

APEX PRODUCTS CORP. 
53 East 10th Street, New York, N. Y. 


H.A. 4 





Right in the Glass! 


$7oo 














SHEAR & SCISSORS TIPS 


which 


is the business end? 















This pair of shears has three 
business ends! 

First, there’s the BLADE 
that means business with 
a clean, sharp cutting (not 
“chewing-cutting”) edge. 

Second, these days—with 
the growing demand in 
scissors and shears for spe- 
cialized uses, those TIPS 
can mean business, too— 
and more of it for you! 

And third, there’s that 
Acme STAMP. You’ll find 
that it’s good business to 
feature Acme brands. Be- 
cause you can count on 
Acme to produce the best 
in the kind of scissors and 
shears your customers want. 
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DOUBLE SHARP 


BLUNT SHARP 








DOUBLE BLUNT | 








I 
ACME suear 0. 


BRIDGEPORT 1, CONNECTICUT 
Makers of 


ACME + EVERSHARP - WINDSOR 
PURITAN + KLEENCUT + AMERICUT 










Keep Your Eye on ACME/ 
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One of a series of excerpts from the Hotpoint 
library of Planned Electrical Merchandising. 
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@ SELLING is making people want things. In the appliance field, people 
are best sold when actually in the store looking at an effective display. There 
are simple ways to start a display on the right track. One of the easiest is to follow 


the method theatrical producers use in arresting attention: 


Every chorus has a leading lady for us to start looking 
at—even though we may end up thinking a cute chorus 


girl in the back row is far more attractive! 


@ The same principle works in an effective refrigerator display. 

Give customers a place to start looking. Break the classic line-up of 
appliances. Place a refrigerator at each end of the line slightly on an angle. 
This frames the display. Center interest on a middle refrigerator 

by opening the door and pulling out a sliding shelf. Place this 


sign on it: “See how easily this shelf slides.” 


Open Speed Freezer door. Pull out a Pop-Ice Tray 
slightly and place sign below it reading: “Pop-Ice Tray 
simplifies removal of cubes. Ask for demonstration.” 


. High-spot other features with similar signs. 


@ Try the chorus and the leading lady idea for a display that sells for you. 





HOME APPLIANCES 
Dependebility Assured by 40 Years Experience! 
s = = <a ~~ ~ ay b> 
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Best Sellers! 


LARGEST COMPLETE 
LINE of NATIONALLY ADVERTISED 


Furnishings for Fun At Home 





PORTA-POKER 
GAME TABLE 


fr 


CLUB POKER TABL* 


PLASTIC POKER CHIPS 
PORTA-CHAIR 


DUELETTE DOMINOES & CHECKERS 


OVER 52 FAST-SELLING ITEMS 
ADVERTISED IN 21 MAGAZINES 


ASON-WILLIAMS' home entertainment items are established best 

sellers. . . . Nationally Advertised. Pre-tested for sales 
appeal. Through more than 22,500,000 Sales Messages annually, 
consumers are told and pre-sold on Mason-Williams' profit-makers. 
When in Chicago, visit our convenient factory showrooms. Mean- 
while, WRITE FOR CATALOG H-l/é. 


MASON-WILLIAMS CO. 


663 N. WELLS ST., CHICAGO 10 





SHOWROOMS OPEN THROUGHOUT THE YEAR 


34 
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We believe... the 
more a man knows 
about an outboard 
-.-the more certain 


he is to choose... 


CHAMPION 


America’s Great 
Outboard Motor 


CHAMPION yi 
MOTORS will 
carry this seal 
of quality 
* 


CHAMPION OUTBOARD MOTOR CO. 
2633-27th Avenue South + Dept. D5 
Minneapolis 6, Minnesota 
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ADEL BAR-B-O “TOOLS” SET 





Cashin on the Popularity of 


Informal, Outdoor Eating 


Cooking outdoors—over an open fire—is an accepted American 





institution. These informal eating occasions require proper serv- 
ing “tools.” You have to “turn ‘em, stick ‘em, and pick ‘em up” 
without burning fingers or losing choice morsels in the flames. 
It’s an art, and Adel’s 3-piece set of Bar-B-Q “Tools” is designed 
to do the job right. They are made of finest stainless steel and 


double-lacquered selected maple. Note the clever double-rod, e HANDSOMELY GIFT- PACKAGED 
extra - stength construction. *The exclusive Adel Angle-edge Turner, 
7 7 ¢ NATIONALLY ADVERTISED 


Tapered-U Fork and Cupped Tongs are smart-looking and practical. 


 INTER-cO. STAL COMPANY, inc. gee ta ada 
649 South Street © Los Angeles 14, Californie — - g 
; National Soles Office for Consumer Products of , ORDER NOW FROM YOUR JOBBER 
ADEL PRECISION PRODUCTS CORP. 
| Burbank, California @ Huntington; West Virginia 
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Planet Jr. 
Hand Tools 


Planet Jr. had its beginning on a vege- 
table farm, 75 years ago. A Hand Seeder 
was the, first Planet Jr. machine. 


It’s the old story of a better machine 
making a place for itself. Planet Jr. 
Hand Seeders and Wheel Hoes are still 
the pace-setters. 


For this season our production is sold! 


It isn’t too soon to plan for lines you 
will want, when selling is not so easy. 


S. L. ALLEN & CO., Inc. 
3425'N. 5th Street, Philadelphia 40, Pa. 


Makers of Planet Jr. Garden Tractors 


Catalog on request 
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THE NEW DIAMOND | 
MONKEY WRENCH 


| 


Drop forged from high quality tool steel 
throughout, handle as well as movable jaw. 
Scientifically heat treated to give maxi- 
mum wear. Handle unbreakable—conve- 
nient and durable hammer head. Has 
greater strength than ordinary monkey 
wrench and increased utility. Easy of ad- 
justment. A practical all around handy tool. 

Has proven itself not only valuable to be 
the implement and railroad industry, but a Ps 
splendid tool for general utility. Finish, * 
cadmium plate with polished jaws and 
hammer face—red handle, or black plate 
with polished jaws and hammer face— 
red handle. 


Write for our new tool catalog. 


DIAMOND CALK | | 
HORSESHOE CO. | | 


4610 Grand Ave. Duluth, Mina. 
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.»e AND STILL BUILDING 
FOR THE FUTURE 


After nearly a century of active business life, Goulds is building for the 
future — for our own future and the future of our dealers — with greater 
expectations than ever before. 


The profit opportunities for a dealer handling the Goulds line have 
never been so great, with a record-breaking number of prospective 
purchasers wanting and needing and able to buy dependable Goulds 
Water Systems. 


In our 98 years we have been making more than good pumps; through 
| the years our pumping equipment has been steadily building a price- 
is less asset of good-will that a dealer can capitalize to the fullest extent 


The Famous Goulds * : ° . 
* 1et-0-Matie among the many, many first-rate prospects in his own community. 


— The sale of a Goulds comes first—and then other items of equipment 
that utilize the running water that the buyer’s trouble-free Goulds 
supplies for all farm and home needs. These items range all the way 
from stanchion cups to laundry tubs, from garden hose to milk coolers, 
from washing machines to bathtubs. But a Goulds comes first. 


Write for the name of your nearest Goulds distributor. 


Goulds Cid” 

Shallow Well 

4 Pumping Unit P - 
With a complete line, there is a de- 


pendable Goulds Water System to 


or deep well operation, for service 

from pond or stream, from near-by 

or distant source—in any capacity. 
GOULDS PUMPS, Inc. 


Seneca Falls, N.Y. 


e ' serve every need—for shallow well 
i 


Ss 


Goulds "'Cid” Deep Well Goulds Pyramid” Unit, 
Pumping Unit capacities to 3500 gals. per br 


ll WATER SYSTEMS 


FOR EVERY FARM AND HOME NEED 
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Like the famous life-save equipment that 
wears its label, Ta-pat-co never lets you 
down. 


In war years Ta-pat-co kept your market 
strong by telling your customers through 
national advertising that it would come back 
better, more comfortable, more trailworthy 
than ever. 


Dominant advertisements in outdoor and 
in national magazines totaling 16,000,000 
circulation is now telling your customers Ta- 
pat-co is ready for their trips to the woods, 
lakes and streams. 


Run advertisements in your local papers 
. .. display Ta-pat-co prominently. Tell your 


customers you have their favorite equipment 
that never lets them down. . y 





A oon man's fancy turns to base- 
ball, too. 





Display Globe sports equipment in 
your store, and make satisfied cus- 
tomers of those who 
dream of "Baseball's 
Best Equipment”. 







GENCE INS7/> 
S O 











2 q TA-PAT-CO Stay-A-Float 
oe SY LIFE-SAVE New Kapok filled Stay- 
Ano CUSHIONS AND PRESERVERS A-Floats are again 
Government Approved available. America’s 


Their safety and comfort appeal to —— 9 ot > gel 


all water lovers. Fast selling — color- 2 | 
ful—well made and ready for you. children. 





Place your order now for Ta-pat-co Sleeping Bags and 
Life-Save Equipment. Get in touch with your jobber. If he 
cannot supply you . . . write us. 


THE AMERICAN PAD & TEXTILE CO. 


GREENFIELD, OHIO 
+ CANADIAN BRANCH .. . CHATHAM, ONTARIO 
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GEE! LOOK! 


THEY FIT ME TOO- 


AND I'M BIGGER 


" HEY! KIDS! 
aol baa 7 


LE pave 
WHEELS 


FOR EASY ROLLING 


THE ORIGINAL, ALL-STEEL...16 DISC WHEEL 
BEGINNERS’ ROLLER Shale 


Fun witnour Fear! | 





ORDER NOW FOR 
PROMPT SHIPMENT 


Don't delay but order now for 
prompt delivery. Specify what por- 
tion of your order you need now, 
what portion we may ship over a 
90 day period. This means skates 
for everyone. Order from your 
nearest jobber. Eastern shipments 
will be supplied from our Philadel- 
phia Plant, Western Trade from the 
Pacific Coast. Only $19.20 Doz. Pr. 
Packed 2 Doz. Per Carton. 


MULTI-KWIK COMPANY. 


AGES 3 TO 7 LEARN QUICKLY, SAFELY... 


**Wow! What a Roller Skate!"’ is right say buyers, 
dealers and jobbers—AND THE PUBLIC—as they 
buy more and more of America’s ORIGINAL ALL- 
STEEL, 16 DISC WHEEL BEGINNERS’ ROLLER 
SKATES. Here's a Roller Skate especially designed 
for the small boy and girl ages 3 to 7 that means 
‘Fun Without Fear"’ right from the start. There's 
a real sales message back of this design, one no 
dealer need be afraid of: 30% Lower Center of 
Gravity, wide, 16 Disc Wheel Tread, Correct Foot 
Placement and Soft Straps in place of rigid steel 
clamps. This all adds up to more sales for you to 
MILLIONS of small boys and girls, a market that 
has heretofore been almost ignored. 


FULLY ADJUSTABLE 
AGES 3-TO 7 


The fully adjustable feature for ages 
3 to 7 means a wider range of sales 
possibilities. Other important fea- 
tures include: 

16 DISC WHEELS e NO KEY TO 
LOSE e NO BALL BEARINGS e NO 
RIVETS TO WORK LOOSE e NO 
RIGID STEEL CLAMPS e SOFT 
STRAPS e PRESSED STEEL CHASSIS 
e@ RUST PROOF e SELF-CLEANING 
WHEELS @ LIGHTER—STREAMLINED 
e LOW CENTER OF GRAVITY e REAL 
STEEL AXLES e@ REAL STEEL CHASSIS 
e WHEELS CANNOT WORK LOOSE 

Retail Only $2.40 Pr. 
(OPA Ceiling) 


_A DIVISION OF RADIOBAR COMPANY OF AMERICA 


GENERAL OFFICES: 11163 MISSOURI AVENUE * ‘WEST LOS ANGELES 25, CALIFORNIA 


EASTERN SHIPMENTS will be Made from our Philadelphia Plant. Acdress all Correspondence to our Ge neral Offices 
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Styled for the future... available today. 
Vaculator is nationally advertised to 
millions. Protected profits with National 
Fair-Trading. ““Pyrex” branded glass is 
your assurance of highest quality... equips 
ped with the Dutch clothless filter, the 
greatest sales feature in modern coffee 
makers... exclusive with Vaculator. 


* Ss 
os gow 





the 
Sparkling China 
mare” No cloth « No paper 
ly ool - Snaps in easily 
the Cannot pop-up or fall out 
Fits all standard makes 


TOAOE mane REG 


PROFIT SALES BUILDERS 


6 HEAT—2 BURNER ELECTRIC TABLE STOVE DE LUXE 2 HEAT HOT PLATE 
Designed by Vaculator with many advanced features An electric coffee maker stove that incorporates 
... heavy duty construction ... full generous size... quality, design and performance. Top is chrome plated 


“hammered-effect” finish . .. it’s “tops” in quality and. . - + base is black plastic with two-heat brew and warm 
performance. List price $15.75 switch. List price 
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These five triple-thick LIFETIME 
utensils are now in production. 
Il-inch Fry Pan. 2 and 3 qt. 
Sauce Pans and 4 qt. Sauce Pot 
and 6 qt. Dutch Oven. All have 
vapor seal covers, with recessed 
knobs for easy stacking. 






















Triple-thick bottoms 
your customers can OLE 
mean faster sales... bigger profits 



















OUR CUSTOMERS can see with their own eyes Tap the sidewalls —they’re harder to resist warp- 
c ; pe Reynolds triple-thick LIFETIME Alumi- _ ing and denting. Lift up a LIFETIME utensil by its i 
s num Utensils are stronger... cook better...keep sturdy Bakelite handle—feel how comfprtable it is i 
their beauty and utility for years. to hold. And the handle is welded to the sides to 


Just take a look at the bottom rim of a Reynolds _keep it from working loose. 


LIFETIME Aluminum Utensil. You can actually You'll find Reynolds LIFETIME Aluminum 
see for yourself where it is triple-thick for quick —_ Utensils a fast-moving line that pays big profits. 
even heat distribution. For further information on Reynolds LIFE- 

Then lift the vapor seal covers. Notice how snugly TIME triple-thick Aluminum Utensil line 
they fit for waterless cooking—how the recessed and the Reynolds 18-gauge LIFETIME line 
cover knobs make them easy to stack one on top _— write Reynolds Metals Co., Housewares Divi- 


ae 
JF 





———— 


of another. sion, 2008 South 9th Street, Louisville 1, Ky. | igWaum@emmy 





+ 














nevnoins {fete ALUMINUM COOKING UTENSILS 


242-U-SA 








APRIL 11, 1946 61 








How to Sell More 


Connecticut Valley Expansive Bits 


DISPLAY EXPANSIVE BITS AND 
TELL CUSTOMERS HOW ONE TAKES 
THE PLACE OF MANY OTHER BITS 


Here's sales information to use in talking 
to customers. Conn. Valley Expansive 
Bits make good work easier because: 
1. They cut smoother holes, more 
easily. The bit head has a spur. 
. Smooth, no-clog point threads give 
positive pull. 
The cutter is non-slip — from con- 
stant tension on clamp. 
. Edges are keener because of hand 
sharpening. 
. Wright type has direct, micrometer 
adjustment. 


, a 
FORSTNER BITS Cut at Any 
Angle, Bore Any Arc of a Circle 


This bit has no center spur, but is guided by its circular rim. 
This is the kind of tool for which pattern-makers, woodwork- 
ing shops and home craftsmen are looking. Available in both 
hand brace and machine shanks. 





BALL BEARING 


DRAWER 
ES 


No. 361 Drawer Slide 
@ Large, heavy drawers pull out at a touch. 
BIG No sticking or jamming. 
DEMAND @ Ball bearing action... smooth and quiet. 
for pantry and © Drawers pull out all the way. All contents 
closet drawers, easily reached, 


pe Phage © Drawers easily lifted out, but cannot fall 
filing cabi- out. 


nets, slide-out @ Standard lengths from 15” up, 
v t 
somn, e WRITE FOR BULLETIN No. 39-30 











GARDEN CITY PLATING & MFG. CO., INC. 


OGDEN BLVD. & S TALMAN AVE CHICAGO 8, ILL 





MILFORD 
FLEXIBLE REZISTOR 


Made of high-speed steel, with real 
flexibility, it has all the advantages of 

the all-hard blade plus these . . . 
@ 't will not shatter or break re- 
gardless of how it is punished. 


it is safe . . . anyone can use 
it safely on any job. 

It cuts faster, lasts longer, costs 
less. 


it has “Easy-Starting Teeth,” 
exclusively MILFORD. 


Your Stock 


Ps eee It will pay you to sell and display the 
NOW FLEXIBLE REZISTOR . . . the hack saw 
blade you can recommend to everyone. 


THE HENRY G. THOMPSON & SON CO. 


NEW HAVEN 5, CONNECTICUT 





@ Sell a positive waterproofer — sot 
merely a water repellent. Profit out of 
SOLDINE V-110 the only positive water- 
proofer for canvaswear, outdoor and 
marine tarps, tents, awnings, lawn um- 
brellas, sail-boots, haversacks, etc. One 
thin, transparent coat leaves fabric fiex- 
ible and waterproof—permanently! Pack- 
aged in colorfully-labelled self-selling 
cans. Also SOLDINE SEALING 
COMPOUND to seal cracks and mould- 
ing joints against the weather .. . 
SOLDINE PLASTIC PUTTY for 
weather-tight, jar-proof windows. Will 
not harden or crack. For complete in- 
formation on SOLDINE quick-selling, 
long-profit products write SOLDINE 
CORPORATION, 9224 North Ewing 
Ave., Evanston, IIl. 
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OF BETTER MATERIALS 





CRESCENT TOOLS 
Cive Wings Lo Work 


CRESCENT TOOL COMPANY, Jamestown, N. Y. 


APRIL 11, 1946 








fame 
(es LEADER 


Women have made WISS Pinking Shears 
the best-sellers of all time — because they 
find them so useful. These Shears pink as 
they cut, giving raw edges a professional 
finish . . . saving hours of tedious over- 
casting or hemming. WISS Pinking Shears 
are made for durability and lasting keen- 
ness — from finest quality steel, precisely 


hardened and tempered. 


J. WISS & SONS CO., NEWARK 7, N.J., U.S.A. 
ESTABLISHED 1848 


a 


7 
Pn anemiees . 
thy, es —— 
; 


a 
(2 
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MASON 
ALUMINUM 


BROIL 
RACKS 


Retail Price $]19 Per Set 


For broiling, preserving, kettle bottoms, || 


pie racks, iron rest, etc. Strong, durable —~ 


...light and easy to clean. Set of 7 
three — 7”, 8’, 9” diameter. ' 


In “self-selling” packages 


MASON 
ALUMINUM 


SOCK DRYER 


Retail Price $179 The Pair 


Quick-drying . . . shape | saving. 
Made of cast aluminum .. . light 
weight and smoothly finished. 
Complete with shrink prevent- 
ing plastic clothespins. Avail- 
able in half sizes 10 to 13. 


In “‘self-selling”’ packages 


i 
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Wall Fixture Type 
2 Retail Price 


MASON 
ALL ALUMINUM 


JUICER ‘@ 


Made of highly polished cast aluminum 
no paint to chip — no plate to wear or 
blister. Six different handle positions 
allow it to be attached anywhere for 
ag turning clearance. Easy to use. 

tasy to clean. You get pure sweet 
juice with no rind taste. 


Table Model $395 Retail Price 
she pe ‘ bt ead SG gags Hie. 


YES . . . the time to act is now, if you'd like 
to profit-from the pent-up demand for these 
popular, top-quality Mason products. The 
L. E. Mason Company is now accepting 


new dealers in many territories. 


For complete information on any or all of 
these fast-selling products, plus our exten- 
sive plans for advertising and merchandising 


them, write... wire... or call us NOW! 


L. E. MASON CO. 


BOSTON 36, MASSACHUSETTS 


Sa a, a ee ee 














New Member 
of your 
Sales Staff 


ALTHOUGH she’s not on your pay- 
roll, when it comes to selling Dunbar 
cooking glass, count Jane Dunbar as an 
extra sales clerk on your selling forces. 
In national advertising she is telling 


aos women from coast to coast why they 
8 cup Vacuum Coffee Maker: Individually 2 Ot. Teakettle with Lock-on Cover: In- y is 
packed, 1 doz. per carton. Fair Trade List— dividually packed, | doz. per carton. should buy Dunbar. And they are taking 


$1.69 ea. . Fair Trade List—$1.39 ea. her good advice. For women like the 
streamlined designs of Dunbar cooking 
glass, its durability and practicality. 
And too, because it’s inexpensive. You 
can capitalize on the demand for this 
quality cooking glass by displaying it on 
your counters and in your windows. 
It sells quickly . . . at a good profit. 


DUNBAR GLASS CORPORATION 


DUNBAR, WEST VIRGINIA 
1107 Broadway, New York 10 
1836 Euclid Avenue, Cleveland 15 
1556 Merchandise Mart, Chicago 54 


, REPRESENTATIVES—BALTIMORE 1: John A. Dob- 
8 cup Teapot with Lock-on Cover. Individually 114 Qt. Double Boiler: Individually packed, son & Co., 110 Hopkins Place. DETROIT i? F. Feldner, 
packed, 1 doz. per carton. Fair Trade List— 1 doz. per carton. Fair Trade List—$2.19 ea. 1229 Tuller Hotel. LOS ANGELES 14: Geo. H. Miller & 
$1.39 ea. Son, 656 S. Los Angeles Street. LOUISVILLE 2: Geo. R. 
Espin, 207 Norton Building. NEW YORK 11: John L. 
Pasmantier & Sons, 5 West 20th St. PORTLAND 4: Holt 
Berni, 456 Sherlock Building. SAN FRANCISCO 7: Collins, 
Groth & Johnson, 324 Fifth St. SEATTLE 1: Holt Berni, 
102 Terminal Sales Building. CANADA: J. K. MacLeod & 
Company, 90 Sherbourne St., Toronto, Ontario. 
EXPORT SALES REPRESENTATIVE: The American 
Steel Export Co., Inc.,347 Madison Ave., New York 17, N.Y. 


— =e bmi. b . ial 


Here are the magazines with circulation 
of more than 14,000,000 in which Jane 


2 Qt. Saucepan: Individually packed, 1 doz. Dunbar is telling your customers about 
per cortom: Fair Trade List—$1.69 ea. her lovely glass cooking ware. 


6 HARDWARE AGE 








Features that make Wear-Ever the 
Aristocrat of Pressure Cookers! 





PRECISION TEMPERATURE 


er CONTROL 


Jiggles when correct temperature 
isreached. Nomechanism. Simple 
and sure. 


ir pay- 
Junbar 
r as an 
forces. 
telling 
y they 
taking 
ke the 
ooking 
icality. 
e. You 
or this 
: ‘a Can’t be removed while 
ig it on - ressure is on. Cover 
ndows. its under the rubber 

gasket as shown in 
rofit. i | cross section picture 

. is held tight as 


long as pressure re- 


TION | j majns in the pan. 


| 
i 


oncarests beeen 


EXTRA HARD, THICK SHEET 





, ALUMINUM 
n A. Dob- Double thick bottom. Heat spreads i 
. Feldner, quickly and evenly. Light to lift. ! 
. Miller & ; 
2: Geo. R. ki 
Dar take Millions of women throughout America (many of Home e Better Homes & Gardens e Ladies’ ; 
7: Collins, them in your locality) have been reading about Home Journal e Bride’s Magazine e¢ Life i 
merry this quality pressure cooker . . . the way it saves Good Housekeeping ¢ McCall’s e Parents’ f 
acLeod & ° 
time, work, ee . and protects the natural Magazine e Woman’s Home Companion. 
a color and flavor of foods. i 
“17, N.Y Now these women are looking forward to better 
co They’ve been reading about it in Wear-Ever full _ meals. and an escape from kitchen drudgery the [ 
color ads appearing in these magazines: American Wear-Ever Pressure Cooker Way. i 
Made of the metal that cooks best . . . easy fo clean 
—it can e be removed Bs si pressure is on 
| AGE 
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PwMINUTE Mop 











GREAT NEW DISPLAY RACK 


Sells the New Minute Mop Line of 
Cellulose Sponge Household Cleaning Aids! 


® Toi-La-Kleen Brush 
® Dish Mop ® Bath Brush 
® Window Brush ® Wash Stand Brush 


And the Nationally-Known and Nationally-Advertised 


MINUTE MOP AND DRAINER 


Customers won't pass up the popular, labor-saving Minute 
line of Du Pont Cellulose Sponge items so attractively dis- 
played. Install this striking, sales-exciting display and these 
items virtually sell themselves. Each one specifically de- 
signed to ease a particular house-cleaning chore, is con- 
veniently arranged to catch the eye—to stop your cus- 
tomers and get their buying urge to working fast. 


A Sure-way EXTRA PROFIT-maker! 


“Minute Mop” is a famous name nationally advertised. When you 
introduce the complete, new Minute Mop line of drudgery killers you 
tie in real reputation with real, multiple sales appeal. That means 
nothing less than rich, steady, extra profits to you. 


® Soap Bank 


Set Up the New 
Minute Mop Display 
in Your Store 


DEPARTMENT STORES: Get this hand- 
some, sturdy sales-builder to work for 
you right away. Base measures only 15" 
x 16". Hardwood natural finish. Simply 
drop us a penny post cord request 

full particulars about Minute Mop's great, 
powerful merchandiser. You'll be w 

ohead in consistently expanding profits. 
So hurry—write today! HARDWARE DEAL- 
ERS: Ask your jobber for a smaller rack, 
available free with a 78-plece assortment. 


Pe 4 
wilt satel tii ass MINUTE MOP CO 
equest. 


d 
Drelecr with the appealing 17 East 23rd Street 
Bucket Card farnis free Chicago 16, Il. 


upon request. Write today. 
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FEATURE 


FAST-SELLING 


Mitapaco HANDY PACK 


Eye-Stopping “Beauty Packages” like Milapaco 
HANDY PACK make a compelling counter or’ 
window display — promote quick over-counter 
sales — step up turnover and profits in your paper 
goods department. Each HANDY PACK con- 
tains 100 Milapaco Doilies in 5, 6, 8, 10 and 12” 
sizes, or 100 Milapaco Place Mats. Full-size de- 
sign reproduction on cover of package. 


Other new profitable Milapaco paper products 
are being readied for early release. Watch for them! 


MILWAUKEE LACE PAPER COMPANY 
1306 E. Meinecke Ave., Milwaukee 12, Wisconsin 
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7 .-.in the pages of the 
: Post, Life, Look and other 
= national magazines 


yy Henry Bulbsnatcher— public nuisance No. 1—has been 


caught in millions of homes everywhere this year. And he'll 


be caught in millions more. Because the famous “bulbsnatching” 


theme will be featured this year in full-page G-E Lamp advertise- 

ments reaching millions, telling them to buy right-size bulbs 
and “fill those empty sockets.” 

And that’s another typical reason why you sell 

more and profit more with G-E Lamps, the 


lamps that bring ’em in and bring ’em back! 


0A ab ienene once ® 


os 
Ang CLASES 





These striking lamp-selling G-E advertisements will 
appear in the Post, Life, Look, Collier's and other lead- 
ing national magazines—all to build added sales for you. 


Se Eten at 


Ask your G-E Lamp Supplier 
how you can make an attractive 
“bulbsnatching” lamp display. 


Se eee) 
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Tonights “Belle of the Ball'— 
Tomorrows Wallflower ? 


AYBE you thought the experts were kidding when 
they predicted a postwar market for 414 million 


toasters, 


Today, you know that, if anything, they underesti- 
mated! Eager customers are swarming in to buy toasters, 


broilers, irons—any old thing at all. 
But after the party’s over—what then? Will the appli- 


ances you sell today win you another date with your 


public? Or will you be a lonesome wallflower? 


The answer is up to you. If you want loyal, quality- 
conscious customers, Manning-Bowman can get them for 
you. For Manning-Bowman makes a famous line of qual- 
ity appliances—like the popular Toaster-with-the-Tester 
above. Since 1857, Americans have known Manning- 


Bowman means best. 


To dealers Manning-Bowman also means more busi- 
ness. Good to keep in mind when you plan your stocks 


for the future. 


Manning-Bowman Mears Best 


MERIDEN, CONNECTICUT 


AD) 
\ eal 
yp 


SEN 
FV) 
Smokeless 
Table Broiler 


Long-Last 
Percolator 


Iron-that-Wags- Twin-O-Matic 
its.Jail Waffle Baker 


THE LINE THAT'S ALWAYS IN DEMAND 


HARDWARE AGE 





FOR SALES 
EADERSHIP 











A FAMOUS NAME 
IN AMERICAN 
| jg, HOUSEWARES 





lity- 
. for 
ual- 
ster 
ing- 


yusi- 


ocks 








Products of Merit since 1878 
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Who wants to go to work for a 


@ Nobody wants to spend a lot of time 
mothproofing woolens. 

That’s why the big Hex national adver- 
tising campaign is telling people how quick 
and easy Hex is to apply—what a thorough 
job it does. 

That’s why you’ll find you don’t have 
to work to sell Hex. Make sure ycur or- 
der is in now. 





Write for free display material 
Made by a name that’s known... 


KOPPERS 
WHITE TAR DIVISION 





Sprayers available 

KOPPERS CO. INC. 

White Tar Division 
Kearny, N. J. 
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helpiné ” 


ing, adv er- 


or we ertisements> 


They all bear he 


nneldr rain 


Super weer 





— WHEELING CORRUGATING COMPANY 
_ WHEELING, WEST VIRGINIA 


PHILADELPHIA ATLANTA MINNEAPOLIS KANSAS CITY 


BOSTON BUFFALO PITTSBURGH DETROIT 
LOUISVILLE ST. LOUIS NEW ORLEANS 


NEW YORK CLEVELAND COLUMBUS CHICAGO RICHMOND 
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* EASY TO USE LAWN EDGER 
* TRIMS NEATLY . Madi ts Bale Se 
* CUTS TWO WAYS. VG See Nae 


AVAILABLE NOW! 


Here is California's contribution to 
“better lawns” throughout the nation 

.. areal high-quality, tempered stecl 
lawn edge trimmer that will give 
The patented star-point, con- & : ‘ ‘ 8 
vex, cutter blade, of tempered / years of satisfying service. 


steel; and the patented “V 


shaped shear which trims Dealers everywhere will sell this 


both ways, are exclusive Cas- amazingly casy-to-use tool by the 

cade features . . 7 
gross... why not order a supply to 
take care of your trades springtime 


needs... they are available now! 


i Sold Only Through 
ESTABLISHED 
HARDWARE 


(iY WHOLESALERS 
SHIPPED VIA FREIGHT 
\. PREPAID IN U.S.A. 


CASCADE MFG. CO., CULVER CITY, CALIFORNIA 





MORE PROFIT 


WITH THESE FAST- 
MOVING ITEMS... 


Ketch-All Mouse Trap 
Darchery Sets 
Stilts 

Plastic Boomerang 
Repeater Pistols 
Toy Cannons 
Toy Rolling Pins 
Knife Racks 
Dancin’ Sam 
Dancin’ Dobbin 
Hi-Flyer 

Magic Spinner 
Twin Flyer Boomerang 


Many other attractive, fast-selling specialties. 


DEALERS: Order from your jobber. 


Send for illustrated catalogue 
JOBBERS: and price list today. 


NOCKONWOOD INDUSTRIES, Ltd. 


Dept. H Bloomfield, lowe 














Bet a FISHING REELS 


Day by day in ever increasing numbers 
we are producing the famous “Reels by 
Ocean.” You will soon be able to supply 
Baitcasting, Fly and Saltwater Reels to 
your trade with the exclusive features 


found only on these popular fishing reels. 


Ask Your Jobber Now 
7 


OCEAN CITY MANUFACTURING CO. 


A and SOMERSET STS. 
PHILA. 34, PA. 








PROFITABLE HARDWARE STORE ITEMS 


CANVA LASTIC  waterproof- 
ing fer awnings, binder ean 


CELLTITE Damproofing water- 
proofs, preserves stone, con- 
crete, stucco, tile, brick, 
plaster, wood, plastics, base- 
ments, silos, gymnasiums, 
cement walks, driveways, 
plastered walls. 


EASILY APPLIED— 
LONG LIFE 























we SHED Waterproofs 
boots, shoes, canvas, leather, 
clothing. MAKES SHOES 
SHINE BETTER. MAKES 
+ SOLES LAST LONO- 


“ALL THREE EXCELLENT 
ITEMS"'—LIQUID WAX 
SHEPS SADDLE SOAP s 
cleaner and preservative fur 
boots, shoes, saddles, leather 
jackets, other fine leather 
“A very convenient, prac 

tieal product.” 


SHEPS SHOE PASTE water- 
proofs heavy duty leather 
exposed te weather—work 
shoes, boots, saddles. Used 
by farmers. miners, factery 
workers. 


"A SUPERIOR 
PROOUCT’ 


Sold by jobbers everywhere 
Inquire of salesmen 


Mfg. by 


NEATSLENE COMPANY, Omaha 8, Nebraska 
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FOR TODAY and the FUTURE... 


PINCOR! 


/ y, PINCOR HAND MOWERS 


MODEL A-16 
A great new pre- 
cision built, all 
steel lawn mower 
for fine lawn cut- 
ting performance. 





MODEL C-16 
Lightweight, 
sturdy all steel 
mower, with many 
new patented fea- 4 


PINCOR POWER MOWER... unequalled for 
smooth operation, dependability! You'll be 
proud to point out these features: extra power; light- 
weight, all-steel, welded construction; cutting height ad- 
justed from 14” to 214" by a simple turn of a knob; 1-piece A ponalts cheusic clause, posse 
cutting unit, removable and exchangeable; sealed-in penne te a a eee 
lubrication; built-in sharpener. oo 











Point for point, Pincor is far ahead of any mower on = nite, | 
the market! nn Se 


Don’t miss PINCOR! Representatives are in the field 
now with samples. Write or-wire today. 








APPROVED O.P.A. PRICES 


POWER PLANT 
‘MODEL BLA-6N 
Combination 500 Watt, 
115 Volt, 60 Cycle A.C., 
and 6 Volt 100 Watt D.C. 

$130 F.O.B. Chicago. 





APRIL 11, 1946 








Over 2 million E-Z KLOZE Screen 
and Storm Door Checks were sold [= = 7 FL Oo V4 {4 
; ‘ 


in a test area before the war. 
SCREEN AND STORM 


l A DOOR CHECK 
39° 


IMMEDIATE DELIVERY 


A Proved Volume Item e Simple to Install e Always 
Works e Year Round Sales e No Competition!... 


BACKED BY CONSUMER ADVERTISING IN: 


Better Homes and Gardens, The American Home, Parade, 
The American Weekly, Household. Combined circulation of 


17 MILLION COPIES PER ISSUE, PLUS... 

SUSTAINED NEWSPAPER ADVERTISING IN METRO- 

POLITAN DAILIES WITH CIRCULATION OF... 
Furnished 515 MILLION COPIES PER ISSUE! 


complete on . , b 
individual Order from your jobbing source, or write 
cards with 4 


screws and 


diagram for HECKETHORN MFG. & SUPPLY co. 


r, 7 
.e <AAN 


TED « 
<t> af?) 


easy installation. PONG A NAvtiicon 


LITTLETON COLORADO 





ADD A Kay: Tite Waterproofing vePartment To your store 
trier Walr ond eon Start this IDEA off with 


@ Concrete masonry 


@ Cinder block walls the Following Order: 


@ Cement Block walls 
@ Retaining walls 


@ Brick Wolls—Piers Six 10-lb. cans White KAY-TITE 











@ Copings 
@ Swimming pools AND 


@ Stucco surfaces Six 10-lb. cans Gray KAY- TITE 


© Pump and boiler pits | TOTAL SELLING PRICE$34.80 
ono a CosT TO YOU 20.88 
@ Field and quarry stone YOUR PROFIT $1 3.92 


@ Rough masonry 


@ SilosCisterns _,.. You can stand squarely back of KAY-TITE...It will 


Can also be used as a mor Ss : 
tar for pointing up brick & positively prevent the seepage of water....It's guaranteed 


masonry, also to parch con- +9 do the job...Anyone can apply it. Goes on like paint. 














FILL IN THIS COUPON AND MAIL TO- 
KAY-TITE COMPANY, West Orange, N. J. 


Please send us the $20.88 KAY-TITE DEAL 
F. O. B. Our Store 





Users are always enthusiastic boosters. They 
will boost your store as the place to get real 
waterproofing satisfaction...KAY-TITE is pack- 
ed in 10-ib. cans, colors Gray and White. A 
10-Ib. can will waterproof 100 to 150 sq. feet. 
Write for Complete information 
Send your Jobber’s Name 
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WORKS OC MfAGlO 
SELLS LIKE 2 


A Sell-out even 
in Mid-Winter! 
NOW BIG 

NATIONAL ADS 
STARTING THIS 


MONTH! 


Cash In on Big 
Profits! Wire 
Now for Name 





oa 

— 3 = * “4 of Nearest 

RE a Pe. we Distributor! 
: : Rake. 8 4 oe 7 ee 

. RIDS A ROOM OF BUGS AT A TWIST OF THE WRIST! 

Oo Exclusive Formula — Full Profit on WHAT DEALERS SAY: 

| Every Sale—No Empties to Handle! eee ein 

2 It’s “hot” now . . . and it will be hotter! 

= Think what sales will be like in the big 

will bug season . .. with full-page, color and 

teed black-and-white ads selling Magik 

aint. Mist’s exclusive advantages to millions NEW YORK: 


of magazine readers! “Went so fast I | “Sensational is the 

ate Magik Mist contains famous DDT, Hardly seu it __only werd for # 
Pyrethrins and Sesamin—plus an ex- 
clusive solvent which guards against 
damage to paints and plastics. It’s 
: easier to use and far more effective than 

hand-sprayed insecticides—even those ST. LOUIS: SARASOTA: 


containing DDT! “‘We never handled ‘“‘We sold out in . 
Sy $2.95 retail 


a hotter item”’ couple of days” 


Be ready when full-page, color and 
Place your black-and-white ads break in aces 
SaTuRDAY EvENING Post— Look— 


On A (+ (of Nie OW y LapriEs’ HomE JoURNAL— HOLLAND’S. laws permit 


KNAPP-MONARCH CO. ° ST. LOUIS, MO. 
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TURNOVER UNIT SALES 
FASTER ay LARGER 


EYE APPEAL 
GREATER 


ALUMINUM 
The Buy-Word 
in Modern Homes 


The war focused the world’s attention 
on Aluminum; and the pressure of war 
needs accelerated the development of 
improved alloys and finer, more bril- 
liant and more lasting finishes for this 


modern metal. 


The American Housewife is expecting 
new tools for her work, with greater 
convenience and colorful beauty, fab- 


ricated from the light metals. 


It Points the Way 
to Greater Profits 


Faster Turnover—Larger Unit Sales— 
Greater Eye-Appeal the Mercury 
3-Way Plan means quicker sales, 


more profit per sale and easier sales. 


Aircratt Technique 
in Industrial Products 


Nfaevatisy Aircrart Ia 


via 











MADE TO ANY FORMULA, 
TO COMPLY WITH YOUR 
PRICE REQUIREMENTS 


if you have your own brand, or 
if you wish to establish your 
brand and gain extra profits and 
an important new asset, look to 
Lasting for finest quality paints 
and allied products. Our cus- 
tomers include foremost jobbers, 
exporters, chain stores and large 
retailers. Due to shortages in 
raw moterials, supplies of paints 
are limited. Every effort will be 
made fo fill your minimum re- 
quirements. Our advertising staff 
will design your labels, if you 
wish. 





LASTING PRODUCTS CO. 


MANUFACTURERS OF QUALITY PAINTS, VARNISHES, 
WATERPROOFINGS AND PLASTIC MATERIALS 


200-212 $. FRANKLINTOWN ROAD, BALTIMORE 23, MD. 
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Original... PATENTED...FINER THAN EVER! 


SAMSON 2tic:5 Sageflex FAN 


SAMSON-BUILT MOTOR ASSURES QUIET, 
EFFICIENT, TROUBLE-FREE OPERATION 


1. MOTOR —auiet, cool-running, induction type. No brushes, 
commutator, or mechanical starting device. Will not interfere 
with radio reception. Form-wound field coils of enamel wire 
—taped, and entire field dipped in insulating varnish and baked. 
Easily replaced if damaged. 5/16” dia. steel shaft, precision- 
ground. Oscillating drive worm cut directly on shaft. Rotor exter- YES THE ORIGINAL Rubber Bladed Fan . the fare 
nally ground for uniform air gap, each rotor individually ‘ 
balanced. 1500 R.P.M. SAMSON Sofe.tlex. -ishere again finer hands wire 


2. MOTOR BEARING CASE-—Front and rear motor sata or powerful then owe As always ifs pe 
bearing cases die-cast, accurately machined to produce en le rubber Bledes Heed He shiele 

uniform air-gap and bearing alignment. Gear-case cast integrally 

with rear housing to insure an accurate and permanent geor ref harm even o child's fingers 

alignment. 


a BEARINGS —Self-aligning, porous 

bronze bearings, with felt-packed oil 

reservoir. Porous construction carries lubri- 
ire bearing surface. 


Jing the Samson 


4. OSCILLATION —Full 90° oscillation with finger tip 

control by easy-to-turn oscillation knob. Direction of air-flow 
may be locked in any position within oscillating range. Oscillat- 
ing swivel stud screwed directly into heavy section die-cast on 
front motor-bearing case. 


5. MOTOR HOUSING —Streamiine motor-housing en- SAMSON Sate 


closes and protects parts of the oscillating mechanism. » moker 


6. HINGE—Accurately die-cast hinge—tilted with a simple 

friction clamp construction. Rugged and easy to adjust by 
thumb screw only. Easily changed to wall mounting without 
special tools. 


7. CORD —Eight-foot rubber covered cord and plug— 
approved by Underwriters’ Laboratories. 


8. BLADE—samson safety rubber blades mounted in Steel 
Shell, each assembly balanced. Blade 

assembly, in turn, mounted on balanced 

die-cast spider, which locks blades in place 

and at the same time is cushioned from the 

nose-piece with rubber. Quiet operation is 

obtained by this construction, and by the 

non-resonant blade material. 


9. BLADE SPIDER —Die-cast, machined, and balanced to 
insure vibration-free operation and dependable performance. rc 
10. WALL MOUNTING -simple j q —_ V4 al 
reversible wall plate mounts fan fat V4 ') 
securely to wall, eliminating vibration, and i. 
insuring safety in the wall position. . 


SAMSON UNITED CORPORATION, ROCHESTER 10 N.Y 


Somson United of Lonede Limifed |orente 
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KEEP IN STRIDE WITH SCIENCE 


Give Your Customers The Benefit Of 
“Products Of Matchless Merit” 


MICRONOIL "ECTRONZE 


LUBRICANTS 
“MIO” INSTRUMENT on 


.» an innovation in oils “ 
for all small mechanisms . . . in 
all climes . . . Polar or Tropical. 
Has no equal. 12 2 oz. dropper 





THE 
FAMOUS 


GUN-LUBE ._. . World’s Finest 
Oil for the World’s Finest Guns 

. . never equalled. This oil has 
everything. 12 4 oz. to case. Re- 


tails at $1. 
| size. Retails at 50¢. 
REELUBE . The Perfect Oil PENTRALUBE _. 
... for the World’s Finest Reels. it 
12 4 oz. to case. Retails at 75¢. 


| LETHRFLEX . Softens and 
Waterproofs all leathers. Retards 
aging and mold growth. De- 
liberately developed to surpass all 
previous efforts .. . not made to surfaces, saved millions in pro- 

| sell at a price. 12 16 oz. to case. duection—for war. Has no equal. 

| Retails at $2.00. 12 2 oz. to case. Retails nt $1. 

ADVERTISED IN SPORTS & OTHER MAGAZINES 

Liberal Dealer Discounts 


Sell quality . . . and make more friends. 


@RUST PROOF 
STEEL BLADES 


@LIGHT ALUMINUM 
HANDLES 


@BALL BEARING 
SCISSORS ACTION 


@KNUCKLE GUARD 
\ J 


for Lawn -T 


lubricates as 
penetrates . . . unequalled 
merit. 12 4 oz. to case. Retails 
at 75¢. 

GAGE-LUBE . This “un- 
canny” liquid for prolonging use- 
life of precision gages and other 


ROVAN P 








417 € Pine 
*DEVELOPEO BY 
THE MAKER OF 
AMERICA'S FA 

VORITE WEEDERS 





STOCK UP NOW! 


A flood of letters followed 
our Pacific Coast advertising 

. a deluge will hit when 
national advertising copy 
breaks in May! Better be 
ready with Lawn-Trim Shears 
and Tri-Point Weeders in 
stock. That means ORDER 
NOW from your jobber, or 
write us direct! 





Tri-Point assures better 
weeding! Patented 
prong action grips weed 
like thumb and two fin 
gers, point of pull is at 
root base. Easy, simple 
to use. Our best weeder 
in 30 years! Guaran- 
teed quality. Ask deal 
er or write— Dept S$ 


| Order Today . . For Profit Plus Prestige 
‘PROTECTIVE COATINGS, INC. 


DETROIT 27 
ROVAN PRODUCTS, inc MICHIGAN 


417 E. Pine Seattle 22, Wash 








The ATLAS 


LINE OF WICKS 


for RANGE BURNERS 
HEATERS & CooK STOVES 


IS COMPLETE 


Ponon SURMENG WICKLESS STOVES, 
access awe weareRs 








- 
areas asertres come ann, wears waces Fa 





TOP NOTCH 


Cylindrical ty pe 
made of high grade 
cotton yarn, care- 
fully woven to insure 
against binding and 
Complete 
with metal carrier to 


sticking. 


fit most popular 
makes of oil cook 
stoves and room 
heaters. Packed in 


GLASWIK 


The finest kindler 
on the market. Made 
of treated spun glass 
Will 
the ordinary kindler 


yarn. outlast 
many times over. 
Furnished 
Si, ft. 
boxes or 100 ft. rolls 
in widths of 7%", 1", 


in either 


individual 


FLAMEMASTER 


Made of high 
grade asbestos yarn, 
wire-reinforced. 
Woven to give you 
than 


the ordinary asbes- 


better service 


tos wick. Packed in 
colorful boxes of 
either 5'/2 ft. or 100 
ft. in widths of 7", 


VICTORY 


An economical as- 
bestos wick which 
will light quickly, 
burn without soot 
and produce a hot 
flame. Boxed in 5!/2 
ft. rolls in widths of 
%y", V", Wa" and 
13%". Can also be 
supplied in 50 ft. 


Top Notch Wicks are burned off 
to an angle which assures the 


highest efficiency in burning. 


attractive boxes. 1%" and 1%". 1", 1%" and 1%". lengths. Satisfaction guaranteed. 


Fill your needs for these lively sellers from one source! 


ASBESTOS COMPANY, NORTH WALES, 


Producers of Asbestos Products for 21 years 


PA. 
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Here’s the Advertising Program 
Designed to Make 


Your Biggest Selling Insecticide 
in 1946 


THREE MAJOR MEDIA TO BE USED: 


STARTS IN A FEW WEEKS!! 


BACKING UP all the local newspaper and radio activity 

You know the sales power of such a program—you know how you 
can cash in on a “Best Seller” like Aer-a-sol. Place your order for Bridge- 
port Brass Aer-a-sol Insecticide Bombs now with your distributor. 

The big Aer-a-sol season is coming fast. A few distributorships are 
still open in good territories. Contact our sales office nearest you or write 
or wire for full details today. 


“THE WINNING COMBINATION” 


Bridgeport offers you the “Winning Combination” with both the $3.98 economical 
Refillable* type and the $2.98 non-refillable type Aer-a-sol Bombs, to meet every 
demand of your trade for this new, more convenient, more efficient, self-dispensing 
insecticide. 


*Extensive buying preference study made by Daniel Starch & Staff, nationally 
known market research consu!tants, indicates 3 out of every 4 prospective insecticide pur- 
chasers prefer the refillable type Aer-a-sol Bomb. 





NEWSPAPERS! 


A consistent newspaper campaign will 
sell the Bridgeport Aer-a-sol Bomb lo- 
cally in all major markets right through 
the active sales season. 


RADIO! 


On established, influential participating 
programs in key cities, from coast-to- 
coast...will reach millions of prospec- 
tive Aer-a-sol purchasers. 


NATIONAL 
MAGAZINES! 


With a strong schedule in: 


@ Saturday Evening Post 

® Good Housekeeping 

®@ Better Homes & Gardens 
@ American’ Legion Monthly 
@ Parents’ Magazine 

® Outdoor Life 


~« BRIDGEPORT BRASS 


BRIDGEPORT BRASS COMPANY, 
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\ For fastest turnover 
and repeat sales 


offer 


TROJAN 
SAW FRAMES 
and Blades 





? 
“ 
Bi We wwe es one” 





Order these proved leaders now! 

. 18 Frame—61/4" deep, accommodates @ In Trojan Frames and Blades you 

bledes—tist per denen $15.00. offer your trade an unsurpassed 

. 20 Frame—4',” deep, accommodates ‘ - P 

* blades—list per dozen $9.00. quality in workmanship and mate- 

. 25 Frame—s” deep, accommodates rial that commands immediate sales. 

Sledee—tist per desen $5.00 Trojan Frames feature highly pol- 

ished seasoned hardwood handles; 

extra long hex. nut with cut thread 

and 2” collar extending into handle, 

and heavy 20-gauge steel re- 

enforced ferrule caps. Trojan Saw 

Blades are fabricated of special 

analysis tool steel — electrically hard- 

Trojan No. 1 Sawing Set ened and oil-tempered—and teeth 

A Sales Getter are filed (not stamped) in and set 

Satisfles a thousand uses in home, shop to exact specifications. 

and school and is priced right for quick 
turn-over. This set consists of one No. 20 
standard Trojan Frame, two No. 2 coarse, 
two No. 3 medium, one No. 5 fine and 
one No. 6 extra fine Saw Blades. All 
Blades are of top Trojan quality with 
filled and set teeth. Attractively mer- 
chandised in a neat red box, packed | 


dozen to o corton. Lists, per dozen— 
$12.00. 





Order from your jobber. 


ACKERMANN, STEFFAN & CO. 
4534 Paimer Street Chicago 339, Illinois 


San Francisco: Montreal: 
New York: Houston & Merton W. Claire Shaw 
200 Church Street 1270 Bush Street 407 McGill Street 








The HANDY HOSE HANGER 


* Lengthens Life of Garden Hose 
* Keeps It in Coiled Position 


The ideal, inexpensive method of 
holding garden hose. Handy 
Hanger can be hung conveniently 
in basement, garage or any other 
suitable place. Hot sun and kinks 
in hose cause it to wear out 
quickly—Handy Hanger encour- 
ages householders to coil hose 
and hang it after use. 


FEATURES 


Holds 76 ft. of garden 
hose. 


Heavy steel construction. 
12” wide by 13” high. 


Grass green attractive 
enamel finish. 


Comes knocked down 
with bolts for quick at- 
tachment. 


One dosen per carton. 
Shipping weight 25 lbs. 


Send for detatis 
We are making shipments as promptly as possible under today’s material situation. 





THE METALOID CO. 


5815 Kinsman Rd. Cleveland 4, Ohio 





I's the downright high quality . . . the ultra smart 
desjgn . . . the precision operation . . . the long life 
and low cost of “General” Power Sickle and Tool 
Grinders that give consumer appeal to this nation- 
ally advertised line. To you that means Turnover 
and Profits! 


PGS-56 — Quality | ge ay 
modernly designe precision 
workmanship, superior construc- 
ty construction, quality, performance and tion. Combination Sickle and 
value. Combination Sickle and Tool Grind- Tool Grinder, babbitt bearings 
ers, split babbitt bearings. and wheel guards. 


PGS-85 — Heavy duty, modern design, safe- 
SICKLE CONES 
General Sickle Cones are 
of the highest quality 
abrasive minerals. Elec- 
trically fused—true run- 
ning, sharp cutting. 


GENERAL HARDWARE COMPANY 


3618 PIERCE STREET MILWAUKEE 4&4 WISCONSIN 


i Wile. 


for a complete catalog il 
lustrating many items 
that will interest you and 
your customers. 
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Couldn't Lapen 
to a Better Product / 


KEEP YOUR 
EYES PEELED 
FOR “1001's” 
HARD HITTING 
ADVERTISING 


"1001's" sales successes today forecast “100l’s" | IN 20 LEADING 
triumphs tomorrow. And all we can say is: it ; NATIONAL 
couldn’t happen to a better product. For “1001” is 4 ; | MAGAZINES ! 
in a class by itself as a perfectly balanced craft - 

knife unlike any other because of its colorful 

plastic handle and exclusive patented chromium 

finish blade holder that locks the blades in and 

keeps them from wobbling. Thousands are being 

sold every week—easily, effortlessly and profit- 

ably by alert dealers. 





Write Tedey Fer Sample and Paerticulers 


“1001” KNIFE with blade 
“1001” KNIFE, 3 extra blades, honing stone, Retail $1.59 
“1001” BLADES 


& 


SOMAR SPECIALTY CORP. (ovo 
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“Yankee” Tools are in the thick of 
national production . . . turning screws, 
boring holes, gripping metals at the 
bench . . . doing what good tools were 
supposed to do, and what the ingen- 
uity of “Yankee” Tools does faster, 
easier, and better. Now, of course, 
workmen who want good tools will 
want “Yankee” Tools. For they know 
the importance of good tools, and will 
remember this famous name. “Yankee” 
Tools have what it takes to save time, 


labor, and money on countless jobs. 


Advertising of this kind in the Satur- 
day Evening Post, Popular Mechanics, 
and Popular Science will help you sell 
“Yankee” Tools . . . easily, steadily, 


surely. 


“YANKEE” SPIRAL SCREW DRIVER No. 130A 
A Size for Every Purpose 


“YANKEE TOOLS 


make good mechanics better 


North 


Bros 


Mfg. Co., Phila. 33, U.S.A 


Established 1880 









































The 





PLOW 


New improved plow quickly 
and easily attaches in place of 
cultivator teeth. Depth ad- 
justable by changing wheel 
height. Perfect for furrowing, 
hilling and harvesting small 
crops. 


HOE and LEAF LIFTERS 


Hoe shown in “hilling” posi- 
tion, with wheel separated for 
“straddle row” cultivation. 
Leaf lifters make close culti- 
vation of leafy plants easy. 


WATCH 


hand cultivator 
THREE basic garden tools in 
ONE! All steel . . . fully 
plated against rust . 

delivers knocked down in 
6”x6”"x30” carton and weighs 
only 21142 pounds complete. 





New Bacon all purpose 
combines 





FOR 


THE NEW BACON SEEDER 


Ready for delivery in the 
NO-MISS seeder operates 


near future, the 
with any quan- 


tity or any size seeds. Only three moving 
parts, it runs easily and won't clog. 


WRITE TODAY FOR COMPLETE 


NEW BACON 


INCORPORATE D 
5996 WOODWARD AVE. + DETROIT 2, MICH. 


DEALER INFORMATION 
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| Here’s the “BIG NEWS ’on DDI 
w MADE BY DU PONT—that 
means they are right... 
a ser eng safe. 
u Pon been a 
Beco a major supplier of DDT 
. quired for safest and 
most effective house- 
hold use. ‘ 
'Y 
y 
. 
A Spray for walls, 
floors, screens, etc. It 
urpose can be applied with an 
nbines ’ ordinary spray gun— 
pols in : or just brushed on. 
, fully 
wn in 
weighs 
apiece. A bust to shake into 
cracks and the hard- 
to-get-at places. Best 
for the bigger crawling 
insects... kills them in 
their hideouts! 
KILLS FLIES, mosquitoes, 
cockroaches, bedbugs, 
ants, moths, silverfish 
and several other 
STOCK BOTH...SELL BOTH 
Both are needed to assure freedom from in- 
sects. Both are labeled for proper usage. Your 
jobber can give you the whole profitable story. 
Get in touch with him now, or write to E. I. 
du Pont de Nemours & Co. (Inc.), Semesan 
Div., Wilmington 98, Delaware. 
ATION ing Post, 
; ts in Life, Saturesy Evento start i 
verte a 4 big city new eT products 4 ae 
Better Homes public ag og on * = with full 5% Oe ee REG. y. 5. Pat. OFF 
E D 0 2d Du Pont offers srr insect-free! BETTER THINGS FOR BETTER\ LIVING 
to keep the averaé se THROUGH CHEMISTRY 
AICH. ; 
(eens 
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Charm is simplicity. It is grace and 
beauty and good taste. And for genera- 
tions SAGER, guided by good taste, 
has moulded charm in fine metals to 
grace buildings of all types—from 
cottages to sky-scrapers. Whether a 
design in builders hardware be “‘old tra- 
dition’ or new and functional, remem- 
ber the SAGER hallmark guarantees, 
along with permanence, easy installa- 
tion and precise operation, an added 
value — sty/e — important, distinctive, 
and quick to be seen and appreciated. 
Always look to SAGER for style. 


BETTER STYLE IN BUILDERS HARDWARE by 


(SAGER) 


NORTH CHICAGO,"ILLINO!IS 





Z 4 hamper’s cover is banged down a 
dozen times a day. Cosmetics, wet shoes and damp wash 




















cloths are dropped on its handsome top. Its sides are fre- 
quently hit by careless feet ... Whitney's Hampers are built 
to withstand such abuse. Made of the best materials available, 
they are sturdily constructed in every detail. Moreover, they « 
are carefully finished inside and out to protect delicate lingerie 
and sheer hosiery. No rough edges or split fibres . . . Yes, 
Whitney Hampers will give your customers long and satis- 
factory service. Promote and sell them for good turnover 
and satisfactory profits. 







F. A. WHITNEY CARRIAGE CO. 


Since 1858 
Leominster, Mass. 





PREFERRED IN THE PAST... PREFERRED IN THE FUTURE 


Mapeee 


JUVENILE FURNITURE . CRIBS 
SABY CARRIAGES 
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1 down a 
imp wash 
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s are built 
available, 


over, they .« 


te lingerie 
“wre 
and satis- 
| turnover 
fits. 


RIAGE CO. 


HE FUTURE 
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NOW SUMMER VOLUME 
HOLDS STEADY AS 
BUG-BANISHER LIGHT 
MEETS SEASONAL 


DEMAND! 


HERE’‘S HOW TO KEEP YOUR 
LAMP TURN-OVER LIVELY! 


Ask your Distributor for Verd-A-Ray’s Assortment 
A-72 ... Look at the sales-stimulating aids you get! 72 
fast-selling lamps in the popular 60 and 100 watt sizes. 
An eye-catching electric counter display designed by Forbes 
++. attractive window streamer ... 50 descriptive folders 

- and newspaper mats. Verd-A-Ray’s Original Insect 
Repellent Lamps banish pesky insects ... meet a big con- 
sumer demand ... and keep your cash-register buzzing. 


SALES-COMPELLING COUNTER DISPLAY 
WITH EVERY ASSORTMENT A-72 


42 lamps 60 watt 25c each List $10.50 
RidM Eteet el) 100 watt 35c each List 10.50 
72 lamps Retail Value $21.00 
Dealer's Cost 14.00 
Dealer's Profit $ 7.00 

(Plus Federal Tax) 


rll Pay You More! 


Your profits per sale are more on Verd-A-Ray, and 
your total lamp sales stay up during the usually slow 
season, making Assortment A-72 an all-around greater 
profit-maker. 


50-50 COOPERATION 
ON ALL ADVERTISING 


The Verd-A-Ray Corporation will give you 
unlimited 50-50 cooperation in your local 
advertising ... paying 50% of the cost of 
any ad that uses our mat or copy, when 
placed at local advertising rate. 


Call Your Jobber Salesman EARLY! 


ELC 


THIS LAMP THAT 
CUTS ATTRACTION 
FOR NIGHT-FLYING 
INSECTS AS 
MUCH AS 


PROVIDES PROTECTION 
ADDS DISTINCTION 
TO PORCHES 


ENTRANCES 
GARDENS 


FILLING STATIONS 
DRIVE-IN-LUNCHES 
PAVILIONS 
ROADSIDE STANDS 
AMUSEMENT PARKS 
SUMMER CAMPS 


RESORTS 
AND 
RESORT HOTELS 


VERD-A-RAY CORPORATION * TOLEDO 5, OHIO 


MAKERS OF THE PASTEL GREEN HOUSEHOLD LIGHT BULB 


CANADA: Verd-A-Ray Electric Products, Led., EXPORT: 


360 Des Recollets, Montreal, Quebec. 
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F. Marti and Co., Inc., 


90 Wall St., New York City 











et Md, able «~ Apa ba 
"NO, LADY, 17 AIN'T A SIT-DOWN STRIKE 
wee WE'RE WAITING FOR THE POL-MER-/K" 
THE EXTRA VALUE 





@ All deliveries of ADM POL-MER-IK 
Linseed Oil are now restricted by the 


LINSEED Oll sdiiaieen dana 











CREATING NEW VALUES FROM AMERICA’S HARVEST 
HARDWARE AGE 
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More than any other large group of men in America, our 3"; 
MILLION readers appreciate the importance of quality intools and 
hardware. Every month we're using a full page in color to tell 
them that YOUR store is the QUALITY store in your neighborhood 


... Popular Mechanics Magazine 








Geen et te Cl Rais 
Bed 





Slats! 


| J N ne e 


Never-Fall 








a. BED SPRING 
RESTS 
No. 6C-2 


THE WORLD'S FASTEST SELLING CAN OPENER Gives grand, sure support. Will not let bed collapse, yet 
° does away with old-fashioned bed slats. Holes are provided 
Vaughan ¢ No. 170 in the bed spring rests for extra support if needed. Formed 


to fit perfectly the side of any bed rail. Will support 1200 


SAFETY ROLL JR. oe sii 


Over 50,000,000 Safety Roll Jr. Can E 
p= Openers have been sold and we are FINISHED IN EITHER WALNUT OR MAHOGANY 


pleased to be able to offer this popular Jobbers and dealers write 


number again. Sturdy and strong, all | — 
steel and retails at a low popular price. PULL YA ’ 
VAUGHAN NOVELTY MFG. CO. ATLANTA 3, GEORGIA 


“Werld’s Lergest Manufacturers of Con Openers and Bottle Openers” 133 Carnegie Way, N. W. 
3211-25 CARROLL AVENUE CHICAGO 24, tLt., U.S. A. 


a Litunt gleaming G LAD 
FINISH, | p AG 


new, transparent, 
gleaming coating — 
made from pure 
Tung Oil—ideal for 


br fn fi P ) , ” GLAD RAG Silver Polishing Cloth 


beach wagons i #2 and g7 


GLAD RAG Furniture Dust Cloth 


No Waxing : ; #4 ond git 
No Polishing 1 Phe oy GLAD RAG pao Wiping Cloth 


No Scrubbing 
GLAD RAG Window Wiping Cloth 


ORDER NOW — Counter 4 ; | one 


displays, pamphiets, sam- q 
ao ASTER soot TH} GLAD RAG Woodwork Wiping Cloth 
nished free. 16 


WHOLESALERS: ? pune 
Good territory still available. , G L A D ” A G P » 0 8) U C T S C 8) . P. 


PLASTEX COMPANY 305 E. 43rd St., New York 17, WN. Y. 


Cambridge Mass. 
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In a series of Distributor Meetings 


Now in Progress 


w 


Duo-Tuerm 


is introducing the most revolutionary advance 


in styling the heater industry has ever seen! 


Alwer Colne 


have there been such truly beautiful 


” Fue Oir Space HEATERS 


Completely New — Entirely Different ! 





This is the kind of merchandise you didn’t expect 
to see until at least a year from now— if ever! 


DUO-THERM Division of Motor Wheel Corporation, Lansing 3, Michigan 
America’s Largest Manufacturer of Fuel Oil Heating Appliances 


wh 
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Copyright 1946. Motor Wheel Corporation 








Gleaming finish . . . multi- ’ ; 
se tete .  : ouleat * Respected in the Trade 


aight selvage . . . : 
te | for more than 70 Years 2 


even mesh. Identi- 
fied by the fa- 
mous, colorful 


Rooster label. 


THE F. E. MYERS & BRO. CO. 
Dept. F-16, Ashland, Ohio 


f [ WRIGHT STEEL & ret oe 
a. WIRE 6 wORE MYERS WATER SYSTEMS ARE 


WORCESTER: MASS. IN USE THAN ANY OTHER MAKE 








FARM FENCE © 
CONTROLLERS 


It doesn't take long for good news to 
get around. Customer demand for 
Electro-Line Controllers is greater than 
ever before. 


Electro-Line Controllers are honestly 
and capably built— THEY DELIVER 
and they deliver RELIABLY. 


Electro-Line offers your customers five 
models — each model has its definite 
Write for illustrated folder on Electro-Line ‘ 
fencing and its relation to Soil Conservation. place and use. Moderately priced, 
No. 4302 modernly styled — Electro-Line has 
6-Volt D.C. 
eutee aie , ) customer appeal. 
With ~ Ww 
Battery Compartment See your Jobber. 


ELECTRO-LINE PRODUCTS CORPORATION 


120 N. Broadway + Milwaukee 2, Wisconsin 
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AGE 


Single Handle 
Model 
45” High 
15” Wide 


Underset Caster 
Mounting 
Only 15 Inches Wide 


GIRTON 
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@ | 1/16-inch OD tubular steel, rigidly elec- 
tric welded throughout. 

@ Noseplate is flanged and ribbed for added 
strength. 

@ Wide bottom band to hold bags and odd 
size boxes. , 

@ New principle of caster mounting. Under- 
set Casters make possjble an over-all 
width of only 15 inches. (The ordinary 
method of mounting the casters on the 
sides of the truck usually require an 
18-inch width.) 

@ 5-inch soft-tread all-solid moulded rubber 
wheel. Easy-rolling . . . long-lasting .. . 
trouble-free! 

@ Light, but strong. It weighs only 20 lbs. 


SOME CHOICE DEALER TERRITORY STILL AVAILABLE 


MANUFACTURING COMPANY 


MILLVILLE, 


PENNSYLVANIA 












WANTED! 


For Every Window in All 
Your Customers’ Homes 
The New Two Purpose 


WIN-GUARD 


la 
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eA VENTILATING LOCK 
















°A SAFETY LOCK 


The New WIN-GUARD is a protective measure 
for children and a safety measure against burglars. 


WIN-GUARDS are made of wrought steel. Special 
louvre construction insures strength. They are effi- 
cient—they are durable. 


Order From 
Your Jobber Today 


WARE 


CORPORATION 








328 GRAND AVENUE 
BROOKLYN 5, N.Y. 






















your Bright Wire Goods to You 


Bright Wire Goods are profitable to you only 
when you maintain a complete stock of fast- 
moving merchandise. JUDD offers a complete line 
of profit-assuring, customer-accepted Bright Wire 
Goods. Stock it from a single source and you 
profit through convenience, economy and prompt 
delivery. 

Such JUDD items as the No. 2701 Clothesline 
Hook and the No. 40 line of hooks and eyes are in 
demand during these spring months. Place your 
orders now for delivery from the producer of the 
world’s finest and most complete line of Bright 
Wire Goods. 


vi 


H. L. JUDD COMPANY ¢ WALLINGFORD, CONN. 
87 Chambers Street, New York 7, New York 
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Gilt- Ledge Security... 


The Man Wh 


Cy 


ee 2 ae 


Atkins No. 2000, popular member of the complete line 
of Atkins “Silver Steel’ Hand Saws. Keen, rugged, with 
remarkable edge-holding qualities. 


ATKIN 
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o Chooses 


Every Atkins dealer is the possessor of one of the 
soundest securities in the world—one that pays steady dividends year 
in and year out. It’s not an actual certificate, to be sure. It consists of 
the many craftsmen in your community who know and depend on Atkins 
Saws—who find in Atkins everything they want in a saw: keen cutting 
qualities, tough, edge-holding teeth, and the perfect balance that gives 
a saw the right “feel”. These are the men who insist on “Atkins” when- 
ever they need saws, and pass the good word on to others. 


We are doing everything possible to step up our production 
of saws...to enable you to supply these loyal customers 
with all the saws they want at the earliest possible date. 


E. C. ATKINS AND COMPANY 


402 South Illinois Street, indianapolis 9, indiana 





QUICK PROFIT 
1G VOLUME! 


em 
dandy 


ELELTRIE 
CHURN 


Rapid increase in number of electrified 
farms creates big and growing market 
for Gem Dandy Electric Churns. Gem 
Dandy is nationally advertised in farm 
journals, has strong popular appeal, fea- 
tures that reduce farm-home drudgery. 
Slow-speed, long-life moter. Sanitary 
aluminum base, shaft and dasher. Neo- 
prene covered supports and electric 
cord. Easy to operate, easy to clean, 
produces 15%, more butter in 15 minutes. 


g 


‘Retail Price 
Standard Mode! 
$14.32 
Deluxe Model 
$17.32 


Ask Your Hardware Jobber 
or Write To — 


ALABAMA MANUFACTURING CO. 


180! First Ave. N. Birmingham, Alabama 





| FOR IMMEDIATE DELIVERY 
© AND IMMEDIATE SALES! 


NOW READY 
- 
Wi 


= iz 
= eR 


RE 


. »» the original system that converts ordinary 
gas water heaters into autamatic units . . . 











EVERY housewife in your community wants auto- 
matic hot water. Hundreds can’t or won't buy high 
priced automatic units . . . but w#// grab at Sav-U-time. 

All you need do is mention that with Sav-U-time 
the present heater can be lighted, simply by pressing 
a button in kitchen, bath or laundry. Shuts off same 
way or by thermostat. Gas bills up to 50% less than 
with other automatic water heaters. Lists at $39.50! 





They can’t resist! 
And you can get Sav-U-time to sell right now... 
. when many other 


in 
the home-improvement season .. 
appliances are impossible or hard to get. 


Sov-U-time 


SELLS FOR 


$3929 wriivion 


SAV-U-TIME Sales Company 
58 MANHATTAN STREET » ROCHESTER 2, NEW YORK 


DEALERSHIPS NOW OPEN! 


Sav-U-time dealers get powerful 

sales help through national adver- 

tising, direct mail and point-of-sale 

advertising. Why wait. .. write 
« TODAY! 
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Super 


refined LAWN SEED 


Here’s a merchandising idea with a real profit punch! 
Be sure your Whitney mass display is set up—and in a 
conspicuous spot. Whitney Super-Refined Lawn Seeds are 
long profit items—and now is the season to collect maximum 
returns! Whitney Lawn Seeds are nationally known, na- 
tionally advertised. Write us for prices and full details on 
point-of-sale display material. 


| WHITNEY 


WHITNEY SEED CO., Inc., BUFFALO, N. Y. 





Beautiful 
counter selling 
easel carrying 

25¢ size 


* 
Magazine and 
garden page 
advertising 
in newspapers 
ao 
Get good 
profit from 
No. 1 Tablet 
Plant Food 


PRE-WAR 
Grows Everything BETTER 


ee ome — a 


HARDWARE MEN! 
Are you ready for PLANTABBS 
Victory Garden business? 


Make up your opring order today. Include the 
(1000 tablet) Garden Package. There’s a 
constantly increasing demand for this $3.50 
size, and the $1 size is always a big seller. 50c 
size is also available. Order from your whole- 
sale supply house. Plantabbs Company, Balti- 
more 1, Maryland. 


ANIABBS 


PLANT FOOD TABLETS PLUS B: 
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Got a good line, Mr. Manufac- 
turer? Good merchandise is all 
we ask of you. 24 outstanding 
distributors will take it from 
there—send 1200 salesmen with 
it to cities, towns and hamlets 
across this country — to rich, 
rural sections as well as the 
populous areas. Here, 70,000 
hardware dealers, hungry for 
your products, are LIBERTY 
customers. They buy over one 
hundred million ($100,000,000) 
in merchandise — annually — 
from LIBERTY. 


43 warehouses are available to 
you within easy reach of every 
dealer. It’s your opportunity 
to side-step distribution head- 
aches, cut credit and extra ac- 
counting costs. You'll be able to 
plan production months ahead. 
Just let LIBERTY know about 
your line. Send or bring all 
samples to headquarters. Busi- 
ness will become pleasure. You'll 
land big volume in this 10-year- 
proven LIBERTY NETwork, a 
surefire plan for national dis- 
tribution. 


Liberly Uistributors 


HEADQUARTERS—14 NO. 5th ST,, PHILADELPHIA 5, PA. 


OFFICES: 


Albany Hdwe. & Iron Co. Hoffman Hardware Co. 


y New Y 


Allison-Erwin Co. 
harlotte |, N. ¢ 
digh Point, N 
oldsboro, N. ¢ 
Asheville, N. C 
reenville, S. ¢ 
Amarillo Hdwe. Co. 


Amar Texas 


St. Pau 


Beck & Gregg Hdwe. Co. Billings, t 
Atlant Georgia Momsen Dunnegan Ryan Co. 
El Paso, Texas 


4 3¢0°g 
Corpus Christi Hdwe. Co. 
pus Christi, Texas 


Harper & Mcintire Co. 


tumwa we 


ar Rapids, lowa 
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Los Angeles |2 alif 
Huey & Philp Hdwe. Co. 
“age ¥ s 


Houston, Texas 
Isaac Walker Hardware Co. 


Peoria 
Kelley-Ho 


-Thomson Co. 


Saginaw, Michigan 507 
Detroit, Michigan Philadelphia 5, Pa 
Grand Repids, Michigan Providence, R 


PHILADELPHIA, LOS ANGELES. 


Morley-Murphy Co. 
sreen Bay, Wisconsin 
Milwaukee Wisconsin 
Wausau, Wisconsin 


Texas Northwest Hdwe. & Steel Co. ; 


Portland 10, Oregon 
Orgill Bros. & Co. 

Memphis 2, Tenr 
Jackson, Miss 


Rice & Miller Co. 
Bangor, Maine 


Richmond |9, Va 


Phoenix, Arizona 


Morley Brothers 


Richmond Hardware Co. 


Supplee-Biddle Company 


to 519 Commerce Street 


HARDWARE RETAILERS 
Cash in on this huge buying 
power! Look to your nearest 
LIBERTY DISTRIBUTOR for 
merchandise that meets and 
beats competition — in quality 
and assortments. 

125 Alert LIBERTY buyers 
comb the market 
constantly for 
profit - making 
merchandise. 
You are your 
own boss. What, 
where, when and 
how much you 
buy is your bus- 
iness. Our job is 
td help find lines 
your customers 
want most—fast 
sellers that mean 
profit to you. 


The Emery-Waterhouse Co. 
Port and 6 Ma ne 
The Salt Lake Hdwe. Co. 
Salt Lake City 9, Utah 
se, Idahe 
strand Junction, Colo 


The Tracy-Wells Co. 
umbus 15, Ohio 
Cleveland, Ohio 
Van Deren Hardware Co. 
Lexinaton, Kentucky 


J. A. Williams Co. 


Pittsburah, Pe 


Wyeth Company 
FORMERLY WYETH Howe & wre co 
St. Joseph, Missouri 












A TRADE POLICIES WHICH GIVE THE 


. GREEN LIGHT 


10 YOUR BUSINESS GROWTH 








Yes! WOOD POLICIES, policies of four-square dealings with 
customers, mean MORE BUSINESS... GROWING BUSINESS, 
BETTER BUSINESS ... for you. Some territories still available. 
Write for details of the Wood Protected Distribution Plan. 
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the AMERICAN chain 


of a Hundred Uses 








With the same tensile strength as new $" hemp 
rope, this Tenso pattern chain has many uses 
about the farm, the town home, playgrounds, 
stores — almost anywhere. With clevis links, 
snaps, swivels, S—hooks or other attachments 
it can be made into assemblies for special 
uses. You will find this a very popular 
chain-—worth prominent display in your store. 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 
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Informal Editorial Comments ... 


Just Among Ourselves 


... By Charles J. Heale 














almost 30 years, practically two-thirds of my 

life, with the late George H. Griffiths his 
recent passing comes as a distinct personal loss 
to me. 

Across my shocked mind flashes a panorama of 
literally hundreds of episodes in which I shared 
with him problems relating to the conduct of this 
publication. 

A few years ago, at a dinner given in his honor, 
I observed that he was “always impatient but- 
never unreasonable.” As these meagre and humb'e 
comments are written, just a few hours after I left 
the cemetery where he was laid to rest, these par- 
ticular words, “always impatient but never unrea- 


HH ‘aimose been very closely associated for 


George H. Griffiths 











sonable,” seem to stay with me. In a wide measure 
they truly crystallize his complete philosophy— 
his entire attitude toward the function and serv- 
ices which HARDWARE AGE should perform 
for the good of the hardware industry and trade. 

He sought always “perfection plus’—yet was 
ever most understanding and sympathetic with 
me, and all others who sometimes attained much 
less than the lofty goal which he constantly set 
and pursued relentlessly. 

I shall always cherish the memory of my asso- 
ciation with him and shall strive to justify his con- 
fidence and to achieve the objectives that were 
always foremost in his mind and every action. 


—O. 8. 





Manufacturers Agents Articulate 
Yet Reluctant to Be Quoted:— 


URING the recent Atlantic City 
convention a great many man- 
ufacturers’ agents commented upon 
our editorial “A Manufacturers’ 
Agent With a Serious Complaint” 
published on page 92 of the Feb- 
ruary 28th issue. So did a great many 
sales managers of various hardware 
factories. A great many more, in both 
categories. have written us on this 
subject. 
In both groups the respective opin- 
ions are almost unanimous—the 
agents think that most factories give 
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them a “raw deal” and the sales man- 
agers say that manufacturers’ agents 
too often are trying to take a free 
ride. As we look over this corres- 
pondence and review the convention 
conversations. we have the somewhat 
confused notion that both groups are 
both right and wrong. 

Judging from the tone of many of 
the letters received. this subject is a 
hot “one from both sides of the fence. 
Unfortunately, neither agents nor 
sales managers are willing to have 
their letters published with their 


identities given—yet all urge a con- 
tinued discussion in these pages, pro- 
viding they are not quoted. This is 
understandable but unfortunate as an 
open forum, really out in the open, 
might help clarify the atmosphere on 
this problem. 

It seems to us that the manufac- 
turers’ agent has long had an obvious 
and useful place in the hardware 
distribution picture. This view is con- 
firmed by the fairly large number of 
successful agents within this indus- 
try—yet. strangely enough, many of 
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the complaints that have been ex- 
pressed come from agents who are 
generally recognized as highly suc- 
cessful, and often their com- 
plaints are leveled at some rather 


too 


outstanding manufacturers. 
Obviously, the question is strictly 
a matter of very simple and elemental 
arithmetic. Manufacturers’ agents 
either provide economically sound 







OUR article, ‘A Manufactur- 

ers’ Agent With a Serious 

Complaint,’ in the Feb. 28th issue 

gives publicity to a group of men 

far above the average in sales ability 

and initiative who for too many 

years have been the football of the 

hardware industry. Too often they 

have been used to produce mission- 

ary work on straight commission for 

manufacturers who could not afford 

a sales staff, only to be eliminated 

when territories have been built up 

by them, the usual excuse being a 

‘rearrangement of territory’. 

“Here is my experience in three 

cases: Case Number One: I repre- 

sented a nationally known manufac- 
turer for eight years leading up to 
the depression years, operating on 
straight commission and paying my 
own travel expense. Several hundred 
accounts were developed for this con- 
cern. Business on this line fell off 
badly during the depression and I 
borrowed on my life insurance to 
keep traveling because they expected 
daily reports of calls made. I wanted 
to hold the line. One of the larger 
accounts which I had sold reported 
to me on my calls that they had sent 
in sizable mail orders remarking 
that ‘you receive credit for these of 
course.” As a matter of fact I hadn’t 
and commissions totaling about six 
hundred dollars accrued in this way 
without payment. Finally, when I 
made a visit to the house and asked 
about the account I was told that this 
had been taken as a house account 
which the sales manager could visit 
once a year. I gave up the line 
charging the money I had borrowed 
to travel for them up to experience. 
This is a very well known manufac- 
turer in the hardware field. 
Number Two: 


oe 


Another 


“Case 


102 








volume or they don’t. If they do no 
factory should worry because such 
agents are making good money and 
plenty of it. The more the agents 
make the greater the sales volume, 
and so if contracts between factories 
and agents are sound, equitable and 


mutually attractive both parties 


should welcome big business and ac- 
companying big commission checks. 
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Says This Manufacturers’ 


manufacturer who complained that 
good salesmen were non-existent 
these days set a very high dollar 
quota as the normal amount of bus- 
iness I could expect to do on his line 
the remainder of that year. Straight 
commission and pay your own travel 
were the terms again. No commis- 
sions were paid by them for three 
months then a check with the note 
that the bookkeeper had forgotten to 
enter my name on the payroll. 
Another period of several months 
and finally another check with a 
letter terminating the connection. No 
one has ever reached the volume of 
business expected by this house from 
the territory. A very fine product 
with a good reputation, yet sales 
turnover in the territory has been 
very high. 

“Case Number Three: A very good 
house, line nationally known, prices 
right, and merchants well pleased 
with the line and house. I have done 
very well with it. I am known as one 
of their outstanding sales represen- 
tatives and earn a higher income with 
the line than I could develop any- 
where else in the industry, I am con- 


* 





* 


But it doesn’t always work that way 
according to most of the letters we 
have received. 

Two outstanding contributions to 
this discussion come from a success- 
ful and well known agent and from 
the sales executive of a prominent 
and basic hardware trade line. From 
these we are quoting in part as fol- 


lows: 





Agent:— 


vinced. Yet inquiries from large con- 
sumer buyers from the territory are 
invariably taken as house accounts 
when business results from mail 
solicitation. When no business re- 
sults I am given the inquiry later. 
When I mention about the constant 
competition with the house on ac- 
counts that I have previously con- 
tracted I am told that there are plenty 
of new accounts to be made. 

“I am sure that most other men 
selling on commission have had 
similar experiences until most of us 
are suspicious of everybody and 
good lines are passed up because of 
fear of similar experiences. Whut 
can be done for us? The industry is 
falling into bad repute because of 
the treatment given representatives 
who must be above average to oper- 
ate as they do on straight commission 
in good times and bad and still live. 
Has all fairness gone from sales 
relations? 

“Please do not use my name. I am 
still afraid of losing what I have. It 
is so much better than previous 
treatment’ even though palpably 
unfair.” 


* 


Says This Sales Executive:— 


6 READ with a great deal of 

interest “A . Manufacturer’s 
Agent With a Serious Complaint.” 
I have never had trouble with our 
manufacturers’ agents. I did inherit 
some ridiculous arrangements, but 
adjusted them on a very equitable 
basis. I think a manufacturer in try- 
ing to enter a territory where his 
sales are nil is very foolish to offer 
a manufacturers’ agent a rate of 










commission in excess of what the line 
should pay. I do believe that during 
the development period the manufac- 
turer’s agent should be given a higher 
rate of commission for his initial ef- 
forts, but have it stipulated in the 
contract that regardless of the results 
the commission, after a year or two 
years, would be what it should be. 
It is unfair to mislead anyone or to 
(Continued on page 126) 
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polyflex serves both sides 





Architects and Owners require that a knob design harmonize with 
an architectural motif. This need has resulted in a vast accumu- 
lation of knob styles and shapes — a huge inventory for both 
manufacturer and dealer. 

In Polyflex, Lockwood solves both sides of the knob problem. 
It enables the dealer to stock one standard forged brass French 
shank knob, and — by means of interchangeable forged tops — to 
offer Architect and Owner a wide range of cheice in standard 
designs. Even the special knob incorporating an initial, mono- 
gram or coat-of-arms has become a practical reality. 

This advertisement, directed toward Architects, will appear in 
ARCHITECTURAL RECORD and PROGRESSIVE ARCHI- 


TECTURE (Pencil Points). 


t-4D 
LOCKWOOD HARDWARE MANUFACTURING COMPANY 


Division of Independent Lock Company ¢ Fitchburg, Massachusetts 
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GEORGE H. GRIFFITHS 


His life was gentle, and the elements 
So mixed in him that Nature might stand up 


And say to all the world, “This was a man!” 
-—Shakespeare. 
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George H. Griffiths 


1875 - 1946 


general manager of HARDWARE AGE 

and vice president and director of the Chil- 
ton Co., Inc., publishers of HARDWARE AGE 
and other business papers, died Wednesday, March 
27, 1946, at the Orange Memorial Hospital, Orange, 
N. J., following an illness of several weeks’ dura- 
tion. He had been with the Chilton Co. for 36 
years, and the executive head of HARDWARE 
AGE for 33 years. 

Mr. Griffiths was born in England and entered 
the publishing field more than 45 years ago as a 
reporter on the Chicago Chronicle. He was subse- 
quently identified with Railway Age, Iron Trade 
Review and The Iron Age in both editorial and 


(Gy ee H. GRIFFITHS, 70, president and 


advertising capacities. He left Chicago 33 years 
ago to manage HARDWARE AGE in New York 
City. 

He was a director of the Montclair Trust Co. and 
a member of the Engineers’ Club of New York and 
of the Upper Montclair Country Club. He had 
lived in Montclair for the past 33 years. 

Funeral services were held at the Watchung 
Congregational Church, Montclair, on Saturday, 
March 30. Interment was at the Mt. Hebron Ceme- 
tery, Montclair. 

He is survived by his widow and two sons, G. 
Findley Griffiths, Chicago manager of the Sharon 
Steel Corp., and Fred C. Griffiths, assistant to the 
president, Granite City Steel Co. 





HE passing of George H. Griffiths takes from 

us a true, and always dependable, friend—a 
gentlemen at all times and an inspiration to all of 
us for all time. He was more our leader than our 
boss. 

Though we now know we have lost him forever. 
and know that he will never return to us—we sense 
immediately the perpetual inspiration of his great 
leadership and personality, and take pride in the 
privilege of having known him so well and of 
having worked with him. Many of us have been 
with him 20 years or more and but few of us have 
been associated with him for less than 10 years. 

His indelible imprint on the hardware and busi- 
ness publishing industries are too well known to 
require any elaboration here. And in this we all 
shared, or at least felt that we had shared every 
step of the way. 

He contributed richly, and most unselfishly, to 
every activity which was in the best interests of 


the hardware industry and trade. Wherever hard- 
ware men met he was always welcome. Wherever 
they meet from here on he will be greatly missed 
and not quickly forgotten by the industry which 
he served so well, so long and so faithfully. 

For us, as we continue our daily tasks, there is an 
aching void, a tug at the heart, an inescapable tear, 
and a sense of great loss which will long remain 
in our hearts and memories. 

But in the highest traditions of the business 
press we pledge our best efforts to carry on, striv- 
ing increasingly to provide the readers of this pub- 
lication with even better value and services—for 
we fully realize that Mr. Griffiths’ greatest monu- 
ment is the organization of trained men and 
women he has left behind to carry on the functions 
of this publication, maintaining the dominant 
leadership which it has long held under his man- 
agement. This we will do. 


—The Hardware Age Staff. 
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Homelike Atmosphere Attracts 


This nook in the 
wall looks like 


a sideboard and _ 
helps to display 4 : — A 
tt t ” ; 1 $ . 
ean” eiememene Se. SG N unusually attrac- 


great advantage. 
tive dinnerware and gift department 
with display effects that resemble 
home surroundings has helped the 
Thos. Conron Hardware Co. of Dan- 
ville, Ill., build an excellent volume 
of business on these lines. 

The section is contained in a de- 
partment separate from the rest of 
the large establishment, but is con- 
nected with a large center archway 
which permits traffic to flow in and 
out in an easy manner. The walls of 
this department are covered with a 
warm, cheerful wallpaper which 
helps to give a homelike effect as- 
sociated with pleasant dining and 
breakfast rooms. This touch is some- 
thing that women like. When they 
are in the main section of the store 
and can obtain a glimpse of the wall- 
papered walls through the archways, 
they naturally walk right in and 
look around. 

Another excellent display effect is 
that the wall shelves in which the din- 


Wallpaper and cupboard-like sidewall fixtures add a homelike touch to this department. 
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nerware and pottery are displayed 
have trims which make them resem- 
ble large china cupboards in a dining 
room. The prospect viewing this set- 
up can’t help thinking how attractive 
her home would look with such a 
decorative scheme, plus the dinner- 
ware and glassware. 


Breakfast Nook Area 


In one section of this room is a 
small area where the walls are fin- 
ished in knotty pine to give a break- 
fast nook appearance. This makes a 
very attractive showing indeed and 
pleases many customers. 


oe re ar tet. Settee 


Customers to Dinnerware Section 


Attractively papered walls, sidewall 
fixtures resembling cupboards and a 
breakfast nook area help increase 
sales for Thos. Conron Hardware Co. 


The crowning touch of this de- 
partment is the display of merchan- 
dise in the center of the room. There 
are many small and medium sized 
tables on which china has _ been 
placed on white tablecloths. This 
gives a cheerful, homelike effect and 
helps to achieve more sales. 

The sides of the large counters 
are also covered with a light colored 
cloth, so that they also resemble din- 
ing tables. Surplus merchandise un- 
derneath is hidden from view and is 
kept cleaner by this arrangement. 

Much of the glassware in the de- 
partment, especially on the large 
center tables, is displayed on large 


pieces of glass. This idea helps the 
firm to create a more distinctive 
effect for this merchandise. 


Staffed by Women 


A staff of three women take care 
of the department. They keep it spic, 
span and attractive to the trade and 
this has much to do with its pop- 
ularity. 

Dinnerware at this store ranges 
upward in price from $7.95, while 
gifts start at about $1.00 and go as 
high as $5.00, with $1.00 and $2.00 
being very popular price ranges. 

The store gets a lot of business 


A closeup of the sidewall fixtures serves to show the cupboard effect in detail. 
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Knotty pine walls and curtained windows help to make the customer feel that 
she is in a dining room when she inspects the china on cloth-covered tables. 


from city and rural women alike. 
Danville, with a population of 34,- 
000, is the natural shopping center 
for that area of Illinois. This means 


that thousands of women from near- 
by areas come to the city regularly. 
Many of them come to Conron’s to 
buy at the dinnerware department. 


This department has two large 
display windows on its section of the 
building and full use is made of 
them. The displays are at low level 
so that passers-by can look directly 
into the large. well lighted interior. 
A view such as this brings many a 
woman into the store for a closer in- 
spection of the merchandise. 


Department Advertised 


The dinnerware and gift depart- 
ment also gets considerable adver- 
tising. Thos. Conron Co. publishes 
two newspaper ads a week, each of 
which gets plenty of attention from 
both city and rural readers. 

In addition, the store sponsors a 
weekly radio program each Wednes- 
day in which song request numbers 
are featured. Dinnerware and gifts 
get considerable mention in the radio 
program copy from time to time. 
The radio station WDAN has a wide 
listening audience throughout this 
area. 

Post-war plans of the firm include 
maintenance and improvement of 
this fine department which has 
proved to be profitable and a fine 
traffic-builder. 








Tie Window Displays 
to Your Advertising 
f gre hardware dealers make sure 


that their currently advertised 
goods are prominently featured in win- 
This encour- 
ages customers to read advertisements 
and look in the store for advertised 


dow and _ store displays. 


lines. Carrying the idea still further. 
many dealers display copies of each 
featured 
items in store and window displays. 
showing the ads on placards plainly 
marked “as advertised.” Copies of ads 
should also be given like attention at 
wrapping tables and next to cash reg- 


advertisement next to the 


isters. 
Be sure, too, that all salespersons 
know what you are advertising. Have 
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HARDWARE 
JUST AROUND 
THE CORNER... 




















them read each ad. preferably in a 
printer's proof. and sign a statement 
indicating that they read it. This pre- 
vents your staff from not knowing what 
the customer refers to when talking 


about something “in your ad.” 
* * * 


Advertise “Cash and Carry” 
Items to Build Traffic 


ECAUSE store traffic is the life- 
blood of any retail hardware 
store. advertising should be used to 
build traffic. Featuring “cash and 
carry” items, under that or any other 


* name. is a first class method. 


Large department stores have long 
featured “specials” from regular stocks 
or especially acquired for the event, for 
sale on a “no ’phone order, no delivery, 








no mail order” basis. Hardware deal- 
ers can kill two birds with one stone, 
can build traffic and save delivery ex- 
pense, by regularly featuring “cash and 
carry” items in their ads. 

When Mrs. Jones ‘phones for deliv- 
ery of these specials, and is indignant 
that you won’t deliver them, the diplo- 
matic suggestion that you could make 
an exception with the purchase of other 
goods may save the day. You can ex- 
plain to her that you offer such items 
because you believe that a visit will be 
to her advantage and that she will see 
other merchandise she also needs. Ex- 
plain that delivery expense on such an 
item, because of the low profit, makes 
delivery uneconomical and that its offer 
is to encourage visits to the store. 


K. A. H. 
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A Realistic Appraisal 3 
Of Distribution Problems | 


Selection of goods, maintenance of stocks, pricing 

practices, good personnel relations and improve- 

ment of advertising and sales promotion are among 

the factors which are of outstanding importance 
to which distributors should pay attention. 


By CHARLES M. ISAAC 


Manager, 
Domestic Distribution Department, 
Chamber of Commerce of the United States 


“There is a tide in the affairs of men 

Which, taken at the flood, leads on to fortune; 

Omitted, all the voyage of their life 

Is bound in shallows and in miseries.” 
—Julius Caesar, William Shakespeare 


TL ANSLATING this 


into the vernacular, distribution is 
on the spot. The end of the war 
forced all the complicated structure 
which comprises American business 
into the abrupt change of direction 
which is summed up in the term 
“reconversion.” But more than that, 
it also forced business men to give 
realistic consideration to the kind of 
national economy which they will be 
living with after reconversion is 
completed. 

The immediate problem, shifting 
our factories from production for 
war to production for peace, is pri- 
marily one for our manufacturers to 
solve. The long-range problem, the 
establishment of a satisfactory post- 
war way of life, depends to a large 
extent upon the ability of our dis- 
tributors to take full advantage of 
this tide in the affairs of men. 


No intelligent American who has 
lived through the war years has any 
doubt of the ability of the United 
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States to produce goods and services 
in tremendous quantities. So far as 
production is concerned, we have all 
the requisites for a standard of liv- 
ing far exceeding anything hereto- 
fore experienced. 

But many intelligent Americans 
have voiced serious doubts about our 
ability to keep an enlarged stream of 
products moving steadily to market. 
What, they ask, will we do with an 
annual flood of civilian goods per- 
haps 50 per cent greater than were 
produced in any pre-war year? Will 
we be able to sell them all? Or will 
they pile up on dealers’ shelves, in 
distributors’ warehouses, and on 
manufacturers’ shipping _ platforms 
until our economic machine chokes 
on its own abundance? 


Must Find Answers 

It is the job of our distributors to 
find satisfactory answers to these 
questions. It is the job of our dis- 
tributors to throw aside the shackles 
that have bound them during the 
war and provide efficient and effec- 
tive marketing services to match our 


CHARLES M. ISAAC 


war-stimulated production capacity. 
Upon the efforts of distributors will 
depend the continuity of employ- 


.ment, not only of their own employ- 


ces, but of millions of factory work- 
ers as well. 

Prediction is always precarious, 
but there can be little doubt of the 
general dimensions of our post-war 
problem. Giving full consideration 
to the availability of raw materials, 
the size of the probable labor force, 
productive efficiency, and the many 
other factors involved, the economists 
warn us that we cannot expect to 
cnjoy post-war economic health and 
well-being unless we step up produc- 
tion, and therefore our consumption. 
to from 30 te 50 per cent more than 
the best pre-war volume. This must 
he our minimum goal. 

How to reach this level quickly 
and efficiently is the primary prob- 
lem of distribution today. True, we 
are still in a seller’s market. We still 
have shortages of goods. We still 
have customers with ample purchas- 
ing power who are anxious to buy 
elmost anything that can yet be ob- 
tained from manufacturers still ham- 
pered by reconversion tangles. But 
that is a transitory phase. No dis- 
tributor who can see beyond the end 
of his nose expects it to last much 
longer. Certainly it will not continue 
into the post-war period. The time 
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has come to start reviving the dy- 
namic factors of distribution that 
alone will move goods in great quan- 
tities. 

In many respects the reconversion 
problem of the distributor is more 
difficult than that of the manufac- 
turer. War placed a premium on 
production and built manufacturing 
volume up to great heights. The 
principal problem in this area is to 
shift from war work to the satisfac- 
tion of civilian needs without losing 
momentum. 


A Sharp Contrast 


The effect of the war upon distri- 
bution offers a sharp contrast. Dur- 
ing the emergency the government 
was industry’s dominant customer 
and the government, of course, acted 
as its own distributor. The limited 
stream of goods available for civil- 
ian consumption was handled by dis- 
tributors with little need for the exer- 
cise of their promotional talents—in 
fact they became, to a degree, an 
arm of the rationing authorities. In 
distribution, therefore, reconversion 
calls for both major expansion and 
the reawakening of the positive urge 


to sell, promote, and distribute more - 


and more goods. 

The Chamber of Commerce of the 
United States is taking a number of 
steps to aid the distributors of this 
country in effecting this reconver- 
sion. This meeting, and four others 
of a similar nature scheduled for dif- 
ferent sections of the country, is part 
of the National Chamber’s program. 
Another is the publication of a re- 
port, entitled “Distribution—A Key 
to High Employment,” which reviews 
the reconversion and post-war prob- 
lems of distribution and offers many 
concrete suggestions for the guidance 
of those who must develop the mar- 
kets of the future. 

These suggestions are the result of 
more than six months of effort by 
a group of leading distributors who 
were called together by the National 
Chamber for the specific purpose of 
applying their foresight and experi- 
ence for the benefit of the trade as 
a whole. In addition to considering 
the overall problem of distribution, 
separate sub-committees made sug- 
gestions for the development and 
improvement of merchandising, ad- 
vertising and sales promotion, and 
personal selling. 

In the field of merchandising, 
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which includes all activities between 
the factory door and the actual dis- 
play of goods at the point of sale to 
the ultimate consumer, this report 
recommends that distributors pay 
more attention to the selection of 
goods, the maintenance of stocks, 
pricing practices, and relations with 
vendors whose packaging, advertis- 
ing and sales policies exert much 
influence upon the final sale of mer- 
chandise. 

Another factor stressed in the 
report is the importance of good per- 
sonnel relations as a means of assur- 
ing an alert, efficient, and cooperative 
staff to create and maintain good cus- 
tomer relations. Many specific sug- 
gestions are given to guide large and 
small businesses alike in attaining 
this objective. 

Probably of major interest to dis- 
tributors is the section dealing with 
the improvement of advertising and 
sales promotion, which are termed 
the distributors’ counterpart of the 
machine in production. By applying 
mass methods — magazines, news- 
papers, radio, outdoor and other 
media—these activities enable distrib- 
utors to reach a great many more 





potential buyers than could be inter- 
ested by direct personal contact. In 
the words of the report: 

“Much of the responsibility for 
stepping up sales to new levels will 
fall, therefore, upon advertising and 
sales promotion—perhaps tho great- 
est part of this responsibility. The 
miracle of production that has 
already taken place in our factories 
must be supplemented by a miracle 
of distribution.” 

Organizations and people working 
in advertising and sales promotion 
are urged to prepare for their in- 
creased responsibilities and to make 
every effort to increase the produc- 
tiveness of their efforts and to de- 
crease their failures. Specifically, it 
is suggested that they explore and 
develop four suggested areas of ac- 
tivity: 


Four Areas of Activity 


1. The Area of Future Personnel: 
The productivity of present employ- 
ees and the calibre of those added in 
the future can be influenced for the 
better in a number of ways, includ- 

(Continued on page 136) 








Sell Toys Throughout the Entire Year 


HEN George Schiedermayer & 

Sons, Appleton, Wis., installed 
a year ‘round toy department on the 
first floor several years ago, store of- 
ficials regarded it as an experiment. 
However, it is no longer an experiment. 
It is a regularly established department. 
because the annual volume of business 
is very satisfactory. Store officials re- 





port that the trade purchases toys 
every month of the year. The mere 
presence of the department near the 
front of the store and the excellent dis- 
play gives many customers the idea of 
buying toys for various occasions. Many 
sales are made to people who come to 
the store to buy other types of mer- 
chandise. 


be. 
SO Rt bs ea 


This department is headquarters for youngsters every day of the year. 
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A LTHOUGH _ volume 


business may be far in the future, 
one of the most promising new fields 
for the hardware dealer is the com- 
plete model kitchen, all electric or 
combination-operated, and displayed, 
delivered and installed at one flat 
price. With thousands of new homes 
going up within the next year, and 
many more undergoing remodelling 
and modernization, the market for 
such “package kitchens” is going to 
be ideal for the dealer who is well set 
up to meet it. The hardware dealer, 
because of his intimate contact with 
the home, and many scores of op- 
portunities to meet the home-owner 
at a time when his mind is definitely 
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Merchandising the “One Price” 
Model Kitchen 


By HARVEY BOPP 


Fisher-Glassford Hardware Co., 
Fresno, California 


on home improvement, is the logical 
man to sell the model kitchen. 

Our experience has been that the 
complete model kitchen, designed: to 
save steps and trouble and to make 
the kitchen equally attractive with 
all other rooms in the house, is as 

























Harvey Bopp and his model kitchen display. Photographed before the arrival of electrical kitchen 
equipment, unused space was occupied by gifts although ready for installation of major appliances. 





easy to sell as is a single refrigerator 
or gas range. Checking with our 
women customers we find now that 
many housewives are planning for 
such kitchens just as their husbands 
are waiting for new automobiles. 
They are actually saving for the 
purchase price and are anxious to 
add every modern appliance to their 
homes. 

At Fisher-Glassford we have 
handled package kitchens for several 


Some suggestions based upon actual 
experience. Display, selling, instal- 
lation, profit, sales management and 
promotion are among the high spots 














years, just getting well under way 
when the war put a stop to supplies. 
We have sold a score of them which 
will be our “samples” in the future, 
and have had enough experience to 
set up a list of rules by which the 
hardware dealer should operate to 
sell complete kitchens up into the 
$1200, $1500 and even $2,000 class 
successfully. 


Display Comes First 


The first consideration should be 
display—plenty of emphasis in an 
understandable way on what an all- 
electric or combination kitchen plan- 
ned to work-saving standards does. 
The dealer needs a kitchen in his 
store incorporating cabinets, sinks, 
lighting, small appliances, automatic 
disposal machine, refrig- 
erator, range, work surfaces and 
shelving in a workable manner. 
Most important, it should be a “live 
display” with every appliance op- 
erating—so that in selling a house- 
wife, the actual use of each element 
may be demonstrated even to the 
point of actually cooking a com- 
plete meal. In our own store, our 
model kitchen is convertible to all- 


garbage 


electric or all-gas operation as de- 
actually used for 
Hardwaremen ex- 


sired, and is 
cooking classes. 
perienced in introducing new kit- 
chen helps will have no difficulty in 
demonstrating the handy relationship 
between work surfaces, sinks and 
appliances to save fatigue and extra 
effort. 

About 15 by 10 ft. of space is 
normally large enough for a model 
kitchen. We have set up ours to per- 
mit easy changes of cabinets, inser- 
tion of new appliance sizes, etc. It 
is wisest to be prepared to change 
the appearance from time to time in 
order to “keep ’em looking” on every 
visit to the store. 


Selling and Installation 


The second major consideration 
is selling and installation practice. I 
have heard dealers state that the only 
practical means of selling a $1500 
kitchen efficiently is for the store to 
“contract the whole job”—plumb- 
ing, carpentry, painting, etc., done 
by the dealer himself. This, of course, 
isn’t always practical, because in 
most cities union regulations would 
not permit it. 
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The hardware dealer should take 
it on himself to select a list of thor- 
oughly reliable contractors for each 
installation phase. He should satisfy 
himself that each will do the job well 
when required, and then work hence- 
forth directly with the contractor. 
The importance of this point cannot 
be over-emphasized, for the package 
kitchen sale doesn’t end with selling 
the equipment. If it is poorly in- 
stalled, unwieldly, etc., the customer 
will blame the dealer. Therefore, the 
hardware store must follow up every 
installation, making sure that every 
cabinet or appliance is properly in- 
stalled. He will maintain goodwill 
in that way. 

We keep a list of contractors who 
can sketch out the entire installation 
for their sub-contractors, and sug- 
gest only these to our model kitchen 
buyers. Since we furnish all linoleum, 
paper, plumbing fittings, controls 
and paint we feel that we know 


which contractors can best handle 
the jobs, and “play ball” specifically 
with them. 

Another reason the dealer should 
follow up each installation is that a 
well-satisfied homeowner will proud- 
ly allow the kitchen to be shown as 
a “sample” for convincing doubtful 
prospects. Our outside salesmen cap- 
italize regularly on this feature, and 
we find old customers are enthusi- 
astic sales boosters. 


Profit and Management 


Third is the matter of profit and 
sales management. One thing which 
went a long way toward slowing up 
package-kitchen sales in the past was 
the tendency of the dealer to write 
in extra profit for the “lump sum” 
extracted in each sale, over and 
above the individual profits involved. 
When the customer must likewise pay 

(Continved on page 130) 








Campaign to Stimulate Hardware Sales 


“Know Your Hardware 
Dealer Better” is the 
theme of an intensive ad- 
vertising campaign that 
Popular Mechanics mag- 
azine has instituted to di- 
rect sales to hardware 
stores. 


As part of the program 
two large posters, one of 
which is shown greatly 
reduced, have been of- 
tered to hardware deal- 
ers in order that they 
may tie in with the cam- 
paign to attract more 
customers to hardware 
stores for tools and sup- 
plies. 

In addition, the maga- 
zine is running in each 
issue a full page adver- 
tisement, featuring the 
slogan “Know Your Hard- 
ware Dealer Better.” One 
of these ads is reproduc- 
ed on the poster illus- 
trated. The copy of these 
ads stress “Your Hard- 
ware Dealer Sells Qual- 
ity Tools and Hardware 
... Buy from Him.” 


One of the two posters 
now available to hard- 
ware dealers for use in 
their windows and on 
their counters show two 
typical hobby instruc- 
tion pages from Populas 


HEADQUARTERS FOR TOOLS 


For the MECHANIC and HOME CRAFTSMAN 

















Mechanics. One of these pages shows a bric-a-brac cabinet and the other a snack 
server, complete with plans for the hobbyist who wants to make them in his own 
home. The ads list some of the quality products which are regularly advertised in 


the publication. 


Popular Mechanics proposes to issue about eight sets of posters a year for hard- 


ware dealers’ use. 
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Distribution of Stores and Sales By Age Groups 
Shown for Independents and Chains, 1939 


Average Sales By Age Groups for Independents 
and Chains, Retail Trade, 1939 
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Solid bars indicate stores, shaded bars mean sales. 


Solid bars—independent stores, shaded bars—chains. 


Hardware Store Failures Dropped 
From 8.26 to .47 Per Cent in 10 Years 


Your average business age may be 21 years—if it is your 

average sales may be about $23,000, according to a survey 

of hardware store survival over a 10-year period made by 
the United States Department of Commerce 


A PPROXIMATELY 70 


per cent of the retail hardware stores 
in existence in 1929 were still in 
business in 1939, according to a 
study of the Department of Com- 
merce on the survival rate of retail 
establishments for the 10-year pe- 
riod, 1929-39. 

The report, which reviews the ex- 
perience of businessmen during the 
decade of the 1930's, also reveals 
that the average age of hardware 
stores in 1939 was 21 years. 

All types of retail stores in opera- 
tion in 1929 had about a 50-50 
chance of surviving the 10-year pe- 
riod, 1929-39, the report states. Thus, 
of the approximately 1,500,000 re- 
tail stores in operation in 1929, sta- 
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tistics show that the slightly more 
than half were still in business 10 
years later. 

Three-fourths of all retail stores 
which ceased operation during the 
10-year period had closed their 
doors within the first four years 
after 1929—a circumstance due not 
only to the adverse economic condi- 
tions of these years, but also to the 
fact that during this period the 
stores were relatively young. As 
might be expected, there was a 
marked tendency for discontinuance 
rates to decrease as stores became 
older. 

Moreover, the report said, “com- 


parison of the statistics for different 
kinds of retail business indicates 
that stores which sell the basic neces- 
sities in the form of food, hardware, 
building materials and drugs experi- 
enced, in general, a longer life span 
than specialty stores which handle 
luxury goods.” 

According to the report, the high- 
est average sales were reported by 
the oldest stores. A sharp decline in 
the number of stores and a relatively 
sharp increase in average sales per 
store are obvious after the first few 
years of operation. Average annual 
sales for retail stores one year old or 
under were $7,000 as against an 
average of $23,000 for stores of all 
ages and $49,000 for stores 34 years 
old and over. 

A comparison of independent 
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stores and chains showed no differ- 
ence in average age of the two 
groups but revealed a great variation 
in average annual sales. All retail 
independents showed average annual 
sales of $20,000 as against $74,000 
for all chain establishments. Nearly 
all lines of businesses showed a simi- 
lar differential, department stores 
being a notable exception. 


A Reliable Base 


This study is an attempt to pro- 
vide a better understanding of the 
chances of survival by investigating 
the life history of the establishments 
that make up the retail and whole- 
sale distribution systems. It is con- 
sidered a reliable base for general 
analysis since it is based on the 
nation-wide Census of Business dur- 
ing the years immediately prior to 
the war, rather than a sample of spot 
study of business turnover. 

In the study the duration of an 
establishment was measured from 
the date of original establishment in 
the identical line of business and re- 
fers to the period during which the 
business operated rather than the 
length of life under a single owner- 
ship. 

While the average age of retail 
hardware stores in 1939 was 21 
years, the average for other types 
of outlets show marked variation. 
For example, lumber and building 
materials dealers, 20 years; farmers 
supply stores, 15 years; heating and 
plumbing shops, 14 years; paint, 
glass:and wallpaper stores, 14 years, 
and household appliance dealers, 13 
years. 

Geographically, the variation in 
age of retail stores was slight. The 
average age of stores was a little 
above the national average in the 
North Central, New England, and 








Middle Atlantic groups of States and 
below in the West, South Central, 
and Pacific groups, probably a re- 
flection of the period of development 
of the states themselves. 

Manufacturers’ sales _ branches 
(with stocks) had the longest aver- 
age duration—1l8 years—for whole- 
sale establishments classified by type 
of operation. Service and limited- 
function wholesalers, largely inde- 
pendent in ownership and compris- 
ing more than half of the total whole- 
sale units, had been in existence on 
the average 14 years—the same as 
the average for all wholesale estab- 
lishments. Wholesale agents and 
brokers had been established for 
shortest average period, 13 years. 

The average share of sales of es- 
tablishments which had been in busi- 
ness more than 10 years was more 
than that of new ones for both retail 
and wholesale trade. Specifically, 
the 42% per cent of retail stores 
which had been in business more 
than 10 years accounted for 58 per 
cent of the total sales in 1939, and 
the 51 per cent of wholesale estab- 
lishments in business more than 10 
years shared about 71 per cent of 
the total sales. 

From the census date it was pos- 
sible to estimate year by year from 
1929 to 1939 the number of surviv- 
ing retail stores which had been in 
existence in 1929. 


Ratio Became Higher 


A study of these data shows that 
the year-to-year survival ratio be- 
came progressively higher as_ the 
surviving stores grew older. The es- 
timated yearly rate of decrease in 
number of 1929 operating stores of 
various age was highest in 1930, 
when 12.2 per cent were casualties 
and lowest in 1939, when 2.9 per 








cent of the 1929 stores still active 
ceased operations. In hardware 
stores this overall experience was 
paralleled, the highest percentage 
rate of yearly casualties was 8.26 in 
1930 and the lowest in 1939 was 
only .47 per cent. 

Of the 1,476,365 retail stores oper- 
ating in 1929, 752,959 or slightly 
more than half, were still in business 
in 1939. These survivals from the 
1929 group represented 42.5 per cent 
of all retail stores in 1939. Of the 
37,572 stores in the hardware group 
in 1929, 26,270 were operating in 
1939. The total number of hardware 
stores in 1939 was 39,646. 

In 1939 the average sales of retail 
hardware stores was $22,000, but 
hardware stores in their first year of 
operation accounted for only .92 per 
cent of the total average sales. This 
average increased as stores became 
older, as shown in the table at the 
bottom of this page. 

Independent hardware stores in 
their first and second year of opera- 
tion in 1939 accounted for only 6.07 
per cent of the total stores, and 2.63 
per cent of total sales. 


New Stores a Factor 


It is apparent from the report that 
the number of stores which discon- 
tinue business is ordinarily large, 
and that new establishments are 
a major factor in this turnover. 
Further, it should be recognized that 
the kind of business which is to be 
undertaken has a decided bearing on 
the chance for survival. Finally, 
sales volume, the ultimate prerequi- 
site for success, is closely related to 
the length of time the establishment 
has been in operation. 

It seems quite clear, that the 
younger the business the greater the 
(Continued on page 131) 








Average Sales and Percentage Distributions of Sales and Stores by Age Groups, 1939 











Retail Trade Independent Chains 
Per cent Per cent Per cent Per cent Per cent Per cent 
of of of of of of 
Average total total Average total total Average total total 
sales sales stores sales sales stores sales sales stores 
Hardware stores 22,000 100.00 100.00 21,000 96.07 98.60 57,000 3.93 1.40 
Up to 1 year 7,000 92 2.97 7,000 89 2.92 15,000 .03 05 
2 years 12,000 1.82 3.19 12,000 1.74 3.15 38,000 08 04 
3-6 years 16,000 9.03 12.03 16,000 8.71 11.83 35,000 31 19 
7-10 years 19,000 8.32 9.66 18,000 7.99 9.46 36,000 33 .20 
11-20 years 21,000 25.41 26.64 20,000 24.08 26.18 61,000 1.33 47 
21-33 years 23,000 21.90 20.24 23,000 21.24 20.04 71,000 66 .20 
34 years and over 28,000 32.60 25.27 27,000 31.42 25.02 101,000 1.19 25 
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Building By Permission Only 


Under Emergency Housing Order 





Local advisory committees to pass on building permits. Repairs 
and alterations limited to $400 for homes; $1,000 for business 
quarters; $15,000 for industrial establishments. Restrictions are 
expected to produce materials for 700,000 veteran housing units 





= the Veterans’ 


Emergency Housing Order I, issued 
by CPA, an estimated $1,500,000,000 
to $2,000,000,000 worth of new 
building, alterations and repairs was 
trimmed from the total of $14 billion 
the nation had expected to spend 
during 1946. 

Effective immediately, with certain 
exceptions, government permission 
will be required to start any new 
construction or to make alterations 
and repairs costing more than $400 
for homes (five families or less), 
$1,000 for offices, business establish- 
ments or residential buildings of 
more than five families, or $15,000 
for larger commercial and industrial 
establishments. 


1,200,000 Housing Units 


The order is designed to conserve 
enough materials to make possible 
the 1,200,000 housing units set by 
Housing Expediter Wilson W. Wyatt 
as the 1946 goal of his Veterans’ 
Emergency Housing program. 

This restrictive order is expected 
by officials to produce sufficient 
materials for 700,000 units of the 
emergency program during this year. 

“Only by prohibiting the starting 
of less essential and deferrable proj- 
ects can enough building materials 
be found to provide shelter for re- 
turning veterans and their families,” 
said Mr. Wyatt and CPA Adminis- 
trator John D. Small in a joint 
statement. 

The cutback imposed by the order 
is expected to greatly reduce the $5 
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billion which the government esti- 
mates the nation had planned to 
spend for expansion, alteration and 
repair during 1946. Of this amount, 
it was estimated that about $900,000,- 
000 would have been spent by in- 
dustrial and commercial firms. 

Localized advisory committees op- 
erating under regional committes are 
being set up to screen applications 
for construction permits. 

“Local committees are more able 
than Washington to determine the 
necessity for or the essential nature 
of such construction,” Mr. Small 
said. “The applicant can still appeal 
to the Washington office for a review 
of his case if it is denied locally.” 

The order did not affect work 
which had actually been started prior 
to the effective date of the order. 
March 26. Nor is further approval 
necessary for work authorized under 


PR 33. 


Types Restricted 


Kinds of work that are restricted 
by the order are: 

Constructing, repairing, making 
additions or alterations, improving 
or converting structures, installing 
or relocating fixtures or equipment 
in structures which involves putting 
up or putting together processed ma- 
terial if the items are attached to the 
land, used as part of the structure, or 
attached in such a way that removal 
would damage the item. 

Specifically exempted from the 










order is military construction and 
projects of the Veterans’ Administra- 
tion. An inter-agency committee will 
pass an departmental requests. Ex- 
empt from the order are projects 
where no change in the structure it- 
self is involved and installation of 
equipment where it is not a part of 
the structure (as on the ground). 

No authorization is required for 
rebuilding or repair of houses dam- 
aged by disaster such as fire or flood 
if cost is less than $6000. Cost limits 
in other types of construction, re- 
pair, alteration or installation requir- 
ing no authorization are: 


Types of Buildings 


Houses or other structures (gar- 
age, etc.) on residential property, 
designed for five or less families, 
$400; hotels and other residential 
buildings for more than five families, 
$1,000; commercial and _ service 
establishments such as offices, stores, 
gasoline stations, theaters, etc., 
$1,000; churches, schools, charitable 
institutions, public buildings, ' etc., 
$1,000; and factory or other indus 
trial structure used for processing, 
manufacturing or assembling (in- 
cluding utilities, airports and refin- 
eries), $15,000. Ceiling on structures 
not covered in the foregoing, $200. 

The order goes much further and 
makes it a violation for any dealer 
or person to sell or deliver materials 
which are known or suspected to be 
intended for work prohibited under 
the order. 

Further tightening of the order is 
provided by specific ruling that a re- 

(Continued on page 196) 
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Franklin Square, N. Y., wasted no time in beginning its post-war program to nail down business. 
A town as small as Franklin Square can have as pressing. a parking problem as any big city. 


The Parking Problem Ca 


If you're a hardware dealer in almost any fair-sized 
American community you are probably getting more and 
more vexed—along with your customers—about the 
parking problem. 


Gas rationing and the tire shortage eased the situation 
somewhat during the war years but, with the advent of 
millions of new cars in the near future, the ,problem will 
grow to mammoth proportions. 


What a few typical communities have done, and what 
others may do, to obtain relief are explained in this digest 
of a report entitled “Keep Customers Coming” based 
on studies made by the American Retail Federation with 


the aid of the Automotive Safety Foundation. 


ee car traf- 


fic flows much like a stream of water. 
When it comes to an area already 
occupied, it simply flows on. Even- 
tually drivers avoid going into dis- 
tricts where they know the likelihood 
of finding a place to park is risky or 
difficult, or where streets are con- 
gested. 

Enterprising businessmen have 
capitalized on the flexibility of the 
motor car and on the inclination of 
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people to do things the easy way. 
Outlying stores and shopping centers 
have become serious cortenders for 
customers’ dollars. Decentralization 
of cities to a very large degree has 
been started or stimulated by inade- 
quate streets and parking facilities. 

Competition to downtown stores 
does not lie in the occasional small 
fringe or suburban business section. 
The real competition is in the growth 
of large outlying shopping centers 
which offer a sufficiently large va- 
riety of goods and services to make 


downtown shopping trips infrequent 
rather than regular. Competition of 
that sort costs downtown merchants 
tremendous sums. 

Merchants in a midwestern city of 
medium size say they are losing one- 
third of their retail business to other 


nearby markets and to outlying shop- * 


ping centers. 


Big City Problems 


Any number of cities can produce 
facts which show the penalties of de- 
centralization and decay. In Detroit 
since 1930 there has been a shrink- 
age of more than $200,000,000 in 
the assessed valuation of property 
located within the central business 
district. In Kansas City, Mo., as- 
sessed valuations on downtown prop- 
erty from 1933 to 1943 declined 
more than $60,000,000. Baltimore 
tax rolls show a downtown evalua- 
tion loss in the last 13 years of $53.- 
000,000, a drop of 30 per cent. 

Reading this, if you are a dealer 
in a town or small city, you'll prob- 
ably say to yourself mentally that 
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Free parking in the municipal lot of Hickory. N. C.. has drawn considerable business to this 
thriving city, merchants believe. More than 300 cars can be parked at one time in this lot. 


Detroit, Kansas City and Baltimore 
are great cities. Don’t lose sight of 
the fact that the problem is relatively 
the same whether you're thinking of 
Seattle or Squeedonk. 

Property values can drop just as 
much proportionately, and just as 
rapidly, in your town as they do in 
the big city. 


Applies Also to Main Street 


Likewise the traffic and parking 
problem can be just as complex, and 
as pressing, relatively speaking, on 
Main Street as on a big city thor- 
oughfare. 

Just ahead lies a road and street 
program which is bound to produce 
changes in cities and towns of all 
sizes. The usefulness and advan- 
tages of the modernized arteries to 
downtown business districts will de- 
pend in large measure on provisions 
made for parking the cars. 

The initial post-war Federal Aid 
highway bill would have made it 
possible to construct parking facili- 
ties as a part of Federal Aid urban 
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Business interests can and must stimulate 
community action to provide more suitable 
parking areas or watch downtown trade be 
diverted to centers where packing is easy 


Revenues from the city water works and power plant were used by Ottumwa, 
Iowa, to build this spacious lot a block away from the main business street. 
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highway projects. But that provi- 
sion was stricken out by Congress 
which viewed parking facilities as a 
local responsibility. 

Throughout the country, dozens of 
retail stores supply free or low-cost 
parking in store-owned and operated 
parking garages and lots. 

In some cities several stores, in 
providing their own individual park- 
ing accommodations, have largely 
met general parking needs of shop- 
pers. In many cities, store-owned 
facilities do not begin to meet over- 
all parking demands. 


Variety of Operation 


Store-owned facilities are operated 
in a variety of ways. Many stores 
provide an hour or two of free park- 
ing to customers who may have their 
tickets validated after purchases of 
50 cents or a dollar. Other stores 
operate parking facilities as a strictly 
commercial without free 
parking or rate reduction to custo- 
mers. In that category is one large 
middle western store which finds its 


business 


parking garage gives a higher return 
on the investment than any other 
department. 


A Number of Answers 


This study has shown there are a 
number of answers to the problem. 
Some of these are cooperative action, 
municipal lots, private enterprise, 
benefit districts, underground park- 
ing, parking authorities and store 
garages and lots. 

A number of large cities have 
tackled the parking problem with 


success, but to demonstrate what can 
be done in small cities and towns a 
few instances of successful planning 
are cited: 


Hickory, N. C.—Pop. 13,487 


A few years ago the streets of 
Hickory were crowded with traffic, 
with many drivers touring in search 
of curb -space. Finally, the mer- 
chants got together to determine how 
relief could be obtained. Considera- 
tion was given to vacant land near 
the L-shaped business district. One 
large piece of about three acres lay 
across the railroad tracks, yet only 
about a block from the principal 
business street. The owner was a re- 
tired non-resident citizen. He was 
prevailed upon to make the lot avail- 
able rent-free. Next, the merchants 
appeared before the city commission 
and obtained agreement for the city 
to prepare the lot for all-weather use 
with city funds. 

The lot is operated without charge 
and without attendants. On week- 
ends, when hosiery mill employees 
and other workers are free, and 
when farmers journey to the city, the 
lot and all the curb spaces downtown 
are used almost to capacity. The city 
is planning to establish at least one 
more lot on “borrowed” laftd. 


Ottumwa, Ilowa—Pop. 31,570 

This hustling meat-packing and 
agricultural trading center is unique. 
It has no parking problem! 

It has a municipally-owned lot, 
with space for nearly 1000 cars. 
Located along the Des Moines River, 
a block from the principal business 


Shoppers from miles around like to come to Kalamazoo, Mich., for there 
they find a special parking lot near the central shopping district. 
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street, the parking lot is hard-sur- 
faced, fenced-in, attended by men in 
police uniform, and is well-lighted. 
And parking is free. 

No assessment was made on bene- 
fited property; no charges were lev- 
ied against the taxpayers. The cost 
amounted to about one year’s profits 
of the city-owned utilities. 7 


Kalamazoo, Mich.—Pop. 54,097 


A 400-car shoppers’ lot, built by 
the benefit district plan, supple- 
mented by a slightly larger low-cost, 
store-owned lot, makes it easy for 
customers to park near the business 
section of Kalamazoo. 

Several years ago merchants and 
property owners were slightly shock- 
ed when the management of a large 
drugstore chain refused to locate in 
the city because of inadequate down- 
town parking facilities. Merchants 
got busy and worked out the benefit 
district plan with the city manager. 

In Kalamazoo all costs were borne 
by benefited property owners. A for- 
mula was worked out with the city 
assessor whereby the small zone of 
property adjacent and near the lot 
bore 40 per cent of the costs, a larger 
zone of property further away, 40 
per cent, and the large zone of fringe 
property, 20 per cent. 

Parking is free the first two hours, 
and then small hourly charges are 
collected. Operating and mainte- 
nance costs are paid by the city out 
of general funds. A Shoppers’ Park- 
ing Lot Board, consisting of five 
merchants, aids the city manager in 
operating the lot. 


Franklin Square, N. Y.—Pop. 5.765 


Little Franklin Square’s parking 
demands are not heavy but relatively 
as annoying as those of larger cities. 
So one of the first achievements of 
the post-war program was to com- 
plete a surfaced and lighted parking 
lot a block long, located behind nu- 
merous stores. 

It is believed that the attractive 
rear entrances planned by stores 
abutting on the lot will cause local 
shoppers to avoid curb parking. In 
this way Franklin Square hopes to 
attract transients who usually drive 
on when curb space is occupied. 

The benefit district has been estab- 
lished by the Town Board of Super- 
visors, with the total ‘parking lot 
costs of $32,000 assessed against 

(Continued on page 146) 
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The neat appearance of the display room, the orderly arrangement of items 
and the contrast of colors and excellent lighting enhance visible selling. 


































A Specially Designed Building for 


A SPECIALIZED 


building—in design and purpose— 
is the Leon F. Warren Builders’ 
Hardware, 1815 Morgan Ave., Cor- 
pus Christi, Tex. Devoted entirely to 
selling to contractors and builders, 
as well as at retail to the general 
public, it is the first of its kind to 
open in that area. 

Located away from the downtown 
district, the modernistic building of 
concrete masonry stuccoed with 
Texas shellstone was designed to 
conform to and fill the needs of its 
channeled selling function. Set back 
30 ft. on the lot, the building leaves 
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A Special Purpose-Builders’ Hardware 





Is this new Texas business. which is 
concentrating exclusively on contract 
and on retail builders’ hardware sales 


plenty of off-the-street parking space 
across its 65-ft. frontage. 

Thus by planning for parking 
space and also by locating away 
from the downtown district, Mr. 
Warren solved for himself one of the 
major problems of town and cities 
—adequate parking facilities. 


Occupies 600 Sq. Ft. 


The front of the building contains 
the office and display room, sepa- 





rated from the warehouse room in 
the rear by a louvered partition. 
Occupying 600 sq. ft., the display 
room is well illuminated at night by 
fluorescent lighting. Display cabi- 
nets, detailed and included in the 
building plans and contract are of 
white enamel with the strap hinges 
and latches of dead black iron. 
Warehouse space, to the rear of 
the building, amounts to 1,800 sq. 
ft. and is well equipped with shelv- 
(Continued on page 134) 
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The ABC of What Retailing Wants 


Although this article is a plea in behalf of department 
stores by their association, it is equally true of the 
retail hardware business—or any other retail business 


M ONEY = and _ the 


which 
will buy are like weights attached to 
opposite ends of a “see-saw.” When 


goods and _ services money 


the value of goods and services rises 
the value of money goes down. When 
the value of goods and services goes 
down the value of money goes up. 
The ideal conditions would be had 
if the value of money and that of 
goods services could be on the same 
plane, with the see-saw horizontal. 
and a firm stabilization achieved. 
This, however, is not possible under 
a free economy because so many 
things may happen to decrease or 
increase the available supply of 
goods and services that relative 
values must be free to fluctuate. 
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Gooos 7? 
AND SERVICE 


Any great emergency, such as a 
war, which must reduce the produc- 
tion facilities available for the civil- 
ian economy inevitably upsets the 
balance between money and _ the 
goods and services which money will 
buy. In the face of shortages of 
goods and services their value goes 
up and the value (i.e. the purchasing 
power) of money goes down. 


Under a free economy the rising 
price serves a useful economic pur- 


Reprinted by courtesy of the National 
Retail Dry Goods Association. 
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pose by restricting purchasing, thus 
When, however. 
short and the 
goods and services are vitally neces- 
sary to the public _ this 
involves hardship to the 
majority of the people and results 
in only those of higher purchasing 
power being able to enjoy such 
goods and services. 


conserving supply. 
the supply is very 


general 
process 


SHORT SUPPLY 
OF GOODS 
AND SERVICES 


In order to meet the demands of 
War it becomes necessary for Gov- 
ernment to have huge sums of 
money to finance operations. The 
Government borrows by = selling 
bonds. Huge bond issues sold to 
banks become the basis for issuance 
of more and more money. Thus, in 
addition to the’ shortages of goods 
and services induced by demands of 
war. the enlarged supply of money 
in circulation greatly increases the 
unbalance between money values and 
those of goods and services. The 
money end of the see-saw goes still 
lower and the opposite end, which 
represents goods and services, goes 
still higher. Here is the infiation- 
ary pressure. When children play 
see-saw, one of their number some- 
times stands on the middle of the 
see-saw and, by throwing his weight 
one way or the other, manages to 
keep both ends from moving up or 
down as rapidly and as far as they 
otherwise would. In the face of these 
inevitable conditions the Govern- 
ment wisely created the Office of 
Price Control. The Price Adminis- 
trator actually had the job of doing 


just what the child in the middle 
did. It was his task to stabilize the 
see-saw which represents our eco- 
nomy. While the supply of money 
was increasing and its added weight 
was pushing up the value of goods 
and services it was his duty to throw 
his weight on that side of the see- 
saw, thus keeping that end down cor- 
respondingly preventing the sinking 
of money values. Not to have done 
this would have opened the gate to 
a vast inflation. 

With the end of the war, however. 
the situation changed. While ever 
increasing supplies of money were 
being added to the money end of the 
see-saw the only possible way of 
stabilizing it was to put the weight 
of the Price Administrator on the 
goods and services end of the board. 


Now, however, the vitally needed 
stabilization should be achieved by 
adding rapidly to the weight of the 
goods and services. In this way only 
can any effective balance be restored. 


INCREASED SUPPLY 


OF GOODS NEEDED 
TO RESTORE 
<2 BALANCE 


The Price Administrator properly 
should continue to stand on the mid- 
dle of the see-saw for some little time 
still to come, so that the effort to 

(Continued on page 137) 
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Fluorescent lighting attracts the attention of customers to this up front paint department. 


















Displays, Advice and Advertising 


£ 
HE place for a paint 


department is up near the front of 
the store where it gets attention of 
both incoming and outgoing traffic. 
This has been the profitable experi- 
ence of the Jordan Hardware, Ottawa, 
Ill. This store has had a sizable in- 
crease in business since the paint 
section was moved up front and 
given spot attention. In addition, a 
number of other merchandising ideas 
have been incorporated in the paint 
program to make it click. 
Fluorescent lighting has been pro- 
vided for this section. This has aided 
in attracting considerable attention 
to the paint department. Some of 
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Combine to Build Paint Business 


Tapping all markets and effective 
lighting also help in increasing 
sales for the Jordan Hardware Co. 


the lights have been shielded so 
that the illumination pours straight 
down over the shelves. This makes 
them stand out so that all people 
entering the store can see them. The 
lighting extends for more than 25 ft. 
along the department. 

Help is always given to customers. 
The store does a large volume of 
business with the homeowner. This 
means that the homeowner, who is 
not usually an experienced painter, 






needs considerable help in choosing 
paints and supplies. He also needs 
advice in how to apply the paint and 
how to prepare the surface for 
painting. 

At the Jordan store the salesmen 
make a point of inquiring if any 
advice is needed in this direction. 
Very often some worthwhile sugges- 
tions can be given to paint prospects 
concerning color, type and amounts 


(Continued on page 137) 





121 
























1, previous articles I 


have pointed out the spirit of 
co-operation that existed between 
officers of the United States Procure- 
ment services and Australian officials 
with whom they came in contact 
through the business of obtaining 
supplies for our armed forces in the 
Pacific. The Australian manufactur- 
ers of hardware and mill supplies, 
machinery and equipment, and iron- 
mongers were as patriotic and eager 
to go all out for the war effort as 
were our own producers and distrib- 
utors in the States. 

To be sure, most Australians, I am 
convinced, considered MacArthur the 
savior of the Commonwealth, so that 
anything we, in the office of the Gen- 
eral Purchasing Agent, requested in 
his name was made available if at 
all possible. However, I believe, that 
in addition to this tie of brothers in 
arms against a common foe there are 
also other factors that attract the 
Australians, and the New Zealanders 
as well, to the people of the United 
States. There is first of all a com- 
mon language. Then there is the 
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fact that, like America, both Aus- 
tralia and New Zealand were settled 
and developed by the same type of 
hardy immigrants from the British 
Isles and Europe. 

These commonwealths are younger 
than the United States, and in many 
ways they look to us as a big brother 
in the family of nations. They are 
sparked by the same ideals and am- 
bitions as were our forefathers, say 
200 years ago. Bear in mind the first 
permanent Settlement in Australia 
was not founded until the period of 
our Revolution. In language, in cus- 
toms, in matters of government and 
religion, Australia and New Zealand 
pattern to a considerable extent after 
the United States. 


Australians Visited U.S. 


It is an accepted fact that up to 
World War II many more Austral- 
ians had visited the United States in 
proportion to the number from 
America who had crossed the wide 
Pacific and journeyed “Down 
Under.” Many came to our shores 
for education, many for research 
work and a great number to visit our 
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factories and institutions and to pu:- 
chase our manufactured products. 

American motor cars and machin- 
ery are popular, and all over the 
Commonwealth one sees familiar ad- 
vertisements of products of United 
States factories. 

Australians study our history and 
our geography, and some of them 
can put us to shame in their knowl- 
edge of our country and its govern- 
ment. I recall at a small gathering 
one of the party, a young medical 
officer in his early thirties said to 
me, “Colonel, I can name the capital 
cities of all of your states.” I was 
taken quite aback. Probably noting 
my surprise, he said, “Try me.” I 
mentioned several states and he cor- 
rectly named the capitals. Only in 
one instance did he really hesitate, 
and when I named that particular 
state I confess I was not myself too 
sure of its capital. He told me that 
in his school in Melbourne his class 
studied these and many other facts 
about the United States. 

In Australian ironmonger estab- 
lishments one sees the familiar labels 
on boxes indicating Stanley tools, 
Disston and Atkins saws, Millers 


HARDWARE AGE 





~ Va 


SAS 
~~ 


id to puz- 
‘oducts. 

1 machin- 
over the 
niliar ad- 


f United 


story and 
of them 
ir knowl- 
s govern- 
gathering 
+ medical 
; said to 
1e capital 
” I was 
ly noting 

I 
1 he cor- 
Only in 
hesitate, 
yarticular 
yself too 
me that 
his class 
her facts 


r estab- 
ar labels 
xy tools, 


Millers 


tE AGE 


Post-War Customer 


There will be a big market for our goods in 
the country “Down Under” if we have foresight 
to take advantage of the wartime friendships 
developed between Americans and Australians 


By JOSEPH L. ERNST 


Purchasing Agent, 
Board of Education, 
Rochester, N. Y. 

During the war 
Colonel Q.M.C., 

Ass’'t General Purchasing Agent, 
South West Pacific Area 
And a former hardware dealer 


Falls braces, Nicholson files to men- 
tion only a few. The stocks are very 
much depleted, and machine tools 
and machines during the war were 
on the restricted list and controlled 
by the Ministry of Munitions. On 
the streets in the cities one’s atten- 
tion is arrested by familiar advertis- 
ing signs denoting such well-known 
makes as Carborundum, Kodak, 
Stromberg Carlson and the product 
of some of our nationally known 
paint, tire and oil concerns. 


No Surplus During War 


There were no surplus stocks in 
the hardware field during the war, 
and shortages were as common in 
Australia as in the United States. In 
the case of most manufactured items 
this Commonwealth of the British 
Empire did not produce sufficient 
hardware or tool items to take care 
of normal requirements, conse- 
quently imported a great deal, both 
in monetary value and tonnage 
from England and the United States, 
and, to some extent, from relatively 
near, Japan. From the last named 
came especially the cheaper varieties 
of merchandise. Many lines were 
not manufactured at all in Australia 
before the war, but because of mili- 
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tary necessity of both her armed 
forces and those of the United States, 
her factories produced some of prac- 
tically every variety of item needed 
for the war effort. 

Shipping facilities between the 
Mother country and the Common- 
wealth and between our West Coast 
and the ports of Australia were so 
limited it became absolutely essential 
that this far away member of the 
Empire foster large outputs from sec- 
ondary industries as well as being 
th source of important primary prod- 
ucts. It is fair to say that MacArthur 
probably would not have retaken 
New Guinea as soon as he did, nor 
returned to the Philippines as quick- 
ly, had not Australia furnished us 
tremendous quantities of munitions 
so urgently needed in the early years 
of the war. 

As a member of the organization 
of Brig. Gen. Paul W. Johnston, gen- 
eral purchasing agent for the South- 
west Pacific (in civil life vice-presi- 
dent of the Erie R. R.), I had an 
advantageous post from which to 
watch the increasing production of 
Australian factories. Gen. Johnston 
and his organization, as members of 
MacArthur’s staff, had the full con- 
fidence of the Australian govern- 
ment. 


JOSEPH L. ERNST 


Members of our group sat as 
observers on various Australian gov- 
ernment boards at their invitation, 
and by so doing helped to arrange 
allocations and speed the production 
of munitions. If an item of muni- 
tions was in short supply or the need 
of pieces of equipment critical, these 
boards after clearing with military 
authority would arrange production 
so that the most urgent needs would 
be taken care of first. It is of impor- 
tance to remember that the Austral- 
ian Army under General Sir Thomas 
Blamey operated under Gen. Mac- 
Arthur as commander-in-chief. 


Lend Lease 


Contrariwise, as Australian indus- 
try required additional machinery or 
certain raw materials in order to 
produce necessary war supplies in 
greater volume, our office was able 
to assist by recommendation to 
Washington that such equipment be 
made available on Lend Lease. The 
finished resultant product was then 
turned over to us on Reciprocal Lend 
Lease. Our agricultural machinery, 


canning and dehydrating equipment 
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enabled Australia to furnish 90 per 
cent of all the foodstuffs required by 
Gen. MacArthur’s command. 

I have frequently been asked the 
question whether in the hardware 
field as well as in other lines there 
would be opportunities for American 
made goods in Australia in the post- 
war period. As in most parts of the 
world, there will be acute shortages 
of many items in the Commonwealth 
for some time to come. Products 
made of steel, lumber, paper and tex- 
tiles have been in short supply and 
will be for months. The imprint of 
the American “invasion” of 1942-44 
may be marked and will be felt long 
after the last Yank is ordered home 
from Australia. 

Our methods of manufacture. 
types of construction, and ways of 
doing business have been noted, and 
no doubt those that fit in with their 
economy may be adopted or altered 
to meet local needs. 

Two items that might have big 


sales possibilities in the post-war pe- 
riod in Australia are compact central 
heating systems and wire screening. 
There are practically no furnaces in 
the Commonwealth. True, in most 
parts of the country it never freezes, 
but in the cities of Melbourne and 
Sydney, for example, the winter 
months of July, August and Septem- 
ber (Australia being in the Southern 
are cool and damp. 
The thermometer never drops to 
freezing, but indoors we Yanks 
found it quite uncomfortable. In the 
large modern 14story Grace Build- 
ing in Sydney, which we occupied as 
headquarters, there was no heating 
plant and we used electric and gas 
heaters and any number of small, por- 
table oil heaters to take the chill 
from dark. rainy days. By the same 
standard few, if any, of even the 
most modern homes had any provi- 
sion for a central heating system, 
depending on fireplaces and on 
plugged in room radiators to keep 


Hemisphere ) 


guests comfortable. A small, inex- 
pensive, easily installed, heater 
should have a ready sale if properly 
advertised. 

The demands of the United States 
forces for insect screen cloth made 
more of the people of the Common- 
wealth conscious of the health and 
comfort giving qualities of protec- 
tion from insects and bugs. The one 
large manufacturer of wire netting 
in Australia was all out on produc- 
tion for the armed forces, and first 
priority was allotted to hospitals and 
especially hospitals to the north and 
in the tropics. A well planned pub- 
licity campagn: should sell screening. 
window screens and screen ddors by 
the carload, as comparatively few 
homes enjoy the comfort of what to 
us is a necessity. 

Costs of manufacture in some 
hardware and electric lines are high 
in comparison to our costs due to 
the small quantity produced and the 

(Continued on page 147) 


How Swank’s Told the “Clean-Up” Story to Johnstown, Pa. 


a & LEAN-UP, Paint-Up, Fix-Up” 
campaigns have been conduct- 
ed annually in large and small cities 
throughout — the many 
years, as is the case in Johnstown, Pa. 


country for 


By tying in with such activities aggres- 
sive hardware dealers have benefited 
customers, communities and themselves 
Last April, Swank Hardware Co.. 
wholesale and retail house went all 
out in support of Johnstown’s “Clean- 
Up, Paint-Up, Plant-Up. Dress-Up and 
Fix-Up” campaign with three window 
displays. With wartime limitations on 
building, the “make it last” angle 
was emphasized. 
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Here is how the firm stressed the “paint-up” angle with a window display. 
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Each of these windows had the “Be 
Proud of Your Home” slogan in the 
background of interesting and varied 
displays of needed merchandise. One 
window emphasized the “clean-up” 
angle, showing mops. brooms, shovels. 
soap powders, rakes, paint cleaner. 
ete. Paints and related lines were 
featured in another effective display on 
the “paint-up” theme. 

For the “fix-up” theme of the cam- 
paign a wide variety of hand tools, for 
indoor and outdoor use, and nails, ete.. 
were featured in the third window. 

Even with the cessation of hostili- 
ties “Clean-Up-Paint-Up-Fix-Up” cam- 
paigns are a needed activity in all com- 
munities large and small. 


HARDWARE AGE 








; inex- 
heater 
roperly 


| States 
) made 
mmon- 
th and 
protec- 
he one 
netting 
»roduc- 
id first 
als and 
th and 
d pub- 
eening, 
ors by 
ly few 
vhat to 


some 
‘e high 
due to 


nd the 





tomers. 


he “Be 
in the 
varied 
2. One 
an-up” 
hovels. 
leaner. 

were 
lay on 


> cam- 
ls. for 
BS, e0c., 
low. 

hostili- 
’ cam- 


1 com- 














Four Western Firms Make Usetul Gifts 


M.: women like to 


cook, and all like to set a beautiful 
table, so nothing will please the aver- 
age mother more than some of the 
labor-saving kitchen conveniences, 
the gay bowls and canisters that 
brighten the modern kitchen, or 
something in the way of china, crys- 
tal, pottery or silver for her day in 
May—the second Sunday in May. 
“We find it most effective to stress 
a single line for Mother’s Day,” de- 
clared E. D. Larson, manager of the 
table and housewares department of 
the Turner Hardware Co., Stockton. 
Cal., “so we concentrate on alumi- 
num. We ran a quarter page ad 
showing a cut of Mother, surrounded 
by shining aluminum vessels and 
said ‘A Grand Gift for Mother’s Day 
Aluminum. A gift she will praise 
and prize. A single piece or an en- 
tire set makes a fine gift.” We fea- 
tured casseroles, coffee makers, steak 
sizzlers, and complete seven-piece 
sets, each with the price. We also 
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The Theme of Mother's Day Displays 








Barker Bros. devoted this window to coffee makers with a floral background. 





Everything from major appliances to 
tableware and pottery featured in 
windows with backgrounds of flowers 





The Holliday Hardware Co. featured a line of utility gifts. Tall pillars 
draped with white scarves and bearing bowls of flowers added atmosphere. 











featured this aluminum line in the 
window. On an easel was a portrait 
of Mother, in oils, in a gold frame. 
Long ribbons hung from the corner. 
on which were printed ‘Mother’s 
Day, the second Sunday in May.’ 
Several tall vases filled with red car- 
nations completed the display. A 
seven-piece set of aluminum was dis- 
played on a table just inside the 
door, with a card suggesting ‘One 
piece or an entire set will delight 
Mother on Her Day in May.’ ” 

The Hansen Hardware Co., Med- 
ford, Ore., ran a special ad featur- 
ing glassware and pottery. The en- 
tire side of the store is of glass, so 
that the interior can be plainly seen 
by all passing. Three tables set close 
to the glass featured specimens of 
the lines advertised, while a fourth 
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table held several open boxes in 
which reposed a plate, cup and 
saucer. Beside each was the cover, 
to which was attached a red carna- 
tion and a bow of white ribbon. 
Other open boxes held set of tum- 
blers, a pair of crystal vases and 
small pottery art figures, all packed 
in a gift fashion. “In a town of this 
size,” said Mrs. A. J. Anderson, 
buyer of house and table wares, 
“domestic lines sell best, so we feature 
good quality but not de luxe lines. 
We go on the air for fifteen minutes 
every business day, giving an inter- 
esting musical program, pepped up 
with a few brief announcements re- 
garding our wares. Prior to Mother’s 
Day, the greater share of broadcast- 
ing is devoted to the tablewares sec- 
tion.” 

The Holliday Hardware Co., Santa 


Just 


deal unfairly—in the end it generally 
reacts against. all parties. 

“It is my opinion both the man- 
ufacturer and the manufacturer’s 
agent should recognize this point and 
work on that basis. If the manufac- 
turer’s agent is out to get all the com- 
mission he can get, then he should 
not resent it when the manufacturer 
cuts him back. I think the manufac- 
turer’s agent would be justified in 
asking for a higher rate of commis- 
sion to start until he got the line 
moving and then adjust it on an 
equitable basis to remain there. I 
have a contract in which I use a 
sliding scale of commissions based 
upon price conditions. A manufac- 
turer’s agent can in no way be con- 
sidered in the same light as a salaried 
employee. He is really in business for 
himself.” 


National Hardware Week 
Postponed Until 1947:— 


HERE will be no National Hard- 
ware Week in 1946 but it is ex- 
pected that this feature will resume 
its peace-time place in 1947 and that 
specific dates will be announced 
shortly. 
The uncertainty of merchandise 
availability was the cause which led 
to cancellation of plans for a 1946 


National Hardware Week. Unless 
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Barbara, Cal., featured a varied line 
of Mother’s Day gifts. A range had 
on top of it a card bearing the words 
“Mother’s Day.” Two tall pillars 
draped with lace scarves were topped 
with bowls of California poppies. 
Glass ovenware and enamelware, 
dinner sets, tea sets, beverage sets 
and art pottery also were shown. The 
large semi-backless window per- 
mitted a view of the tablewares sec- 
tion, which occupies a large space 
on the front left side. Each table 
had a card adorned with a red car- 
nation, saying, “Delight Mother with 
something new and smart for her 
table on Her Day in May.” On many 
of the tables and cabinets were cards 
offering interesting and pertinent 
gift suggestions. 

Barker Bros., Los Angeles, devoted 


four windows to the featuring of 





table and cooking wares for Mother’s 
Day. Each of them had an ivory back- 
ground on which were appliqued 
huge fuchsias, lilies, and other flow- 
ers, with the words “Mother’s Day” in 
red. One featured glass coffee mak- 
ers with the card “Give Mother a 
coffee maker, easy to use, easy to 
clean, makes delicious coffee the 
vacuum way.” The others displayed 
dinner sets, wooden and copper 
items and beverage sets, respectively. 
In the housewares’ section was a 
stepped-up table, topped with a 
framed picture of a young mother, 
with the caption “Ideal gifts for wide- 
awake, efficient modern mothers.” 
On the table were shown a score of 
gadgets for preparing food, nests of 
bowls, glass oven ware and sets of 
canisters decorated in red carnation 
design. 


Among Ourselves 


(Continued from page 102) 


greater progress is made at a faster 
pace than the present rate of hard- 
ware production, such an activity 
may not even be feasible in 1947. 


However, we hope it will and that 
hardware dealers take full advantage 
of the opportunity to make the most 
of this industry promotion. 








Following the pattern of its “Moderneering” program, Landers, Frary & Clark has 

opened its bright and modern display room at New Britain, Conn. This full-length 

view shows the major appliance line, small appliances and housewares. Electric 

ranges are featured against the panel design which gives them an individual as 

well as mass display effect. “Universal” and Stanley vacuum goods are displayed 
on the right wall counter. 
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BRIDGEPORT, 





SPECIAL EQUIPMENT 
GUARDS REMINGTON 
QUALITY 


BRIDGEPORT, CONN., April 11, 
1946. Among arms and ammunition 
manufacturers, Remington Arms has 
one of the finest and best equipped ex- 
perimental laboratories in the world. 
The illustration shows a Remington 
technician in the standardization lab 
measuring bullet velocity in a standard 
test gun. Dimensions on the gun must 
be held within three ten-thousands of 
an inch. This test utilizes the latest elec- 
tronic velocity-measuring equipment 
and is performed regularly on each day’s 
production. 

This is but one of many tests and 
experiments that are conducted with 
clockwork regularity to insure only 
best results with Remington ammuni- 
tion. Day after day, the year ’round, 
Remington experts are constantly test- 
ing products from the production lines 
and looking for new and better ways to 
make good products better. 


LY id 


“‘What is he—a setter or a pointer?” 
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“IF IT’S 


IT’S RIGHT!” 


Recently, a customer wrote us and 
remarked that the Remington slo- 
gan, “If It’s Remington—It’s 
Right!”’isa pretty broad statement 
for any manufacturer to make. Per- 
haps it is. But we at Remington 
know that any product that comes 
off our production lines is as “‘right’’ 
as modern manufacturing methods 
can make it. 


Remington products are backed 
by 130 years of experience—dating 
back to the day Eliphalet Reming- 
ton made his first rifle in 1816. Con- 
stant research continually improves 
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our products. Remington’s produc- 
tion lines have the most modern 
and most efficient machinery ob- 
tainable. And every manufacturing 
step is closely supervised and sam- 
ple-tested by highly skilled tech- 
nicians. 

This means that any Reming- 
ton product—rifle, shotgun, shell, 
or cartridge, has been given Rem- 
ington’s “‘all.’”’ And of course, proof 
of the pudding is the respect sports- 
men have for Remington products. 
They know “If It’s Remington— 
It’s Right!”’ 








MODEL 31 TYPIFIES 
REMINGTON WORKMANSHIP 


Among the best examples 
of the Remington standard 
of quality is the Model 31 
pump action shotgun. Tens 
of thousands of these fine 
shotguns have been bought 
by the country’s sports- 
men, with complete satis- 
faction on the part of the 
buyer. The Model 31 is the 
finest pump action shot- 
gun money can buy. Used 
during the war, for training 
aerial gunnery .students, 
these boys soon named it, 
“the pump gun with the 
‘ball-bearing’ action’ be- 
cause of its velvety-smooth. 
operation. 
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TESTS ON REMINGTON 
_ PRODUCTION LINE 
ASSURE HIGH STANDARDS 


BRIDGEPORT, CONN., April 11, 
1946. The accuracy of Remington 
firearms and ammunition is no ac- 
cident. Precision workmanship is 
used throughout all manufacturing 
processes . . . working to exacting 
standards and close tolerances. But 
to ascertain quality and flag any 
flaws in material or workmanship, 
every step in each operation is 
closely supervised and inspected. 
Ammunition and firearms are given 
thorough laboratory and field tests, 
so that, when a customer buys a 
Remington product, he is assured 
of only the best. 








Au of us have re- 


peatedly experienced, and _ revenge- 
fully resented, the uncivil manners 
of many of those who have served 
the public one way or another, especi- 
ally during the last few years. 

As everyone well knows, the last 
few years have been a field day for 
uncivil and bad mannered employees 
who come in contact with the public. 
The public is fed up with such treat- 
ment. As merchandise becomes more 
plentiful, the public will expect and 
demand maximum courtesy, coopera- 
tion and appreciation of them and 


their patronage. 

Even the most ignorant customer 
resents discourtesy and indifference 
almost equally, for as a rule both go 
A salesperson may not 


together. 





Courtesy Comes First! 


By DUDLEY HAMILTON 


know his stock as thoroughly as he 
should, or he may be slow and have 
other related faults, but these do not 
antagonize the customer anywhere 
near the same degree as in compar- 
ison to discourtesy and lack of in- 
terest. 


Courtesy Counts 


Or to look at it in another way, 
if a salesperson is courteous and at- 
tentive. even though he might be 
somewhat below average in other 
respects. would probably win over 
all others in a sales contest, especi- 
ally in a retail store where the cus- 
tomer comes in usually for the pur- 
pose of buying. It is just that simple 
to be a fairly successful sales person 
in most departments in a retail store. 

Of course, there are various de- 


































“Good manners on the part-of the salesman 
will put the customer in a receptive mood 
and his courtesy and an evident interest 
in the customer's welfare is appreciated.” 






grees of success, and other qualities 
are also necessary to enable a person 
to obtain maximum results from sales 
effort. Some of these qualities every- 
one cannot possess or even develop, 
for some people have more natural 
ability and can acquire more than 
others, are more determined to suc- 
ceed, to work harder, to study and 
apply themselves. Let’s be frank, 
some have more brains than others, 
better personality, better appearance, 
etc. 

There is no excuse, however, for 
anyone not to be courteous and help- 
ful in serving the public. We can’t 
all be super-salesmen, but all of us 
can make people like and respect us 
and the store wherein we are em- 
ployed. Of course, some customers 
are cranky, unreasonable, overbear 
ing, and I’m afraid that many people 
will be even more or so for quite 
some time, because they have re- 
ceived so much discourtesy and bad 
treatment during the war years that 
they are inclined to be very revenge- 


ful. 


Manners Are Appreciated 


But good manners on the part of 
the salesman will quickly put the cus- 
tomer in a receptive mood, and his 
courtesy and an evident interest in 
the cwstomer’s welfare is readily 
recognized and appreciated. 

As the salespersons say goodbye 
to the customer they feel that they 
will see that customer again and 
again. and they really want to see 
the customer again and again, for it 
has been a pleasant and stimulating 
experience. They may turn round to 
one of their associates and say, “That 
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EDITOR’S NOTE: Successful retailing depends more 
upon unfailing courtesy by the salespeople than any 
other single factor, says Mr. Hamilton, speaking from 
a background of more than 20 years of personal ex- 
perience in selling and sales supervision. He has 
lately completed an intensive investigation of the re- 
lations between store, customer and employees in all 
types of retail establishments and from this study has 
formulated a program which he calls “The Courtesy 
Plan”—a copyrighted method for improving customer 


ualities 

Saas relations and fostering the good will of the public. 

m sales oil 

s every- 

levelop, 

natural , ; ’ 

gpa lf you cant satisfy our employees yet _some discourteous and actually 

“Trae you can’t buy anything in this store disloyal employee can quickly de- 

i aid ... If our employees don't like you, stroy the customer’s desire to trade 

ok guener isseenen you may expect to be insulted or in that store. 

pri ignored. It is not only salespeople who ag- 

erie Naturally, no store could take such _—_gravate customers, other classes of 
Se attitude. Yet today too many store employees in a retail store come in 

alt da on people like that.” The salesper- employees are actually doing every- —_ contact with the public and these em- 

d help- cunt, af cxeemn, 268 candh tu. coette thing in their power to make the cus- ployees also must be taught the value 

vipa 4 this satisfying result. tomer feel as uncomfortable and as of courtesy and the importance of 

Sal on lil RE A unfriendly as possible, just as though being interested in the customer's 

pect us des anid these, hee or che tases the the management had advertised the desires. for by their actions they 

ah allie store with a pleasant feeling, and above statement and the employees _—_ often make it difficult for salespeople 

eine mentally says, “I will see that sales- were merely following orders. to serve customers. 

exbedr person again for he or she was a nice It takes years of time. effort and There are many reasons for the 

- people person and was really interested in money to create goodwill for a store. present epidemic of bad manners: 

r quite me.” 

ave re- Courtesy begets courtesy—interest 

nd bad begets interest. Indifference begets 

ars that indifference — curtness begets curt- 


evenge- 


ness. 


Cannot Be Exaggerated 


ted I don’t believe you can exaggerate 
part of the power of courtesy and a natural 
the cus- desire to assist the customer in find- 
and his ing what he or she wants. Unless 
erest in courtesy and real interest in the cus- 
readily tomer is manifested, all other sales 
ability is wasted. 
zoodbye A real salesperson recognizes that 
iat they he must serve all kinds of people. 
in and that all customers are invited guests 
to see as long as they are in the store. The 
1, for it store has invited them to come in 
nulating and spend their money. The store 
ound to does not advertise to the public. 
y, “That “Come in cheerful or stay out .. . 


“She leaves the store and mentally says, ‘I 
will see that salesperson again for he was 
a nice person and was interested in me.” 
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improper home environment; a short- 
age of help that enables the undesir- 
ables to get jobs; improper school 
training; wrong vocation for the em- 
ployee; communistic tendencies; im- 
proper or no training by manage- 
ment; not sufficient incentive for 
employees; contamination of em- 
ployees through bad example; unfair 
union practices; to mention a few. 

Any person who desires to success- 
fully serve the public in any capacity 
whatsoever should be able to truth- 
fully answer “no” to most of the fol- 
lowing questions: 

—Do I dislike people? 

—Am I unduly critical of people’s 
actions? 


—Do I feel inferior to most 
people? 

—Do I continually find fault with 
others? 


—Am I over-sensitive to other’s 
attitude or tone of voice? 

—Do I continually feel someone is 
trying to insult me, browbeat me or 
make me feel small or cheap or in- 
ferior, mentally or physically? 

—Do I envy most people who are 
better looking or better dressed? 


—Does jealousy influence 
judgment or manner? 

—Am I overbearing? 

—Do I think it clever or master- 
ful to rudely beat someone to a seat, 
or to make someone step aside for 
me when I am on the wrong side of 
the sidewalk? 

—Am I disrespectful to older 
people? 

—Do I display anger when criti- 
cized? 

—Am I a poor listener, especially 
when the subject is one in which I 
am not particularly interested? (To 
successfully serve the public you 
must be an attentive listener.) 

In relation to other necessary 
qualifications which the average in- 
side retail salesperson must possess 
courtesy comes first in the writer’s 
opinion. For example: 

First. Courtesy and a real desire 
to be of service. 

Second. Thorough knowledge of 
the stock. 

Third. Personal appearance and 
hygiene. 

Fourth. Sales technique. 

The American public are in a posi- 


my 


BURNING UP FOR A HOT ITEM? 
The FOLDAWAY Incinerator 







Folds flat to 37°x24"x1'/4". 
stock space, freight and delivery costs and 
realize that there's money in this item at 
each—retail O.P.A. ceiling. Costs you $15.42 per 


dozen, F.0.B. Elwood, Ind. Terms 1% 10 


net 30. Minimum order—one dozen. 


ORDER TODAY! 


HEIGHT—24%4” 
DEPTH—18%”" 
WIDTH—18%”" 


Think of the saving in 


A PROVEN TRAFFIC-GETTER 
AND A PROFIT-MAKERI 


The FOLDAWAY all-welded incinerator has In- 
stant sales appeal. Durobly constructed of heavy 
gauge metal, it withstands high temperatures and 
retains its shape even when packed full. Scien- 
tifically designed for fast, safe burning. Attrac- 
tive enamel finish. A year round seller that moves 
like a torrent in Spring and Fall. Place your 
order now. 


you'll 
$2.15 


days, 


Folded—37" x 24" x 14" 


R. C. COX CORPORATION 


205 W. Wacker Drive, Chicago 6, Illinois 
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National Distributors of Monticello Wire Products 








tive frame of mind that as conditions 
return to normal they will demand 
that they and their dollars be re- 
spected and appreciated. I am sure 
that every good merchant appreciates 
this fact. 

To cure the obnoxious habit of 
discourtesy, indifference and related 
faults in those who serve the public 
is the real job for management to 
take on right now. The public will 
soon be able to pick and choose 
where they will spend their money. 
If I were retail store management I 
would now be working hard to first 
instil courtesy in every one of my 
employees. Sales training would 
come second. For unless employees 
are in a receptive courteous mood, 
sales training will be wasted on 
clouded vision, closed ears, shrugged 
shoulders and wise looks. 

All republication rights in this article 
have been reserved by the author. It 


may not be reprinted in whole or in part 
without his permission. 


Merchandising the One 
Price Model Kitchen 


(Continued from page 112) 


a contractor and_ sub-contractor’s 
profits, this places too heavy a bur- 
den on the homeowner. Our policy is 
to realize only the separate profits 
involved on each appliance, cabinet, 
sink or linoleum roll without over- 
charges for the “complete job” or 
any such excess profit. By the same 
token, we do not intend to make 
“price sacrifices” even when the old 
competitive situation returns. We 
will show the same profit per element 
in the kitchen at all times, with no 
reductions in favor of moving the 
entire amount in one flat-price sale. 

Fourth in line is sales management. 
Whereas before the war it was neces- 
sary to use outside salesmen making 
aggressive night calls to push the 
$1200 to $1500 model kitchen, I do 
not feel that this will be necessary 
for many years in our territory, on 
complete model kitchens. We will, 
however, have outside men on in- 
dividual appliances and other lines. 
Magazines, newspapers, home fairs 
and general advertising are all aimed 
at the package kitchen today, to the 
point that the usual customer coming 
in is already interested in a flat- 
price kitchen. They will seldom re- 
quire “grading up” from an appli- 
ance sale to the complete kitchen. 
At present. we have enough cus- 
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tomers signed up for all-electric | 


kitchens to keep us busy for all of 
1946 and part of 1947. We believe in 
getting started now on this field, 
however, taking advance orders, 
asking prospects to make contractor 
arrangements well in advance, and 


setting the stage for later delivery. | 


Sales management of course in- 
volves promotion. By far the most 


practical types in this field are cook- | 
ing schools, run daily or bi-weekly, | 
and well advertised in homemaker’s | 


sections of newspapers. For $20 
per day the dealer can attract 150 
or more women, give demonstrations 
with home economists supplied by 
the local utility and supply a meal. 
At Fisher-Glassford we hired our 
own demonstrator before the war. 
They attract so much attention that 
it is seldom necessary to advertise 
otherwise—and, of course, contacts 
with builders and remodelling con- 
tractors will produce many extra 
prospects. 

Our future promotion will be 
aimed at both the remodelling and 
new-home market in equal propor- 
tion, so long as we are able to main- 
tain contractor efficiency in both 
fields. Since the hardware store is the 
most closely associated with the home 
of any type of retail dealership, we 
feel reasonably sure that we can con- 
tact all remodelling prospects first— 
for lumber, paint and hardware, if 
for no other reason. Therefore, our 
entire appliance department will be 
built around the complete model kit- 
chen display, with delivery from the 
warehouse through the contractor’s 
hands. 


Hardware Store Failures 
Dropped in Ten Years 
(Continued from page 114) 


likelihood of failure. Nevertheless, 
each trade should be studied care- 
fully to determine whether longevity 
is related to the character of the 
product handled or to other peculi- 
arities of the trade, such as large 
initial size or association with large 
distributors. 

It is expected that the study will 
be of help to people contemplating 
entering business. The number of 
business establishments is low at 
present in relation to sales volume. 
The end of the war, moreover, has 
brought good opportunities for new 
concerns in many lines of business. 
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Quirk’s Quick Death is the best- 

selling rat killer on the market. Holds 
Backed by consumer advertising ata Pane 
and packaged and displayed so it 

will sell itself, this year ’round 

profit maker should be on your 

counter. Fill out and mail now the 

coupon below. 


Card at left holds 12 25¢ 
packages... 2 cards to carton. 
RETAIL PERCARD .. . $3.00 


HE OHIO PRODUCTS COMPANY 
NORTH MADISON, OHIO 


ase ship me the following: 


cards of 28 (15c) packages; Dealers’ Price $2.40 per card. 
cards of 12 (25c) packages; Dealers’ Price $1.80 per card. 


Bill through my jobber 
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Utilizing “No Man’s Land” Areas 
Helps to Build Volume 


Willis Hardware & Furniture Co. 
makes excellent display use of 
sections of the store which are 
often regarded as unprofitable 


This five-shelf pillar display 
helps show glasses to advantage 
and builds volume and _ profits. 





Lamp shades hung for an apron conserve space and attract customers. 


ee of space 


frequently impose hardships upon 
many hardware dealers, and some 
of them find it difficult to display all 
of their merchandise to advantage 
when space is at a premium. The 
Willis Hardware & Furniture Co. of 
Portland, Ore., however, solved this 
difficulty by utilizing two “no man’s 
land” areas to decided advantage. 

One is a semi-circular five-shelf dis- 
play which is attached to a support 
pillar. The five shelves are used for 
showing a new line of table glasses. 
The bottom shelf is close to the floor 
and has a radius of 20 in. This shelf 
holds 10 dozen glasses. The four 
shelves above the bottom shelf have 
a radius width of 17, 15, 11, and 
8Y%, in. with the smallest at the top. 
The top shelf is used for cocktail 
glasses and specials. 

“We have made a special out of 
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© COMING UP! 


THREE GREAT MODELS 


Here are three great, nationally advertised 
Stevens models your customers will reach for 
in the days that are coming. All three—bolt 
action repeating shotgun, .22 caliber automatic 
rifle and single barrel shotgun—will appeal to 
that vast majority of shooters who buy firearms 
for pest control, utility service, casual hunting 
or “plinking” and who demand outstanding 
value, combined with dependability and fine 
handling qualities. 
Your jobbing distributor soon will have a sup- 
ply of these, and other rifles and shotguns in 
} of space the complete Savage-Stevens line. Savage Arms 
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the line,” said Clarence Dunn, floor 
sales manager, “and we are selling 
about twice as many glasses per 
week since we built the pillar dis- 
play. 

“There is only one bad point and 
that the extra housekeeping. It is 
difficult to clean and polish the 
glasses. We place a small table near 
the display and remove the glasses 
from one shelf at a time and polish 
them. We have found this the safest 
and quickest method.” 

The store also does a large volume 
in lamp shades and this has contin- 
ued to increase for the past two 
years. The bulky shades presented a 
tough display problem in the face 
of space shortage. 

Fred Willis, partner in the store, 
worked out an overhead hanging 
display arrangement which accounts 
for showing 24 shades without using 
any table or floor space. 

A hanging wooden apron was 
placed down the center of the store. 
This apron is 714 ft. from the floor 
and 4 ft. wide. The space above the 


apron is used for displaying all 
types of baskets and hampers. The 
lamp shades are hung from the under 
side of the apron. 

The section of the apron used for 
displaying lamp shades is directly 
over a four-shelf, step-up type, dis- 
play table used for year-around gift 
items. One lamp complete with shade 
and stand is shown on this table. 


Arrangement Effective 


The arrangement is decidedly ef- 
fective and gives the impression of 
a large amount of merchandise being 
shown without any over-display dis- 
advantages. 

“We have found,” Mr. Willis 
says, “that our present arrangement 
of overhead display for lamp shades 
has many advantages. 

“First, we can display a dozen or 
more large shades without using 
valuable floor space. Shades without 
the stand are much better displayed 
when they are hung. Customers do 
not handle them nearly as much 





when they are hanging. They can be 
reached but it is not the temptation 
that it is when a shade is resting on 
an open-top display table. In the past 
we have had a good many shades 
badly soiled from handling. Only 
about fifty per cent of our present 
stocked of shades are packaged with 
Cellophane. 

“Under some of the hanging 
shades we have electric connections 
and use small light bulbs. This tends 
to highlight the entire display and 
draws customers from all over the 
store to it. 

“Then, I think there is an advan- 
tage in having shades hung. The cus- 
tomer can see how the shade will 
look. At least we have had customers 
tell us that. And I suppose the proof 
is in the increased volume of sales. 
Since we have been showing lamp 
shades from an overhead apron, we 
have had a considerable increase in 
sales volume. We attribute a part of 
this increase to the better display 
arrangement.” 


A Specially Designed Building for 


Special Purpose-Builders’ Hardware 


ing, another feature also detailed in 
the building plans and contract. De- 
livery and shipping is facilitated 
from the side driveway where stor- 
age for the trucks is also provided. 

Most of the stock of finish hard- 
ware, which Mr. Warren handles ex- 
clusively, is bought direct from the 
factories and is sold to contractors 
and builders. The store’s stock fea- 
tures fine locks, door trim, door 
closers and panic devices; butts, 
hinges, and forged colonial hard- 
ware, and overhead garage door sets 
and light and heavy industrial slid- 


Set back 30 ft., there is ample parking space. Display room is at right of entrance, offices at left. 
space for trucks and for delivery and shipping. 


(Continued from page 119) 


ing door track and hangers. Present 
plans of the new company do not 
call for handling nails, screen wire or 
any of the other ‘items generally 
classified as heavy hardware, unless 
future demand necessitates it. 


Knows Builders’ Needs 


Mr. Warren is well acquainted 
with the needs of builders and con- 
tractors having been associated with 
the Brown-Bellows-Columbia Co. in 
the construction of the Naval Air 
Station at Corpus Christi. While in 


charge of the builders’ hardware de- 
partment of that company, he speci- 
fied and bought over $300,000 worth 
of builders’ hardware for the main 
station and its outlying fields. 

At the close of the construction 
job in 1943, he went to work as a 
locksmith in the Public Works De- 
partment of the naval station where 
he helped service and maintain the 
thousands of locks and other builders’ 
hardware items on the station. Im- 
mediately after V-J Day, he left the 
Navy’s employ and started planning 
his present business. 
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Portable Radio Batteries 


DISPLAY CARD 
for more portable radio 
battery sales—6” x 14” 
for counter or window. 


NATIONALLY 


ADVERTISED 
Thisad appearsin May 
in these magazines — 
The Saturday Evening 
Post, Better Homes 
and Gardens, Ameri- 
can Magazine, Coll- 
ser’s, Liberty. 


WINDOW STREAMER 
Colorful red-and-black 
streamer tells buyers 
your store is portable 
battery headquarters! 


REPLACEMENT GUIDE 


Instantly shows you the 
right battery type for all 
portable radios! Also 
free newspaper mats! 


ORDER BURGESS BATTERIES TODAY! 
Get set for the busy summer-season ahead— 
stock the Burgess line of portable radio bat- 
teries now—yoor distributor will quickly 


supply your needs! 


CLIP THIS COUPON FOR 
FREE DISPLAYS 


‘BURGESS BATTERIES 


Burgess Battery Company, Dept. 29, Freeport, Illinois 


Gentlemen: 


Send us the FREE sales helps for the Spring Portable Radio Battery campaign! 


Our Burgess distributor is ___ 


DEALER'S NAME 





ADDRESS 











A Realistic Appraisal 
Of Distribution Problems 


(Continued from page 110) 


ing the setting up of training and 
retraining courses, personnel bureaus 
to act as clearing houses for the 
placement of those with special 
skills, and cooperation with the 
schools and colleges to improve their 
appreciation of the importance and 
attractiveness of a career in advertis- 
ing and sales promotion. 

2. The Area of Fact-Finding: 
Those engaged in advertising and 
sales promotion should develop facts 
in areas where the need for such 
facts is recognized and techniques 
for ascertaining them are known or 
can be developed. Available facts 
should be used intelligently. 

3. The Area of Improvement in 
Quality of Advertising and Sales 
Promotion: Work toward the correc- 
tion of those factors in advertising 
and sales promotion which lessen 
the effectiveness of the whole. For 
example, objectionable ads, irritat- 
ing radio commercials, and the type 
of competitive selling which attrib- 
utes to all competitors faults true 
only of-a few. Advocate to those en- 
gaged in advertising and sales pro- 
motion the need of increasing our 
total distribution to the greatest pos- 
sible extent to ensure a prosperous 
economy. 

4. The Area of Understanding: 
Seek to improve the understanding 
by business leaders, government offi- 
cials, consumer leaders, and the pub- 
lic of the true functions and essen- 
tial nature of advertising and sales 
promotion. Bring home to them the 
fact that the success of the whole 
economy depends on the success of 
distribution, of which advertising 
and sales promotion is an important 
part. 

A report of this type should be of 
decided assistance to distributors 
who are engaged in planning for the 
future. Single copies may be had on 
request from the Domestic Distribu- 
tion Department of the Chamber of 
Commerce of the United States. 
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~ 








Latest News on 
RECONVERSION 
on page 184 
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The ABC of What 
Retailing Wants 
(Continued from page 120) 


re-acquire the natural balance may 
be watched and any undue fluctua- 


tion’ may be met by the weight of | 


continued price control, thus insur- 


ing that no wild upward surge of | 


| 


the value of goods and services may | 


be achieved. The principal effort, 
however, should be directed to pour- 
ing more and more of the things 


which money can buy on to that end | 


of the see-saw. Anything which fails 
to produce more goods and services, 
or which reduces the supply is in- 
flationary because it will send money 
value down and other values up. 

This, in the simplest possible form, 
is the story of the attitude of the Na- 
tional Retail Dry Goods Association 
on this question of price control. We 
are asking only that Mr. Bowles al- 
low the production of needed goods 
to increase. 

To do this he may have to allow 
modest increases in price to old es- 
tablished manufacturets who have 
the capacity to produce in great vol- 
ume, but who can not profitably pro- 
duce in volume under the ceiling 
prices to which they are frozen. 





Displays Advice and 
Advertising Combine 
To Build Paint Volume 


(Continued from page 121) 





of paint needed, together with advice 


on proper application. Help of this | 


sort is appreciated by the customer. 
When he does a good job by follow- 
ing directions, he often becomes a 
regular paint patron. 

The Jordan store sells paint to 
contractors, householders and also 
to farmers and industrial concerns. 
By tapping all possible markets, the 


store is able to build a large annual | 


volume. Farmers especially are 
working on painting programs which 
take in farmhouse, barns and many 
of the smaller buildings. Many a 
farmer will buy 50-gals. of paint in 
5-gal. cans for barns and other build- 
ings. Industrial concerns have need 
for special finishes which are stocked 
at the store. 

The firm employs daily newspaper 
advertising of a special type. Small, 
rather than large ads, are used, and 
the border background is distinctive. 
This gets the Jordan ads a lot of 
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ine up with . 


the ‘Fuel-Proof line 











* 
a? CUSTOMERS don’t want to walk 














-*” into an argument. They want 
a to walk up to the range or appli- 
a ance for the fuel they prefer. That’s 












why more and more leading dealers are lining 
up with Estate Heatrola...the one line of cook- 








ae” ing and heating appliances for all fuels...all sold 
a® under one famous trade name. 
¢ BIG NATIONAL ADVERTISING in color in The Saturday Evening 





Post, Good Housekeeping, Woman’s Home Companion, Better 
Homes & Gardens, and Country Gentleman is pre-selling your 
best prospects on Estate Heatrola Gas and Electric Ranges 
with the famous Bar-B-Kewer. Write today for full facts and 
name of your nearest distributor. 


ESTATE zinc 


RANGES & HEATERS 


Ranges for City Gas, LP-Gas, Electricity © Heaters for Coal, Wood, Oil 
THE ESTATE STOVE COMPANY, Hamilton, Ohio *© House founded in 1842 












































6 reasons why 
it pays to push 



















Prime is easy to sell—the No. 1 
name in the industry, backed by 
12 years of success, 





Prime is profitable — priced to 
give you an attractive margin, 
on a substantial unit of sale. 








Prime keeps your customers 
happy — delivers more shock, 
effective alternating current 
shock, safe shock (Underwriters’ 
Laboratories Marker on every 
A, C. controller). 
























Prime helps you sell — witha 
consistent farm paper advertis- 
ing program, 

Prime protects the dealer—with 
an unvarying sales policy of 
selling only through jobbers. 
Prime controllers are available 
— your jobber has both hi-line 


and battery models in stock now. 
Order your Spring requirements. 


T-23 


The Prime Mfg. Co. 


MILWAUKEE WISCONSIN 














attention. 
space in this ad program which 
brings in many customers through- 
out the year. 

The store uses one of its two large 


display windows for frequent show- 


ing of paints of all types. These dis- 
plays appeal to both the homeowner 


Paints get their share of 





and the farmer. The store is located 
on the city square which means that 
the windows get plenty of sidewalk 
attention from pedestrians. 

Paints can be loaded in front of 
the store or at the rear by customers, 
as parking and loading facilities are 
available at both locations. 








HILE there is no universally rec- 

ognized measurement to indicate 
a rifle is a small or large bore, in Amer- 
ica any rifle under 25 caliber is con- 
sidered a small bore, according to 
Merton A. Robinson, chief Winchester 
ballistician. The 22 caliber rifle is now 
generally known as a small bore rifle. 
In England it is known as a miniature 
rifle. 

The term “small bore” is confined to 
rifles. Shotguns having barrels of small 
diameter such as the 28 gage and the 
67% gage (410 bore) are incorrectly 
referred to as small bore. The proper 
term to use in connection with shot- 
guns, according to Robinson, is small 
gage. 

In a rifle, the bore is the hole in the 
barrel after it has been drilled and 
reamed before rifling. Bore diameter 
of a rifle is the measurement between 
the opposite lands and not the distance 


What Is Small Bore? 


between the grooves or the rifling 
which is normally the caliber of the 
bullet. 

Only a truly cylinder bore shotgun 
maintains its bore diameter throughout 
its length. The muzzles of all choke 
shotguns are constricted to varying de- 
grees. However, Mr. Robinson points 
out, the difference between a cylinder 
bore and a choke bore is only a mi- 
nute fraction of an inch. For example, 
in a 12-gage shotgun the muzzle of a 
full choke barrel is approximately 
thirty-five thousandths of an inch small- 
er than that of a cylinder barrel of the 
same gage. 

The Army has declared surplus 272 
plants, originally costing about $1,500 
million, while the Navy is ready to dis- 
pose of 140 others. Most of the Army 
facilities were used in the production 
of munitions. The bulk of Navy facili- 
ties were for shipbuilding and repair. 





Gives First Aid to Lawn Mowers 


ANY customers are satisfied with 

the additional use they get out 
of lawn mowers and small appliances 
which they have serviced at the George 
Schiedermayer & Sons store in Apple 
ton, Wis. 

One man at this store is kept busy 
most of the time taking care of such 
repairs. Very ¢eldom is there any un- 
necessary delay in this work when the 


parts are available. Customers like 
this prompt service. 

Many service customers are good 
prospects for the sale of new appliances 
and other merchandise. During the war 
period a man who had a full time war 
job came in for several hours each day 
to help man the hardware service prob- 
lem and thus enabled the store to give 
customers fairly rapid service. 


The shop may be small but it turns out a lot of repair work. 
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GOMETHING'S COOKING! Your best 

recipe for a busy and profitable cook- 
ing and appliance trade becomes your all- 
time favorite when you’ve seasoned it with 
the well-known and time-honored L& H 
line. More than 70 years ago, appliance 
merchants with a hankering for a strong, 
well-balanced diet of sales and profits, 
began sampling the real sales flavor of L&H 
cooking and heating equipment — and 
found it to their liking. 


Today, there’s a new tastiness — added im- 











provements, time and temperature controls, 
greater cooking ease, innovations and de- 
velopments to delight the girl with the book, 
the bowl, and the mixing spoon. And for 
the L&H merchant there is an eye-appealing 
line, plus a powerful promotion program, 
designed to lead the way into the kitchens 
of most every prospect in your trading areas. 


It’s simple to mix yourself a nice dish of 
L&H profits. A letterhead, a pen and a post- 
age stamp are sufficient to bring you the 
complete story of this long-established line. 





THE SHERIDAN ELECTRIC KEROGAS 


ELECTRIC RANGE 


WATER HEATER 


OIL RANGE 


A. J. LINDEMANN & HOVERSON CO. 


MILWAUKEE 7, WISCONSIN 


Besufacturers of EL C WATER HEATERS © GIL RANGES + PORTABLE OVENS + CiL BEATERS + Bisse 
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Show Screens, Door Mats and 
Table Appliances in Early May 
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DOOR MAT 
WINDOW 


MERCHANDISE: Cocoa door 
mats in various sizes, rubber 
mats, steel mats, shoe clean- 
ers, shoe scrapers. 


TABLE APPLIANCE 
WINDOW 


MERCHANDISE: Electric 
irons, steam irons, vacuum 
cleaners, pressure cookers of 
all kinds, electric clocks, fans, 
heating pads, electric shavers. 

BACKGROUND: Center 
panels of light green material 
or painted wallboard. Side 
strips of ivory material. Cut- 
out letters of ivory material. 


KEEP THE DIRT OUTSIDE 


DOOR MATS 
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SCREEN DOOR 
AND WINDOW 
WINDOW 


MERCHANDISE: Screen 
doors, adjustable window 
screens, wire cloth, fly swat- 
ters, fly spray. sprayers, cat- 
tle spray, screen door hinges, 
checks, springs, latch sets. 
lock sets, screen door catches, 
bumpers. 

BACKGROUND: Center 
panel ivory corrugated ma- 
terial or wallboard painted. 
Side panels light green ma- 
terial. Cut out letters light 
green material. 
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Wee Tex 


PATENT APPLIED FOR 


— ee ae . 


Now Ready 

in Two Sizes 

Passenger car mod- 

el (as illustrated)— 

also serves light trucks. 

List price $4.50 per set. 
Heavy-duty models for 
trucks and buses. This model 

is equipped with web-belting 
arrangement for convenience in 
carrying. List price $14.90 per set. 


Base for Jack 


TIRE-TRAC plates 
makea platform to hold 
jack firmly on soft turf. 


MORTON 


—— 
_ S/ 
ae eS 


“Bead... tak. . Seem... . ee acl 


Traction Insurance for All- 
Weather Driving Conditions 


There are no off-seasons for bad roads. Winter or summer, TIRE-TRAC 
helps to keep cars rolling. It forms an effective bond between tires 
and slippery roads. Its plates hold firmly in mud, sand, or snow ruts. 
TIRE-TRAC forms a rigid but flexible runway. Its plates are of two- 
ply steel, electro-welded, firmly linked together. The famous Kass 
Tread non-slip tractive surface is an exclusive feature; rust-proof 
treated before painting. 


Many Other Uses 


TIRE-TRAC can be used as a solid base for your jack when stalled 

on soft shoulders. It is a useful wheel block when stopping on 

hills or for helping to disengage locked fenders. It is handy for 
scooping snow out of wheel ruts. 


Bumper Pick-up Cable 


Ingenious cable attaches to bumper 
so that driver can move on to solid 
road surface before recovering his 


TIRE-TRACS. 


MORTON MFG. CO. pow 
matt Cray! 


5109 W. Lake Street 
CHICAGO 44, Ill. 


Please send new TIRE-TRAC descriptive folder 
and price list. 


MANUFACTURING COMPANY 


5109 W. Lake Street 
CHICAGO 44, ILL. 


Street No 


City, Zone, State 


tA 
LE | i ae ee ees 


APRIL 11, 1946 





Changes Are in Order 


terest in your merchandise 

and store by making a few 
changes at this time of year. Changes 
are very much in order at present as 
spring and summer goods are 
brought out to replace winter items 
previously on display. 

This is a big job and will require 
some excellent planning to show all 
the seasonal items. Many hardware 
stores are short of display space, so 
that remodelling of present equip- 
ment to obtain greater space is well 
worth considering. It is not too dif- 
ficult to make over old tables and to 
develop display space that will make 
possible the showing of approximate- 
ly 50 per cent more goods. Check 
into the design of this equipment and 
adapt it if you can. 


Gert in the customer’s in- 


Lawn and Garden Goods 


Some of the items that must be 
provided for this time of year are 
lawn and garden goods. Even though 
the supply may still be short there 
will be some additional items not 
available heretofore. Both table and 
platform space will be needed to 
show seeds, fertilizer, steel goods, 
lawn mowers and the like. 

Revamping of sporting goods dis- 
plays will be necessary with the re- 
turn of golf goods and increased 
supplies of fishing tackle, baseball, 


and tennis items. 


Housewares Changes 


No doubt, changes will have to be 
made in the housewares sections to 
make room for the return of goods 
long absent. Backgrounds of fixtures 
should be repainted and the fixtures 
themselves cleaned. Make a new start 
with these items and you will do a 
much better job. 

It’s not too early to begin to re- 
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place all old price tickets with new 
ones. Every table in the store should 
be freshened up in this manner. It 
will take some time to do this job 
so the earlier the start the better. 
Where tables have to be completely 
revamped, make a note to clean the 
glass bin dividers. Most of the dirt 
and dust can be removed satisfac- 
torily with a damp rag. 


Show Cards 


There will be many show cards 
that will have to be made over if 
everything about the table is to be 
in order. Get this job started for it 
will take some time and soon time 
will be at a premium. The spring 
rush is not far off. 


For stores that want to give new 
life to their tables, it is suggested that 
they be completely repainted. Try 
a light gray with maroon trim. It’s 
a very satisfying combination and 
wears well in a hardware store. 

When you are engaged in fresh- 
ening up the store, don’t forget your 
lighting fixtures. If you happen to 
have indirect lighting be sure that 
your reflectors are taken down and 
thoroughly cleaned. There is little 
sense in having an immaculate place 
of business and getting but a small 
percentage of the illumination you 
should have. By all means see that 
your lighting equipment does its job. 

Yes, changes are in order, and 
this is the time to make them. 








Test Your Hardware Sense! 


Grade yourself in the following manner to see how good you are. 
Each question correctly answered is worth 20 points. A grade of 100 
is excellent; 80 is good; 60 is fair; 40 is poor, and 20 very poor. 
The correct answers to these questions will be found on page 218. 


Work the problem first—then substitute the figures 
of your own business for those in the problem. 


1—In advertising, what do terms “lower case” and “upper case” 


letters mean? 


2—A bookkeeper in a hardware store located in a city of 15,000 
population works 48 hours. Her rate of pay is 53 cents per hour. 
Figure her total pay if the store pays time and a half for all hours 


over 40. 


3—Salesman “A” is paid at rate of $1.00 per hour. He works 40 
hours a week and has’two dependents. Figure his total pay also, his 
net pay after withholding taxes, and Federal Old Age Benefit de- 


ductions have been made. 


4—A store employs a plumber and sells his time. He is paid at 
rate of 90 cents per hour. Store sells his time at $1.50 per hour. 
Figure margin in percent of the selling price on sales of this type. 


5—Determine the shrinkage in margin caused by a 5 per cent 
increase in the cost of an item. Item originally cost $1, it now costs 
$1.05. It sold and still must be sold for $1.50 which formerly pro- 
duced 33 1/3 per cent margin on sales. 


(Answers on page 218) 
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You can’t miss with this new big money-maker! It’s a natural, it’s fool- 
» ee proof, it's insured to work or else by a nationally-known insurance company! 
It’s an exclusive that your competitors will have a hard time matching. 
Here’s just part of the exciting HYDROZO sales story: Laboratory and 
oot field tested efficiency between 99% and 100%! It never failed once during 
years of actual use ina limited test area! The most economical, effective 
waterproofing ever known—this super-sealing, pore-filling, colorless 
plastic gum can be easily sprayed or brushed on concrete, brick, tile, 
stone, stucco, wood, canvas. In fact, it has a hundred or more uses with 
new ones turning up every day. And once on, you're rid of dampness, 
« seepage, deterioration for a lifetime. It forms a surface protected from 

«” soot, dirt, rot, decay, and ideal for painting. 


_.  ECONOMICAL—EASY TO APPLY 


HYDROZO goes on like paint, only fastet, easier. Can be used inside 
and out. One gallon covers a hundred square feet of masonry or two 
hundred square feet of wood with two coats. It can even be mixed to 
make a weather-resistant waterproof paint! 


POSITIVE SALES-HELPS 


Whether dealer or distributor, your HYDROZO sales sailed is assured 
<O by one of the most colorful and forceful sales promotion campaigns ever 
designed. Goes to consumer, dealer and distributor. 

Why not clip the coupon now and get one of the choice territories 
still open. You can be sure of immediate delivery of all the many 
gallons of HYDROZO your customers will want. Write TODAY for BIGGER 
PROFITS tomorrow! 


Please send the Big Profit 
HYDROZO Story at once. 


L] Dealer C] Wholesaler 


National Hydrozo Co. 
5234 St. Clair Avenue + Cleveland 3, Ohio 








9th & W Street - * °* Lincoln, Nebraska 
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Here's one of Pettee’s Rodeo-time 


window displays. This is not merely a stunt 
er exhibition display for all of the items shown in 
this window are carried in stock and sold throughout the year. 


Lassoes Customers With a Rodeo Tie-in 


W. J. Pettee & Co. uses western theme 
to advantage during period of the 
Oklahoma Livestock Show and Rodeo 


OR cowboy and for dude, 

wooly if not wild, was the 

main window display of W. J. 
Pettee & Co., Oklahoma City, Okla., 
during the period of the Oklahoma 
Livestock Show and Rodeo. For 
when the Rodeo comes to town, 
Pettee’s concentrates on a customer 
round-up. And the emphasis is put 
on a western window and special 
newspaper advertising. 

Though the company, which oper- 
ates eight retail hardware stores in 
Oklahoma City, puts on a window 
show of its own during the State 


carried in stock and sold the year- 
round, 

From saddlery to styled frontier 
clothes—hats, scarves, rainbow-plaid 
shirts; from elaborately tooled and 
jewel-studded western belts to orig- 
inals in Navajo rugs and Zuni jew- 
elry; anything the cowgirl and cow- 
boy (real and imagined could desire, 
Pettee’s has it and means to sell it, 
when the selling is particularly good. 

Everyone of those items is given 
additional pulling power by a two- 


prmenrmamnmnnre 1 889—As Old As Oklahorma— | 94 Ganenneremmnnnnn 


Pei ttre 


"t Miss The 
Oklahoma Live Stock Show. 
and 


Rodeo 


Rodeo, March 15, 16, 17, 18, 19, 20 
Live Stock Show, March 18, 19, 20, 21 


Authentic Riding 
Apparel 
from 
Pettee’s Sport Shop 
Western Breeches of cavalry twill. 
Brown, beige, bleck. Sizes 24 to 36. 
1.50 

Western pt 
Size 32 to 38. 
Cowgirl Hats. Gautho style. 


Jewel Stud Belts 1.50 te 3.98 
Matching Bracelets 5% 


Cowgirl Scarts Se te 1.90 
Western Slides 1.00 





Cowgirl! Boots 10.95 


Fringe Vests of brown suede 
Sizes 12 to 20. a73 


Suede Jackets, hip length, fringe trim. ? 
Brown and green. Size 12 to 20. 23.78 
\ 








event, March 15-21, the display is 
not merely an exhibition window. 
The items displaved are regularly 


Sports Shop—Street Floor East 
Ce 
Main store, 10 a.m. to 5:30 p.m.—Community stores, 9 a.m. te 6 p.m. 
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Part of one of the firm’s ads for 
the rodeo period. The original ad 
was two columns wide by 15 in. high 








COLOR MAKES ALL THE DIFFERENCE 
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Wasmagte 
Wt teste roar pale 


Color makes all the difference in home hour, covers most 


interiors, too . . . and your customers __ interior surfaces 


in one coat 


know it. And color-right Texolite* can 
make all the difference in your profits. 
Texolite’s smart shades are designed by 
expert colorists, endorsed by famous in- 


terior decorators, are quickly and easily 


helps do’ more jobs 
at more profit. Even surface preparation 
goes quickly when Texolite Spackling 
Putty and Primer are used. So get ac- 


quainted with Texolite soon . . . ask your 


Texolite salesman for the new Texolite 


sold. On the job, Texolite quality helps, 


too. It goes on fast, dries in about an Color Selector and Painter’s Guide. 


*Reg. T. M. 


United States Gypsum 


For Building « For Industry 


Gypsum + Lime + Steel + Insulation + Roofing + Paint 
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BRIGES & STRATTON ENGINE 


§ Always - Foremost in 


See 


Value and Performance 

















































Loox with confidence to Briggs & Stratton 4-cycle, 
Air-Cooled engines—“preferred power” in all fields—for 
the latest and most advanced developments for every 
application requiring % to6 H.P. Briggs & Stratton 
with its concentration of technical knowledge, modern 
plants, equipment, and skilled workers — builds gaso- 
line engines which are more than equal to today’s 

most exacting power and performance requirements. 
You can expect and get more value per dollar if the 
appliances, farm machines, or industrial equipment 

you buy, sell or make are powered by Briggs & Stratton. 
| BRIGGS & STRATTON CORP., Milwaukee 1, Wis., U.S.A. 








| column newspaper advertisement an- 
| nouncing the Stock Show and Rodeo. 
| Prices of clothing and accessories 
range from as little as 59 cents to 
as much as $23.75 for fringed suede 
jackets; saddles at about $115 and 
the Indian rugs from $5.98 to $86.00. 
And departing from this more color- 
ful merchandise, is-a_good boost for 


| field fence. 


AY 
Not every store can’ tie-in with a 
rodeo but generally every community 
from time to time puts its talents to 


| celebrating some event, local or na- 


tional. While festivities during the 
war years were largely postponed, 
this year will bring a revival of state 
fairs and other celebrations for 
everyone loves a party. Where hard- 
ware stores can join in, they can 
create for themselves a special sell- 
ing period. 


The Parking Problem 
Can Be Licked 
In Your Town 


(Continued from page 118) 


benefited property with assessments 
spread over 10 years. 

The “Keep Customers Coming” 
report offers three preliminary steps 
in tackling the parking problem. 
The first is to meet with city officials 
—hboth the elected officeholders and 
the technicians—and to discuss thor- 
oughly the policies involved and the 
practical considerations of the local 
situation. Second, get all the facts 


_ assembled and digested. Some cities 


will need the cooperation of state 
highway departments and the United 
States Public Roads Administration. 
Third, get a thorough public under- 
standing of the parking problem. 
This can best be done through the 
cooperation of the newspapers. 


Balance the Budget 
Or Suffer 


UR government during the last 12 
years has cost at least three times 
what it should and unless we can get 
a balanced budget soon we will suffer 
severely. Where we used to get along 
with 500,000 on the federal payrolls, 
there are now more than 3,000,000. In 
most instances where one bureau is 
abolished because of too much _ pub- 
licity the personnel is simply trans- 
ferred to some other bureau. 
—Haroitp Knutson, 
Congressman from Minnesota. 
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on any metal, , plastic, wood, horn; ‘bone, 
glass, etc. 

Fits the hand comfortably, fectly balanced. 
Weighs only 12 ounces—it’s “non-fatiguing” 
tool. And, Handee’s usefulness is as extensive as 
the number of quick and easy-to-change acces- 
sories on hand—300 to choose from. 


Operates on AC or DC current at 25,000 r.p.m. 


sre cdrest* $18.50 





THE HANDEE KIT 


A Handee Tool and 45 of the most grocier ~ 
cessories, all packed in a h 

carrying case. As featured in National Adverts. 
ing “Gift of a Lifetime for a Friend 

CF FOUEEE” ccncccccscccccetocsos $25.00 


NEW DISPLAY CASE 
BUILDS ACCESSORY SALES 








Glass covered, keeps stock clean and in order. 
Customer can make his own selection from this 
complete display. He can actually see 87 different 
varieties of accessories with prices plainly marked. 
Storage space inside for ad 

It’s a real money maker for dealers. 


Write today for —_ deal on 
Accessory Case and contents. 


CHICAGO 
WHEEL & MFG. CO. 


1101 W. Monroe St., Dept. HA 
Chicago 7, lil. 


MAKERS OF QUALITY PRODUCTS FOR 50 YEARS 








Australia—A Prospective 
Post-War Customer 
(Continued from page 124) 


lack of effective production lines. 
Electric fans were, of course, scarce 
and almost unprocurable for civilians, 
but an 8-in. rebuilt fan was offered 
for £6 (approximately $20.00), 
which even in a black market over 
here probably would not have cost 
more than half of that amount. 

In the case of bolts and nuts, taps 
and dies, we became accustomed to 
the British standard of threads and 
of course in liquid measures used 
the Imperial gallon. Metric mea- 
surement was in common use, and 
packaging was largely in units of 
100 rather than in gross. 

In talking with members of the 
American colony in Australia, large- 
ly made up of representatives of 
United States firms, I was given the 
impression that there will be a big 
market for our goods in the post- 
war era if we have the foresight to 
take advantage of the good will and 
friendship built up with the Austral- 
ians by our armed forces during the 
past four years. 





Are You Going to Move? 


LEASE do not wait until you ac- 

tually move before advising us or 
the Post Office of your new address. 
In this event copies of Harpware AcE 
will continue to go to your former ad- 
dress and you will be notified by the 
Post Office-to send the postage re- 
quired: for forwarding your copies. 
Due to the scarcity of the copies we 
cannot send duplicate copies to your 
new address. 

Kindly advise us at least thirty days 
before you move, telling us the date 
you will move, and giving us your old 
address as well as the new address. 
If you can send us the stenciled ad- 
dress from an old copy it will help. 


Latest News on 
RECONVERSION 
on page 184 













































of the Future 
The first Automobiles 
in America carried 
Tool Kits made by 
WALDEN WORCESTER. 


The New Automobiles will carry less 
tools: But the Mechanics—will need 
New Tools designed by WALDEN 
WORCESTER Engineers to meet the 
New requirements. 
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WORCE 
SH RENCE —S 


STEVENS WALDEN, INC. 
468 SHREWSBURY STREET 
WORCESTER, MASSACHUSETTS 
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Janneys & Moles 


Janney. Moles, Brooks & Co. 
Janney, Brooks & Eastman 
Janney, Brooks & Co. 
Janney, Semple & Co. 
Janney, Semple, Hill & Co. 


M INNEAPOLIS had 


a population of 8000 and the entire 
state of Minnesota numbered only 
175,000 when the present wholesale 
hardware firm of Janney, Semple, 
Hill & Co. opened its doors for busi- 
ness, Aug. 1, 1866, as Janneys & 
Moles. Founded by Thomas B. Jan- 
ney, his brother, Edwin M. Janney 
and his brother-in-law, Samuel T. 
Moles, the first store was located near 
the intersection of what is now Wash- 
ington and Nicollet Avenues in Min- 
neapolis. 

This store contained approximately 
4000 sq. ft. of floor space and the first 


stock of merchandise was procured 


on 
: 





80 Years of Hardware Wholesaling 


1866-1875 
1875-1877 
1877-1883 
1883-1884 
1884-1898 
1898- 


in Chicago, shipped by rail to Prairie 
du Chien, Wis., and thence by river 
to Minneapolis. 

Today Janney, Semple, Hill & Co. 
occupies 665,000 sq. ft., aggregating 
15 acres of floor space and sends its 
merchandise to 16 states and Alaska. 
More than 100 salesmen travel that 
territory for the company. 

By 1870, Minneapolis had grown 
to 13,000 and the state boasted of 
440,000 population. The railroad 
system had been expanded and set- 
tlers were moving into the vast 
prairies of the West, creating an ever- 
increasing demand for tools and sup- 
plies. Keeping pace with and in re- 
sponse to this development, the firm 
erected another store near the site of 









First store of Janneys & Moles 

erected in 1866 near the corner of 

Washington and Nicollet Ave., Min- 
neapolis. 





the original one but containing more 
than twice the amount of floor space. 

Alive to the currents and the needs 
of the times, Janneys & Moles steadi- 





— a 


; 





Main warehouse and general offices on the corner of Marquette and Second St., Minneapolis. The corner 


of the building in the f 


was the original Mutual Block which has been occupied by the firm since 
1888. The complete building as pictured occupies half of one city block. 
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ALLAN J. HILL 


Vice-president 
Sporting goods and 
automotive equipment. 


ly increased its wholesaling activities. 
The westward progress of the trans- 
continental railroads had overtaken 
Minneapolis. The city had also be- 
come the center of a flourishing lum- 
ber and flour milling industry by 
virtue of the splendid source of water 
power furnished by the Falls of St. 
Anthony. 

In April, 1875, Mr. Janney and 
Mr. Moles entered into a co-partner- 
ship with Fred W. Brooks and George 
H. Eastman and the firm became, 
Janney, Moles, Brooks & Co. It in- 
cluded the hardware stock of Janneys 
& Moles and by purchase, gathered in 
the hardware establishment of John 
S. Pillsbury. In 1877, Mr. Moles with- 
drew from the business and the firm 
became Janney, Brooks & Eastman. 
But six years later, Mr. Brooks’ inter- 
est was purchased by Frank B. Sem- 


HORACE P. HILL 
Assistant secretary- 
treasurer, 

Mgr. variety goods. 


ple and the business became, Janney, 
Semple & Co. 

Minneapolis now had grown to 47,- 
000 population and the state to almost 
800,000. Coincident with these in- 
creases, the company’s wholesale op- 
erations had expanded to the point 
where it necessitated the services of 
four traveling men. 

In 1888 all stock were moved to 
the Mutual Block, located on the cor- 
ner of Second St. and First Ave. 
South. There the new quarters were 
constructed of brick and stone—five 
stories and basement with a total of 
70,000 sq. ft. of floor space. The 
main offices and one of the ware- 
houses of the present company are 
still located there, and the building 
has been greatly enlarged. 

In 1879, a young man, Horace M. 


HENRY W. HILL 


Treasurer, 
Manager credit dept. 


Hill, had been hired and assigned to 
general office duties. Three years 
later he began to buy merchandise 
for the firm under the direction of 
Mr. Janney and by 1887 became a 
partner. In 1891 the business was 
incorporated as Janney, Semple & 
Co. with Mr. Janney as president and 
treasurer, Mr. Semple as vice-presi- 
dent and Mr. Hill as secretary. 

Change and growth did not end for 


in 1898 the corporation name was 
4 


again changed, the company assum- 
ing its present title, Janney, Semple, 
Hill & Co. And by 1905, operations 
required a plant capacity of 330,000 
sq. ft. and a sales force of 51. The 
following year still more land was 
purchased and erection of another 
warehouse, one block from the main 


building was begun. 





ES Co ee 
NEW HABDWA 


STOVE 


—AND— 


TIN STOR. 


| 
| 
| 
| 


| 
} 


\JANNEY : MC 


COOK AND PARLOR 
HOUSE 








TIN ROOFING, 
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Janneys & Moles’ opening advertise- 

ment which appeared in the first 

issue of the new Minneapolis 
Tribune, Aug. 1. 1866. 
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ADEL KItcHeEN ‘Too.s 


of Top-Quality STAINLESS STEEL with Exclusive “Finger-Grip” Handles 


BASIC SET 
BEATING SPOON 
WIDE SPATULA 
3-TINE FORK 
CAKE TURNER 
2-TINE FORK 
BASTING SPOON 
WALL HOLDER 





7 PIECE BASIC SET 
—for high unit-sale 


@ ADEL Kitchen “Tools” are designed for life-time beauty 
and utility. Handles of acid- and water-resistant plastic are 
heat-molded on the shank — permanently locked on and 
sealed against moisture — will not peel, crack or chip. Exclu- 
sive, patented “Finger Grip” makes Adel Kitchen “Tools” 
comfortable and easy to use. Made of top quality, heat-tem- 
pered, STAINLESS STEEL. Silver-braze assembly virtually 
fuses shank and tool-head into one — no loosening — no crev- 
ices where grease can accumulate. Other Adel-engineered fea- 


@ HANDSOMELY GIF T BOXED tures include machine-ground fork tips, tapered spatula 


blade, cambered shanks on spatula and turner. Stainless steel 

@ NATIONALLY ADVERTISED — wall cack keeps tools handy — in full view. Basic set includes 
most-needed kitchen tools. Housewives will want to add 
other matching Adel Kitchen and Canning Tools from open 
stock (available later). 


ORDER NOW 
FROM YOUR | 649 South Olive Street © Les Angeles 14, California 


National Sales Office for Consumer Products of 


A PRECISI . 
Poe fer uy ln Bla 


INTER-COASTAL COMPANY, INC. 
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Warehouse No. 2 completed in 1916. 


A few years previously, Edwin J. 
Moles, son of Samuel T. Moles, an 
original founder, had been elected to 
the company directorate and was 
given the additional duties of secre- 


vacancy created by Mr. Hill’s promo- 
tion to the vice-presidency, following 
the death of Frank B. Semple. 
Expansion continued steadily as 
before and by 1915 the firm occupied 





floor space and employed more than 
80 traveling salesmen. 

The Golden Anniversary of Janney, 
Semple, Hill & Co. in 1916, marked 
a new era in its history. Representa- 
tives traveled all the states of Minne- 
sota, Wisconsin, North and South 
Dakota, as well as portions of Michi- 
gan, Iowa, Nebraska, and Montana. 
So closely had the growth of the com- 
pany in the past been allied with the 
development of the surrounding ter- 
ritory, that if growth were to con- 
tinue, the company had to go farther 
afield for its business. This it did. 
The sales force was increased and the 
territory expanded until just prior to 
World War II, it included 16 states 
and Alaska and was traveled by over 
100 salesmen. 

During the past 30 years, there 
have been many changes in buying 
and merchandising procedures of the 
company, due in part, to the increased 
variety of items carried by the hard- 
ware trade generally and due also to 
the fact that the company had to meet 















tary. In that capacity he filled the 665,000 sq. ft. or about 15 acres of _ the more varied customs and climate 





Reaoy For You Now! 


Ol’ Sarge GUN 
CLEANING EQUIPMENT 


The finest line ever offered 
American Sportsmen 







Sporting versions of gun 
cleaning rods developed 
through design and re- 
search for the U.S. Military 
forces during the war... 
Comes in 6 inch pocket 
size sections ... all inter- 


changable. 


Finest bronze wire and 
Chunking bristle brushes 
that meet all cleaning re- 
quirements of revolvers, 
rifles and shotguns. 


A superior war time developed 
small arms lubricant and rust 
preventative. Available todealers 
in handy “Pocket size”’ 2 oz. cans. 


Distributed by 


La Salle Sales & Mfg. Co. 
416 Book Bidg., Detroit 26, Mich. 





- Manufactured by © 
Universal Engineering Co. 
sof San Diego, California 
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ylon-bristled brushes are superior. You 
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now working hard to catch up with th 
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THIS NYLON-BRISTLED PAINTBRUSH 
WORKED “6 DAYS A WEEK" FOR 8 MONTHS 


‘‘Holds paint well... needed no 
breaking in’’ 





ONCE AGAIN, a nylon- bristled 
paintbrush gets a direct comparison 
with a brush of the old-style natural 
bristles. And once again the nylon- 
bristled brush outwears it by far. 

Here’s the story. The very first 
job done in its first eight weeks by 
thenylon-bristled brushshown above 
was painting rough concrete ceilings 
in an industrial plant. The same day 
Mr. Soeder started using this brush, 
he started another man, on the same 
job, using a new brush of natural 
bristles, with a trim 1 inch longer 
than the nylon brush: At the end of 
eight weeks they compared the two 
brushes. The bristle brush was now 
2 inches shorter than the nylon-bristled 
brush. Also, the corners were badly 
worn, while the nylon brush was still 
‘ quare and well formed. 

Even after eight months of hard 
service the brush shows only slight 
wear at the corners, as you can see 
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says Mr. Henry Soeder, foreman, 
C. Sam Dreyer Paint Co., 
Cleveland, Ohio 





Unretouched photograph, of 
nylon-bristled paintbrush, loaned 
for test purposes to Henry Soeder, 
foreman, C. Sam Dreyer Paint Co., 
Cleveland, Ohio. Photo taken after brush 
had been used 6 days a week for eight months, 
from July 1, 1944, to April 6, 1945. Other 
brushes with natural bristles, used by other 
workmen on same jobs, have long since worn 
out and been replaced. This brush still has 
good paint-retention, painting performance, 
' . and a long life ahead of it. 


by the photograph. Nylon bristles 
have repeatedly proved their ability 
to work on rough surfaces, to push 
into tight corners, and to outwear 
natural bristles at least 3 to 5 times. 


Ask your dealer for your 
nylon-bristied brush 


Soon every painter can own a nylon- 


bristled paintbrush. At the moment 
the demand exceeds the supply. But 
brushes are going to dealers each 
week. When you do get your first 
brush, you won’t need another for a 
long, long time: It’ll outlast any 
brush you’ ve ever used. E. I. du Pont 
de Nemours & Co. (Inc.), Plastics 
Dept., Room 294, Arlington, N. J. 


Du Pont does not make paintbrushes. We supply 
the bristles to paintbrush manufacturers. 


DU PONT NYLON 
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b 10 CENTRE BLOCK. NICOLLET STREET. j 
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the surrounding territory. New lines n 
and types of merchandise such as Generally, an imaginative and pro- it possible for the company to take H 
toys and variety goods were added. "gressive merchandising policy made _ advantage of the rapid changes of the el 

past 25 years. li 
eee ee With the death of Thomas B. Jan- te 





ney in 1924, the company lost a man 
who for almost 60 years had built 
and guided it from a pioneer begin- 
ning to a prominent mid-west busi- 
ness. But in that time he had trained sa 
well those who were to follow him. ~~ 
He was succeeded in the presidency 
by H. M. Hill who in turn was suc- P 


ceeded as vice-president by E. J. " 
Moles. F. J. Hopkins was named trea- 7 
surer in that year also and A. J. Hill, 7 
the eldest son of the president, be- , 
a 
8 


the kind you know about 
— the name Porter on every 
handle and behind that name, 
nearly 70 years of reputation 
building service. 


.°H. K. PORTER, INC., BOSTON 49, MASS. 3M FIRMING 


supplies. 
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E. G. LANDE 


Builders’ hardware. 


came secretary. In 1936, B. J. Case, 
a grandson of Mr. Janney, and H. P. 
and H. W. Hill, sons of the president, 
were named to the directorate. Upon 
Mr. Hopkins’ retirement that same 
year, H. W. Hill became treasurer. 
World War II, as it did to all busi- 
ness, took its toll of Janney, Semple, 
Hill & Co. personnel. Of the 131 who 
entered the service, 10 gave their 
lives. Twenty-five salesmen left their 
territories. In an effort to maintain 
those territories for the men until 
their return, an unique system was 
evolved whereby certain of the re- 
maining salesmen after spending two 
weeks in their own territories would 
travel by train or plane to the terri- 
tory of the absent salesman. There by 
previous arrangement, the service- 
man’s unneeded car had been main- 
tained by the company for the use 
of the substituting salesman. Thus 
by the war’s end, the company was 
able to return to each serviceman- 
salesman his territory, intact. 





E. A. REINKE 


Plumbing, farm hdwe. 
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JOBBERS’ PROFITS GROW 
FROM WORLD-WIDE 
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Lenk set a standard in quality 






kx production many years ago. 
THE - COMPANY Others have copied, but few 
NEWTON LOWER FALLS 62, MASS. have equalled in value, quality, 

© OE Seen ete tenet wan dependability. 




























USER DEMAND plus HANDY PACKAGING 


SELLS WILCOX CONNECTING LINKS! 


CHAIN 
CONNECTING 
LINKS 


@® Your customers know 
WILCOX Connecting 
Links are dependable. 
Stock WILCOX —be sure 
of satisfied customers — 
repeat sales—more profits. 


WILCOX Standard Pack- 
aging stimulates “‘by-the- 
box” sales—gives quick 
shelf or rack identifica- DROP FORGED STEEL 
tion—helps keep your 
stock straight. 





SELF-COLORED or GALVANIZED 


Write for Catalog today! STRONG AS PROOF CHAIN 
We Protect the Trade 
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w p 


rovvec nici 


Specify WILCOX-CRITTENDEN 


Minute 1M: 
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J. P. POTTNER 
Housewares. 


Another personnel change in the 
firm’s executive structure occurred in 
1944 when, due to the increasing 
complexity of merchandising prob- 
lems, four long-time employees were 
named to the directorate. They were 
R. M. Fleming, E. A. Reinke, E. G. 
Lande, and J. P. Pottner, all mem- 
bers of the buying department. That 
year also marked the retirement of 


E. J. Moles who was succeeded in the 
vice-presidency by A. J. Hill. B. J. 
Case was named secretary and in 
1946, C. M. Case, Jr., another grand- 
son of the founder was elected a di- 
rector. 

The Janney, Semple, Hill history 
seems to divide itself naturally into 
two phases. During the first phase, 
the company grew and developed as 
the midwest itself grew to economic 
maturity. The second phase brought 
extension into new territories and 
markets farther removed from Minne- 
apolis and ended only with the onset 
of the war. 

Janney, Semple, Hill & Co. views 
itself as today entering its third phase 
which will be directed towards “in- 
ternal expansion” and to expansion 
into certain new territories not now 
covered. 

For the future, the company sees 
a sharper alignment of independent 
organization versus large chain or 
distributor-controlled retail organiza- 
tion. The firm itself believes implic- 
itly in the successful future of inde- 
pendent organization built on the 
closest cooperation among manufac- 















PUT 1,000 SALES APPEALS 
TO WORK FOR YOU! 


Think of the many uses every farmer has 
for this sturdy, weather-proofed cover. 
Every use is a sales appeal! In Fultex you 
have extra sales appeal of new exclusive 
features which give longer life and make 
it the easiest of all Tarpaulins to sell. You 
can get the profitable Tarpaulin business in 
your community with Fultex—we have a 
dealer proposition that will prove it. Write 
for it today. Address nearest factory. 











ATLANTA 
NEW YORK 


ST. LOWS 
HEW ORLEANS 





Fulton Bag & Colton Mills 


Manufacturers since 1870 ©: 





DENVER He 
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turer, wholesaler and dealer in order 
to bring about skilled merchandising 
planning. Janney, Semple, Hill & 
Co. intends “to continue to plan 
ahead to keep from going behind.” 





Newspaper 
Leads for Letters 
to Vacationists 


NOVEL idea in hardware store 

promotion which annually sells 
an extra $3000 or more in vacation 
merchandise for the Ellis Hardware 
Co. of Topeka, Kan., is the following 
tie-up of newspaper announcements 
of vacation trips by direct mail or 
telephone. 

S. W. Ellis, head of the store, has 
built his vacation goods department 
into one of the most important in the 
store each summer through this plan, 
which began five years ago. At that 
time the firm had an average stock of 
thermos jugs, picnic cooler boxes, char- 
coal braziers, picnic cutlery, etc., along 
with fishing tackle, automobile coolers, 
sporting goods and general summer 
merchandise. Now, all items which 
conceivably fit into any vacation from 
a short trip to visit relatives to a coast- 
to-coast motor tour are grouped neatly 
into a large shop equipped with an 
imitation-grass mat and rustic wooden 
stools, in the center of the store. 

Beginning May 10, when most vaca- 
tions begin to be announced, Mr. Ellis 
and his four salespeople scan all local 
newspapers and those published in 
neighboring Kansas towns for an- 
nouncements that this family and that 
are intending to take motor vacations 
to various states. They find an average 
of from 10 to 30 a day. About an hour 
each morning is consumed in this work, 
the actual cutting out of the clippings 
being done by the store cashier during 
her spare time in the morning. Each 
clipping is cut out neatly, and pasted 
to the top left of the store letterhead, 
with a red arrow indicating it across 
the upper white space. A personalized 
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letter is typed beneath this and is ad- 
dressed to the head of the family men- 
tioned in the clipping. 

The letter first congratulates the 
reader on his proposed trip, and offers 
road maps and information from a 
large stock Mr. Ellis obtained from a 
local gasoline wholesaler for that pur- 
pose. In the second paragraph, it asks 
whether the family is well provided 
with essentials for the trip from start 
to finish, including thermos jugs and 
ice-container coolers for taking along 
lunches, driving glasses for the road, 
racks for the car for extra luggage, 
fishing and hunting equipment for the 
vacation, and sport equipment. A list 
of 50 items useful on motor trips is 
enclosed with the letter which is signed 
by Mr. Ellis and invites the prospect to 
come into the store and look over the 
items in question. Auto accessories, 
such as plastic visors, evaporative cool- 
ers for the car window to cool the in- 
terior, and hangers for clothing were 
added last year to complete the list. 

This direct mail gets results for sev- 
eral reasons, among which is the fact 
that many people receiving the letter 
had not previously seen the clippings 
about themselves. Many of the recip- 
ients come into the store. 

Families undertaking long motor 
trips are the best customers, Mr. Ellis 
has found. Consequently, when no re- 
sponse occurs after four or five days, 
he telephones the prospect, and again 
extends the invitation. Sales of as much 
as $150 have resulted from these letters. 





How to Find 
Your “Master Eye” 


F you hope ® become a good shot, 

you should first find out which is 
your “master” eye, and then make a 
correction for the other eye. Otherwise 
your chances of consistently good 
scores are questionable. 

That’s the advice of Charles E. Gill- 
ham, chief of the Western-Winchester 
Sportsmen’s Information Department, 
who has hunted game in all climates 
for the past 20 years. 

You can determine which is your 
master or stronger eye by aiming your 
finger at an object with both eyes open, 
then alternately closing each eye. The 
eye which still points the object is the 
master. 

The sighting eye of a right hand 
shooter should be the right eye and the 
left for the left hand shooter. If the 
sighting eye is weaker and the front 
sight cannot be seen perfectly, it is ad- 
visable to have glasses fitted, if only for 
the weaker eye. Lenses of glasses in- 
tended for use in shooting should be 
“decentralized” or thrown off center. 



























ROBERT 
Tri-Cocks Good for 
200 lbs. W.S.P. 


Figure 250 
Equipped with stuffing box. 
Comes in 4”, 4", %” 
and, on special order, 4”. 


Made of Brass-Semi-Finished 


Robert tri-cocks are designed for use on high and low 
pressure boilers, tire molds and other equipment that 
requires compression gauge cocks. They are equipped 
with bakelite hand wheels and are precision-machined 
from brass bar stock. They are made to withstand 200 
lbs. W.S.P. We can make. prompt delivery. Wire or 
write— 


ROBERT Manufacturing Company 


3417 CRENSHAW BOULEVARD - LOS ANGELES 16, CALIFORNIA 
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Thousands of sizing punches, 
every one precision made and 
tested down to .0001", are re- 
quired in Johnson's final in- 
spection in the Johnson die 
department. This is one of the 
reasons for the close size tol- 
erance of Johnson Music Wire. 


JOHNSON STEEL & WIRE CO.INC 


WORCESTER !, MASSACHUSETTS 
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Charles J. Heale Heads 
Hardware Age— Succeeds 











held various positions with Un- 
derwriters Laboratories, Mercoid 
Corp., National Radiator Corp., 
and Oil Devices. During the 
war years, he was in charge of 
all Perfex expediting. In 194 
e he was named manager of vapor- 
eorge e riffiths izing oil burner controls and 
accessories, which position ‘he 
J. Ss. Hildreth, president, Chil- will maintain in addition to his 
ton Co. Inc., publishers of | 8¢” duties as branch manager. 
Harpware Ace and other lead- 
ing business publications, an- ASH NEW DIRECTOR 
nounced April 1, 1946, that OF LORNEGAN CO. 
Charles J. Heale had been ap- Edward A. Ash, director of 
pointed president and general | merchandising of the F. L. 
manager of Harpware AcE suc- | Jacobs Co., Detroit, was elected 
ceeding the late George H. Grif- | a director of the Lonergan Mfg. 
fiths with whom he had been | Co., Albion, Mich., makers of 
closely associated for nearly 30 | heating units and beverage WILLIAM E. CRANSTON 
years. coolers. ; ; 
Mr. Heale started his career The directors also elected 





CHARLES J. HEALE 





| managing editor, editor and for 
| more than 12 years vice-presi- 


with this publication in 1916 
and has been successively asso- | 
ciate editor, Cleveland editor, 


dent and editor. He has also 
been a director of the Chilton 
Co. for more than 10 years. 








PERFEX CORP. NAMES 

2 BRANCH MANAGERS 

The Perfex Corp. 500 W. 
Oklahoma Ave., Milwaukee 7, 
announces the appointment of 
Gil A. Churchill as manager of 
its Chicago branch and B. F. 
Werb as manager of its newly- 
formed Milwaukee branch. 

Mr. Charchill has been in the 
controls industry since 1925. He 





G. A. CHURCHILL 











B. F. WERB 


joined Perfex in 1936 as a sales 
engineer in the Chicago branch. 
In 1942 he took a job with Stew- 
art-Warner as department super- 
visor in charge of testing and 
inspection of radar equipment, 
rejoining Perfex in 1945. 

Mr. Werb is a veteran of 20 
years’ experience in the controls 
industry. Before joining Perfex 
as a sales engineer in 1940, he 





WILLIAM E. CRANSTON 
NEW PRESIDENT 
OF THERMADOR 
The Thermador Electrical Mfg.. 
Co., 5119 District Blvd., Los An- 
geles 22, manufacturers of elec- 
trical appliances, has announced 
the appointment of William E. 
Cranston as president. Mr. Crans- 
ton, formerly vice-president and 
general manager, succeeds Harri- 
son H. Fogwell, who has become 
chairman of the board. 





Clyde I. Harding, vice-president 
in charge of production, F. M. 
Pence, vice-president in charge 
of engineering and Frank A. 
Ballman, vice-president in charge 
of sales. 

Thermador is once again man- 
ufacturing its peacetime electri- 
cal appliances, including electric 
ranges, electric room heaters, 


= 


electric hot water heaters and . 


transformers, many of which are 
sold internationally. 








NWHA and Manufacturers to Meet 
| In Atlantic City, Oct. 14-17 


As announced in the March 28 
issue of Harpware AcE the Na- 
tional Wholesale Hardware Asso- 
ciation and the American Hard- 
ware Manufacturers Association 
will hold a joint convention in 
Atlantic City, N. J, Oct 14 to 17, 
inclusive, 1946;. Headquarters 
and all meetings will be at the 
Marlborough-Blenheim. Co-oper- 
ating hotels will be the Claridge, 
Brighton, Dennis, Shelburne, 
Traymore, Seaside, Senator, Jef- 
ferson and Crillon. Requests for 





rooms at any of the hotels should 
be made directly to the hotels. 

The convention will be the 
91st semi-annual meeting of the 
manufacturers and the 52nd an- 
nual gathering of the wholesalers. 
George A. Fernley, 505 Arch St., 
is managing director of the Na- 
tional Wholesale Hardware Asso- 
ciation and Charles F. Rockwell, 
342 Madison Ave., New York, is 
secretary-treasurer of the Ameri- 
can Hardware Manufacturers As- 
sociation. 








NRHA Calls Off 1946 Hardware Week 


Hardware Week, 1946, originally scheduled for Sept. 14 to 21, 
has been called off according to an announcement by the National 
Retail Hardware Association. This decision was reached because 
of “an unpredictable merchandise supply outlook for the future.” 

However plans will be developed for Hardware Week in 1947. 
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STANLEY WORKS PROMOTES 
J.C. CAIRNS AND R. W. CHAMBERLAIN 


C. F. BENNETT AND J. E. STONE RETIRE 


Cairns is new executive vice-president, and Chamber- 
lain V.P. in charge of sales; George P. Merrill to be 
general sales manager of hardware division. 


The appointments of John C. 
Cairns as executive vice-president 


and of Rodman W. Chamberlain 





J. C. CAIRNS 


as vice-president in charge of 
sales, were announced by Richard 
E. Pritchard, president of the 
Stanley Works, at the annual 
meeting of the directors of the 





RODMAN W. CHAMBERLAIN 


APRIL 11, 1946 





firm, held March 29, at the New 
Britain general offices. 

The promotions were made fol- 
lowing the announcement of the 
retirement of Clarence F. Ben- 
nett, as chairman of the board, 
and of Joseph E. Stone, vice- 
president in charge of sales. 

Mr. Pritchard, who was re- 
elected president, also announced 
the appointment of George P. 
Merrill of Los Angeles, to gen- 





CLARENCE F. BENNETT 


eral sales manager of the hard- 
ware division, the post vacated 
by Mr. Chamberlain. 

Mr. Pritchard paid high trib- 
ute to the two retiring officials. 
He said: 

“Mr. Bennett and Mr. Stone 
have given their lifetime to the 
development and growth of the 
business of our company. Both 
started at the bottom of the lad- 
der and through the many years 
they have been with the Stanley 
Works, their records of service 
and achievement have been mag- 
nificent.” 





Mr. Bennett and Mr. Stone 
will continue to serve as direc- 
tors. 

Moving up of Mr. Cairns and 
Mr. {chamberlain to higher posi- 
tions marks the second time since 
December, 1944, that these two 
officials have received promo- 
tions. At that time Mr. Cairns 
was made vice-president in 
charge of operations after hav- 
ing been vice-president in charge 
of the hardware division. Mr. 
Chamberlain became __ general 
sales manager of the hardware 
division. 

Mr. Cairns came to the Stanley 
Works in 1924, in an office posi- 
tion with the order department. 
Two years later he was sent to 
Europe to become resident mana- 
ger of the company’s continental 
plant. In 1933 when he returned 
to this country, he was made Vice- 
president and general manager 
of the Stanley Works of Canada. 

In 1937, he was transferred to 
the main plant at New Britain 
and in 1941 he was elected a 





JOSEPH E. STONE 











GEORGE P. MERRILL 


vice-president and a director of 
the company in charge of the 
hardware division. 

Mr. Chamberlain, a native of 
New Britain, started with the 
Stanley Works as a salesman 
after his graduation from college. 

For a while he traveled abroad 
for the company and upon his 
return continued with the selling 
end of the business in the hand 
tool and electric tool lines, sub- 
sequently transferring to the 
hardware division of which he 
became assistant sales manager 
and then general sales manager 
of all hardware sales, 

Mr. Merrill joined the Stanley 
Works in 1936, starting as a 
salesman in the San Francisco 
territory. Previous to that he 
had been employed for seven 
years by the Palace Hardware 
Co., of San Francisco, and ten 
years by Levy Bros., of San 
Mateo, Cal., engaged in the con- 
tract hardware business. 

He was made manager of the 
Stanley Works’ Los Angeles office 
in 1938 and last year was pro- 
moted to manager of sales for all 
three offices on the Pacific Coast. 


LESTER E. BECKMAN 
OPENS AGENCY 


Lester E. Beckman _ has 
opened offices as a manufactur- 
ers’ representative, in Suite 712- 
13, at 1011 Chestnut St., Phila- 
delphia 7, where he carries on 
display a line of housewares and 
electrical appliances. 
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“Unbreakable” Nail Puller 


Shown at right: a 
Box Chisel 
Box Scraper 
“Box Terrier” P a 
Tomahawk 


Postwar business changes have created a 
whole new market for "shipping department 
tools" . . . a rapidly increasing market where 
Bridgeport Box Opening Tools will continue 
to have the call. 


As postwar conditions improve, 
shipments on back orders are be- 
ing made in larger quantities. 


TRAOE 


Bridoeport 


DROP-FORGED TOOLS 


KNOWN FOR FIFTY YEARS 


THE BRIDGEPORT HDWE. MFG. CORP. «+ 











BRIDGEPORT, CONN. 


Newark 7, N. J., has announced 








ALFRED G. BIRKENMEIER 


that the firm has purchased for 
cash the Anderson Stove Co., 
Inc., and Foundry Service, Inc., 
both of Anderson, Ind. 

Skills developed by Breeze in 
the mass production of aircraft 
armor plate and other war mate 
rials will be applied to accelerate 
| the manifacture of the Anderson 
| kitchen gas range and in the 
operation of Foundry Service, 
Inc., for other critically needed 
types of fabrications as well as 
stove parts. 

Production of the stoves will 
be considerably increased at 
Anderson, Ind., with the aid of 





parts manufactured by Breeze 


| plants in Newark and Elizabeth, 


N. J. 


The Anderson stove will retain 


| its name and design. It will be 


| 
| 
| 








| distributed by a new, national 


Anderson Stove Keeps Name in Sale; 
Birkenmeiers Remain as Principals 


John T. Mascuch, president of 
Breeze Corp., Inc., 24 S. St, 


sales organization headed by 
Alfred G. Birkenmeier, former 
president of the Anderson Co., 
who remains with the stove firm 
as vice-president. Wilbur Birken- 
meier, a brother, former trea- 
surer of the Anderson Co., will 
act as Western sales manager. 
The Birkenmeiers, with two other 
brothers, Robert and Norman, 
have been identified with Birken- 
meier and Co., Irvington, N. J., 
one of the largest retail outlets 
for gas ranges. In retail and 
wholesale distribution of gas 
ranges for more than 25 years, 
the brothers went with the An- 
derson Co. in 1938. 

This marks the first venture of 
Breeze into the household appii- 








WILBUR BIRKENMEIER 


ance field. The present manage 
ment founded the company 20 
years ago as an automotive ac- 
cessory business, adapting its 
facilities to serve the aeronauti- 





cal field as aviation progressed. 








COLT SMALL ARMS DIV. 
PROMOTES LIDSTONE 
TO ASST. SALES MGR. 


Harold W. Lidstone of Colt’s 
Patent Fire Arms Mfg. Co., 17 
Van Dyke Ave., Hartford, Conn., 
‘has been appointed assistant 
sales manager of Colt’s Small 
Arms Div. 

During Mr. Lidstone’s 29 
years with the company he sold 
Colt revolvers and automatic pis- 
tols in nearly every state east 
of the Rockies. In 1924 he 
started to cover the north and 
northeastern _ territory. After 
several years in this area he was 
assigned to the Atlantic seaboard 
territory. 

For the past 15 years Mr. Lid- 
stone has been in the south and 





southwest as far west as New 


Mexico. For several years he 
covered this territory using At- 
lanta, Ga., for his home and 
headquarters but during the war 
years he was called back to the 
Hartford plant. Mr. Lidstone 
will retain his southern territory 
in addition to his home office ad- 
ministrative duties. 





E. INGRAHAM CO. NAMES 
NEW MANAGER FOR 
MIDDLE ATLANTIC 


J. J. Kelly has been appointed 
district manager in charge of the 
Middle Atlantic territory for the 
E. Ingraham Co., manufacturer 
of clocks, with headquarters in 
Philadelphia. Mr. Kelly was 
formerly associated with The 
United States Time Corp. in the 
same territory. 


HARDWARE AGE 














” yy One FS Try 








wcipals 


aded by 
r, former 
Tson Co., 
stove firm 
ir Birken- 
mer trea- 
Co., will 
manager. 
two other 
Norman, 
h Birken- 
a B. I. 
il outlets 
tail and 
of gas 
25 years, 
the An- 


enture of 
Id appli- 


nanage- 
any 20 
five ac- 
ing its 
ronauti- 
sssed. 


ars he 
ng At- 
e and 
he war 
to the 
idstone 
Tritory 
ice ad- 


AMES 
IR 
C 


ointed 
of the 
or the 
cturer 
Ts in 

was 

The 
in the 








Stanley Works to Acquire 


North Bros. Mfg. Co. 


R. E. Pritchard president of 
The Stanley Works, New Britain, 
Conn., announces that negotia- 
tions are in process for the pur- 
chase of the assets of the North 
Bros. Mfg. Co., of Philadelphia, 
Pa., makers of the well known 
line of Yankee tools. 

The North Bros. Mfg. Co., en- 
joys an excellent reputation in 
this country and abroad for the 
manufacture of high quality me- 
chanics tools, many of which are 
not now made by Stanley. 

Mr. Pritchard expressed the 
opinion that “association of the 
two companies should prove wel- 
come to the distribution trade 
and beneficial to both com- 
panies.” 

An agreement of purchase and 





sale approved by the directors of 
both companies will be submitted 
to the stockholders of the North 
Bros. Mfg. Co., at a meeting to 
be held in Philadelphia on April 
12. If approved at that time by 
the stockholders the purchase 
will be completed at the close of 
business on April 30, 1946. 

The Stanley Works plans to 
organize a whollp owned Penn- 
sylvania Corporation, using the 
same name as the present North 
Bros. Mfg. Co., with an author- 
ized capital of $800,000, and will 
continue operation of the busi- 
ness at its present location in 
Philadelphia, using the same 
plant, equipment and personnel, 
which numbers about 400 em- 
ployees at the present time. 








Yale & Towne Plants 


Again Open 


In Stamford and Philadelphia 


As we go to press announce- 
ment has been made that the 
Stamford, Conn., and Philadel- 
phia, Pa., divisions of The Yale 
& Towne Mfg. Co., have re- 
sumed operations, with some 
shipments being made this week. 


During the strike foremen and 
superintendents handled preven- 
tative maintenance under the di- 
rection of Mark A. Miller, as- 
sistant general manager, thus 
enabling the quick resumption of 
production. 








WICKWIRE SPENCER 
APPOINTS BOTTOMLEY 
Harry Bottomley has been ap- 

pointed sales representative in 
the southern Pennsylvania and 
Virginia, territory for Wickwire 
Spencer Steel, 500 Fifth Ave., 
N.Y.C. 18. He replaces H. C. 
Stults, resigned. 





EKCO APPOINTS DOE 

TO NEW YORK AREA 

Ekco Products Co., 1949 N. 
Cicero Ave., Chicago, has ap- 
pointed Thomas Doe as New 
York representative. 

Mr. Doe was formerly asso- 
ciated with Butler Bros., Chicago, 
hardware jobbers. During his 
18 years in merchandising, his 
experience has covered both 
sales and buying. 


APPOINT DISTRIBUTORS 

FOR HAMILTON DRYERS 

Among the distributor ap- 
pointments for Hamilton Auto- 
matic Clothes Dryers, announced 
by W. A. Frederick, sales direc- 
tor of the Home Appliance Div., 
Hamilton Mfg. Co., Two Rivers, 
Wis., are the following hardware 
jobbers: Buhl Sons Co., Grand 
Rapids, Mich.; Woodward, Wight 
& Co., New Orleans, and the J. 





A. Williams Co., Pittsburgh. 


APRIL 11, 1946 


JANNEY-SEMPLE-HILL 
NAMES N. D. MILEY 
MERCHANDISING MGR. 
Neal D. Miley, who was releas- 
ed early this year from the Navy 


| after 33 months service, was re- 


cently appointed merchandising 
manager of Janney-Semple-Hill & 
Co., hardware wholesalers, 22-36 
S. 2nd St., Minneapolis 1. He 
will be responsible for the de- 
velopment of a dealer advertising 
and merchandising program. 





NEAL D. MILEY 











































How a worker’s a 
peace of mind ‘™ ¢ 
helps you... 


Much of the manufacture of a pocket 
knife is performed by hands or by hand- 
controlled machines. Therefore, the qual- 
ity of the knives you sell rests largely in 
A the hands that work on them. To turn out 
consistently good quality a workman 
must have peace of mind. Camillus 
achieves this—through progressive 
management that regards the worker 
as the most important link in the pro- 
ductive chain, through worker bene- 
fits considered the most liberal in 
the industry and through a Profit- 
Sharing Trust that makes each em- 
ployee a direct participant in the 
success of the firm. This assures 
you a finer quality product to 
sell...a steadier source of 
supply. For your top-quality 
line look to Camillus Cutlery 
Company, New York 17, N.Y. 
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$240,000,000 Retail Toy Market 


For 1946 Forecast at Toy Fair 


43rd Annual American Toy Fair, New York City, March 
11-23, sets all time records for buyer attendance, number and 
variety of exhibits. Steel, rubber and plastic playthings appear 


again with emphasis on peace-time pursuits. 


Price advances 


on some pre-war lines with declines on some war-time intro- 
H. D. Clark is now managing director of 


Toy Manufacturers of the U. S. A., Inc. 


duced numbers. 


Construction, craft and scien- 
tific toys, geared mostly to peace- 
time life, and dolls and house- 
keeping toys were featured 


attractions at the 43rd annual | 
American Toy Fair, conducted | 


by the Toy Manufacturers of the 


U.S.A., Inc., in New York City. | 


Held at year ‘round display 


rooms at 200 Fifth Ave., 1107 | 
Broadway and other buildings in | 
that area, there were the cus- | 


tomary Fair exhibits at the Hotel 
McAlpin as well as at the Hotel 
Breslin. More than 700 exhibi- 
tors showed their lines to a 
record breaking buyer registra- 
tion of more than 8000, breaking 
the record of slightly under 5000 
buyers at the previous fair held 
in 1944. Association officials 
estimated that this year’s retail 
toy sales volume will total $240,- 
000,000, or a 30 per cent increase 
over 1945. As announced in the 
March 28 issue of Harpwart | 
Ace, Horatio D. Clark, for 25} 
years assistant secretary of the | 
Toy Manufacturers of the U.S.A., 
Inc., and manager of the annual 
Toy Fairs, was elected managing 
director. 

Buyers and officers of retail 
and wholesale hardware houses, 
as well as buyers, merchandise 








HORATIO D. CLARK 


managers and owners of depart- 
ment stores, syndicate stores and 
other toy outlets included many 
the 


just recently interested in 
merchandising of toys, games, 
dolls, ete. Many hardware deal- 


ers and wholesalers, who first en- 
tered the year ‘round toy busi- 
ness, during the war, were on 
hand to continue such activities 
with the acquisition of additional 
lines and fresh supplies of lines 
already handled. 





The first linés of rubber and 
steel toys since the war, as well 
as a record variety of plastic, 
wood and cardboard playthings 
were featured. Exhibits of dolls, 
animals, games and hobby kits 
showed a 30 per cent increase. 
Subject to material supplies and 
labor conditions, steel toy manu- 
facturers expressed the opinion 
that they could deliver 90 per 
cent of this year’s production by 
Christmas time, although such 
lines are expected to average 25 
per cent less variety. 

Price increases on some lines 
established prior to the war were 
noted, resulting from suspension, 
earlier this year, of price ceilings 
on all toys and games excepting 
some types of wheel goods. Some 
lines first introduced during the 
war were being offered at lower 
prices than previously. Earliest 
possible deliveries were being 
sought as never before, and those 
hardware wholesalers and deal- 
ers who have not checked into 
the availability of playthings 
from their regular sources of sup- 
ply would do well to do so now. 
Increased birth rates and the 
huge backlog of wartime savings 
are expected to provide an excep- 
tionally huge market for all 





manner and types of playthings, 

A return to the pre-war trend 
of emphasis on constructive and 
educational types of playthings, 
rather than on military lines, was 


quite evident, although there 
were numerous items tying in 
with military activities. War 


time research of toy manufactur- 
ers was very evident in new forms 
and types of toys, games and kits. 
Some war-time sciences 
represented in new playthings, 
with emphasis, however, on their 
peace-time applications. 


were 


Hand made samples, present 
at most Toy Fairs, were again 
in evidence, including not only 
games and toys but various types 
of wheel goods, including some 
of magnesium. Peacetime Ameri- 
ca’s activities in home making, 
transportation, farming, art con- 
struction, industry and science 
were represented in lines made 
of new materials as well as pre- 
war materials. Velocipedes, doll 
carriages, electric trains, rubber 
balls, animals and balloons, mov- 
able eyes for dolls and metal 
sand toys were offered for sum- 
mer time delivery—and _ even 
earlier in some instances—for the 
first time in four years. 

Comic, story-book and radio 
characters were well represented 
in new games and toys. Con- 
tinued interest of youngsters in 
cowboys and their equipment 
were widely featured. In electrie 
trains sound and even smoke 
were among the new features. 
Gardening and farming interest 
were reflected in miniature farm 
machinery, farm houses and 
barns—ready made and in con- 
struction sets. Real hair dolls, 
with new costumes were exhibit- 
ed, although they are expected to 
continue in short supply for quite 





some time. 











SOUTHERN CALIFORNIA CONVENTION: Among the new officers elected for the Southern California Retail Hardware 


Association at its annual convention, Feb. 27-28, Hilton Hotel, Long 


Beach, are, seated left to right: George L. Wells, Arling- 


ton, director; O. H. Wagner, Wagner Hdwe., Glendale, director; Leo V. Butler, Red Feather Hdwe. Co., Les Angeles, new 
president; Arthur Horrods, Akron, Ohio; C. H. Byers, Churchill and Cassou, Ltd., Escondido, retiring president; Mrs. Byers: 
A. C. Kammeier, Los Angeles, executive secretary; Mrs. Kameier; and Vernon E. Cherry, The Cherry Co., Los Angeles, 


first vice-president. 


Officers not in the photograph are: Graham D. George, Ott Hdwe. Co., Santa Barbara, second vice-president; directors 


Samuel J. Woody, Van Nuys Hdwe., 


Van Nuys; Arthur B. Green, Horace Green and 


Sons, Huntington Park; J. A. Potter, 


Jr., Potters’, West Los Angeles; Ray G. McClellan, Riverside Hdwe. Co., Riverside; Heydon Robertson, Berger Hdwe. Co., San 
Diego; H. A Heyer, Fullerton Hdwe., Fullerton; R. T. Watkins, Watkins Hdwe. Co., Santa Paula; advisory board members 
Leland Pickering, Reseda Hdwe. Co., Reseda, and D. L. Behm, Monrovia Hdwe. Co., Monrovia, and Mr. Byer. 


Resolutions adopted by the Association favored petitioning Congress against the OPA price absorption policy; retention of 
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the Miller-Tydings Amendment; and taxing of co-operatives on an equitable basis. 
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: MAKES MILLIONS HAPYY- 


sre that’s why it sells so fast! 


‘e farm 

s and . 

o4 Almost every housewife knows how _ year ’round advertising, it is only neces- = 

— wonderfully Old English Scratch Remov- sary to display this popular household ; Whar 

r quite ing Polish helps in keeping her furniture article to sell it—fast! Display it in your 64g 
looking nice. It’s at the top of thousands window—keep a bottle on the counter. a 


of shopping lists for housecleaning day. Old English Scratch Removing Polish 





What with this natural demand and daily, __ sells on sight—and sells fast! 


Daily Radio Advertising Coast to Coast 


Mrs. America hears about Old English every weekday — Monday 
through Friday—on two famous coast-to-coast radio programs; Check your ff PANS Y 
“The Romance of Helen Trent” (CBS) and “Just Plain Bill” stock now! AN, 
(NBC) —a total of 207 radio stations, reaching 26 million homes, 
52 weeks of the year. AND ALSO this year, an extra added 
schedule of full-color ads in the popular comic sections. Write 
, new direct to Boyle-Midway Inc. for display helps and sales suggestions. 


NEW . 
Byers: pep scHEDU b nner \ 


= | Zein O18 English==Polish 


” San 
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It’s PROFITABLE 
To Sell Quality Products 


like PARKER joois 


TOOLS 


For instance, you must 
double your volume of 
trade, which in turn, calls 
for additional overhead, 
additional sales expense, 
additional floor space. 
With a quality line like 


Parker’s, you eliminate dis- | 


satisfied customers and an 
accumulation of complaints, too frequently the result 
of cheaper merchandise. 

Multiply the greater profits, the better satisfied 
customers from sales of Parker Small Hand Tools 
by a period of years. Quality pays immediately 
and in the long run too. 

There'll be some new products in the quality 
line of Parker Small Hand Tools soon. Watch 
for them. 





em 


PARKER MANUFACTURING CO. 


WORCESTER 1, MASS., U.S.A. 














ARTHUR H. BROWNELL 
GOES TO TEXAS FOR 
ILCO, LOCKWOOD 


Arthur H. Brownell has been 
made sales representative in 
Texas for the Independent Lock 





ARTHUR H. BROWNELL 


Co., and Lockwood Hardware 
Mfg. Co., both of Fitchburg, 
Mass. 


Mr. Brownell received his early 
hardware training with the Erie 
Hardware Co., Erie, Pa., later 
specializing on floor coverings 
with Empire Carpet Co., New 
York City. 

For the past few years he has 
been training for his new position 
at the two companies’ factories, 
where he has been tutored by his 
father Adon H. Brownell, general 
sales manager of Lockwood 
Hdwe. Mfg. Co. 


Arthur Brownell will operate 


under the direct supervision of | 
Robert N. Hicks, southern sales | 
|nois, Iowa, Indiana, Minnesota 


manager of both companies. 





NEW INTERESTS OWN 
PART OF BASCHE-SAGE 
HARDWARE CoO. 


A major interest in the Basche- 
Sage Hardware Co., Baker, Ore., 
wholesale firm, has been sold by 
Dan W. French to a group of 
Baker and Grant county men. 
New stock owners are James 
Maple, of the John Day Hard- 
ware Co., Frank Oliver, John 
Day, Joe Norton, Mitchell, and 
Fred Basche and Ray Hindman, 
Baker. 


Fred Basche recently with the 
Baker war industries, has re- 
joined the company. Mr. Hind- 
man has been with the company 














for years. Claude Basche, asso- | 


ciated with the concern since 
1903, recently as secretary-trea- 
surer, has been named general 
manager. With the transfer of 
his stock interest French resigned 
as president and D. W. French, 
Jr., as vice-president. 

The company was organized in 





1903 and took over the Sage & 
Grace Hardware Co., one of the 
organizers. The elder French 
served as secretary-treasurer and 
upon retirement of Pete Basche 
became president. 





MOTOROLA PROMOTES 
A. S. MILLER 


A. S. Miller is the new re- 
gional sales manager, in the De- 
troit and Cincinnati area, for the 
Galvin Mfg. Corp. 4545 W. 
Augusta Blvd., Chicago. 

Mr. Miller comes to “Moto- 
rola” with better than 20 years’ 
merchandising experience ob- 
tained with such companies as 
Goodhousekeeping Shop, Detroit; 
Apex Electrical, Cleveland; Kel- 
vinator Corp., Leonard Refrige 
rator Co., and Brunswick Balke 
Collender Co. 

SELKIRK HONORED BY 

N. Y. STATE OFFICIALS 


Russell Selkirk, hardware 
dealer of Cobleskill, N. Y., and 
president of the New York State 
R.H.A. was elected president of 
the N. Y. State Association of 
Towns, a statewide organization 
composed of town officials. Mr. 
Selkirk is a supervisor in Scho- 
harie County. 

MILLARD F. HEAL FORMS 

AGENCY IN CHICAGO 


Millard F. Heal recently en- 
tered business as a manufac- 
turers’ agent, under the firm 
name Millard F. Heal & Asso- 
ciates, with offices at 55 E. Wash- 
ington St., Chicago 2, Ill. The 
new organization will cover Illi- 


and Wisconsin, calling on hard- 
ware wholesalers, mill supply and 
automotive distributors. 

Mr. Heal formerly represented 
American Chain & Cable Co. in 
the same area and until recently 
was district sales manager for 
the New Jersey Asbestos Co. He 
is seeking additional lines. 





MILLARD F. HEAL 


HARDWARE AGE 
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The Imperial Knife Co., Inc., 
14 Blount St., Providence, R. L., 
announces the formation of the 





F. A. TUERFF 


Vulcan Safety Razor Corp., with 
which it is closely affiliated. A | 
modern factory of model design | 
has been constructed in Maple- 
wood, N. J., to house the latest 





Valcan Safety Razor Corp. Formed: 
Producing in New Maplewood, N. J., Plant 


type of specially engineered 
equipment to make a full line of 
double edge and single edge 


| razor blades. 


F. A. Tuerff is the president of 
the new company, and all manu- 
facturing activities will be under 
his personal supervision. Mr. 
Tuerff has had a long experience 
in the razor blade industry. He 
was at one time assistant plant 
manager of Otto Roth, Inc., who 
were pioneers in modern methods 
of making blades. Later he was 
vice president and production 
manager of the Windsor Mfg. Co. 

The new company is already in 
production, making blades under 
the trade names of “Vulean” and 
“Sleek Stainless.” 

The blades will be offered to 
the trade by the sales organiza- 
tion that is handling the products 
of the Imperial Knife Co., the 
Ulster Knife Co., the Kingston 
Cutlery Co. and the Schrade- 
Walden Cutlery Corp. Head- 
quarters of the new firm are at 
238-240 Burnett Ave., Maple- 
wood, N. J. 








ALVAN FISHER RETURNS | 
TO TELECHRON 


Alvan Fisher who before he | 
entered the U. S. Navy had been | 
with the Warren Telechron Co., 
Ashland, Mass., since 1926, has 
returned to the company in the 
capacity of sales engineer. 

Formerly connected with the | 
sales department as a commercial | 
engineer, Mr. Fisher left for 
duty with the Navy in October, 
1940. During his span of five 
years in the service, he was an 
engineer officer of an attack 
transport, on the staff at the 
Naval War College, Newport, 
R. I., and a member of the staff 
of the Commander Service Board 
of the Pacific Fleet. In the lat- | 














ALVAN FISHER 
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ter post he was responsible for 
planning administration and 
maintenance of advanced naval 
bases in the Pacific. He held 
the rank of captain when he left 
the Navy. Mr. Fisher will be 
calling on industrial motor, in- 
strument and timer customers in 
Maine, New Hampshire, Vermont, 
Massachusetts, Rhode Island, 
Connecticut, New York, Penn- 
sylvania, Delaware, Maryland, 
District of Columbia and Vir- 
ginia. 

GENERAL BOX NAMES 

G. T. WALNE MANAGER 

IN CENTRAL DIST. 


George T. Walne has been pro- 
moted to manager of the Cen- 
tral district sales territory of 
General Box Co., 510 N. Dear- 
born St., Chicago. 

Mr. Walne started with Gen- 
eral Box Co.’s New Orleans divi- 
sion 19 years ago and has since 
served in the New York, New 
England and Central divisions. 
For the past few years, has has 
been located in Chicago. 





R. W. AHRINGER REJOINS 
AMERICAN MFG. CO. 


Ralph W. Ahringer, after three 
years’ service in the Army, has 
returned to the American Mfg. 
Co., Noble & West Sts., Brooklyn 
22, makers of rope and cordage. 
He will cover the New York and 
Pennsylvania territories. 








siswuibYy Hulpjoy 





@ The only nail holding hammer 


@ A high quality tool. Pride of the Tool Chest 


@ Drive more nails — easier and faster 





HENRY CHENEY HAMMER CORP. 


Factory: Little Falls, N. Y. 





SALES OFFICE: 217 BROADWAY, NEW YORK, N. Y. 
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RICHARD W. MEACHAM 


RICHARD W. MEACHAM 
JOINS YALE & TOWNE 
IN SOUTHERN AREA 

Richard W. Bir- 
mingham, Ala., ap- 
pointed the Yale sales represen- 


Meacham, 
has been 
tative for the Alabama-Louisiana- 
Mississippi territory of the 
Stamford Division of The Yale 
& Towne Mfg. Co. Mr. Meacham 
succeeds V. A. Waldron, who 
has been transferred to the New 
England territory. 

He has just returned to civil- 
ian status after 2% years in the 
Navy, in which he spent almost 
all his time as an instructor in 
seamanship at the U. S. Naval 


Training Station, Bainbridge, 
Md. 
Mr. Meacham brings to his 


new job ten years of experience 
in builders’ hardware sales. He 
worked for six years with Moore- 
Handley Hardware Co., the Bir- 
mingham distributor of Yale 
hardware. He then joined Railey- 
Milam, Inc., Miami distributor, 
for two years and spent the next 
two years as a builders’ hard- 
ware specialist for Delph Hard- 
ware and Specialty Co., Augusta, 


Ga. 


G.E. ANNOUNCES NEW 
SALES APPOINTMENTS 


The appointment of three man- 
agers of appliance sales for the 
General Electric Co., Bridgeport, 
Conn., has heen announced by 
C. R. Pritchard, general sales 
manager of the Appliance & Mer- 
chandise Department. 

Glen H. Harker, former heat- 
ing device and clock specialist in 
San Francisco, Calif., has been 
named appliance sales manager 
in Los Angeles, Calif. 

Fred K. Hagar, who is taking 
over a similar job in Salt Lake 
City, Utah, was formerly with the 
General Electric Supply Corp. in 
Omaha. 

Fay W. Wheeler, now appli- 
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ance sales manager in Nashville, 
Tenn., is a former heating device 
and clock specialist in the At- 
lanta, Ga., Tampa, Fia., and Dal- 
las, Tex., offices of the company. 


facilities, planned for completion 

during the next year, which will 
enable Grand to produce more 
than twice the unit volume built 
during any prewar year. 


SEATTLE FIRM OPENS 
NINTH BRANCH IN 


GRAND APPLIANCE CoO. 
ELECTS CAMERON V.P. 
A. B. Cameron has been elect- BELLEVUE, WASH. 


ed vice-president and sales man-| The Ernst Hardware Co., of 
ager of Grand Home Appliance | Seattle, Wash., has purchased the 
Co., 2323 E. 67th St., Cleveland. hardware department of the Kay 

Mr. Cameron joined Grand in| Lumber and Hardware Co. of 
1944, after 15 years as merchan- | Bellevue, Wash., according to Lt. 
(j.g.) Kay Neumann, lumber 
| company owner, and Charles S. 
| Wills, executive officer of the 
| Ernst Hardware Co. 

Separately owned and man- 
aged, both organizations will co- 
operate under the same roof and 

| are to operate a “Home Makers’ 
Center.” 
| The Bellevue acquisition marks 
the ninth branch for the 50-year- 
old Seattle hardware concern. 
Lt. Neumann has been operating 
'the company for the past nine 
years. He expects to be released 
| in April by the Navy. 











3 REPRESENTATIVES 












| A. H. CLARK CO. ADDS 


A. B. CAMERON A. H. Clark Co., 125 Santa Fe 
| Ave., Los Angeles, Pacific Coast 
dising head of one of the coun- | manufacturer’s representative on 
try’s largest marketers of gas| nationally known lines, is ob- 
ranges. In October, 1945, he was | serving its 20th anniversary, and 
appointed sales manager. The| has added three men to its sell- 
promotion carries with it respon-| ing organization. They are Ed 
sibility for supervising accom-| A. Clark, who recently returned 
plishment of a major expansion | from service, Ken R. Quigley 








in the company’s production! and Ron Marston. 














C. W. LINK has been ap- 
| pointed sales manager of 
| Coldwell - Philadelphia Lawn 
|Mower Div., Portable Prod- 
ucts Corp., Newburgh, N. Y 
He was formerly head of Link 
& Hemrick, Inc., battery man 
ufacturers. 











| ROSS NAMED PRESIDENT 


OF COLUMBUS HDWE. 

W. Lester Ross was elected 
president of Columbus Hdwe. Co., 
Columbus, Ohio, at a _ recent 


| meeting of the stockholders to 


fill the vacancy created by the 
death of Edward E. Jenkins. Mr. 
Ross has been connected with 
the firm for more than 40 years. 

Lewis C. Page was elected 
vice-president and Robert A. 
Bowers was named secretary and 
treasurer. 











MORE THAN 250 REPRESENTATIVES of major appliance distributors attended a recent 
one-day meeting held by Landers, Frary & Clark, New Britain, Conn., in the auditorium of 
the Merchandise Mart, Chicago, at which time key executives forecast the 1946 sales and 
advertising plans and held a preview of new “Universal merchandise. B. C. Neece, vice- 
president and general sales manager, presided at the all-day session which ended in a banquet. 

R. L. White, president, told that Universal in addition to its known line of major appli- 
ances would strengthen the line with the addition of an automatic washer and dishwasher. 
In the small appliance division it will add electric blankets, together with newly-designed 
heating pads, toasters, percolators and waffle irons. The hardware line will feature a pres- 


sure cooker and a family scale now in production. 
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MANY WEEDS 


Here are just a few of the annual weeds and brush 
growth effectively controlled by KARMEX: 
Japanese honeysuckie Mustard weeds Annual sow 



























Annual morning glory Trumpet vine thistle 
Bull thistle Virginie creeper Sumac 
Giant ragweed Wild radish Sassafras 
Common ragweed Wild cerrot Locust 












SELL AMMATE 
TO KILL POISON IVY 





Gets results! 
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GOOD ON LAWNS AND PASTURE 
KARMExX has a selective action—kills undesirable 


te 

: weeds such as narrow-leaf plantain and dandelions 
3 without harm to lawns of blue grass (Kentucky or 
ag Canadian) and Bermuda grass. Not recommended 
on lawns of bent grass. 










» hts, ie A gee wibiiod Ve 
ORDER STOCKS TODAY. 


Be prepared for the spring season. We REG. U. 5. PAT. OFF. 





Also poison oak and other woody 
perennials and brush, as well as 








are now delivering both KARMEX (formerly called STROY) and 
many other weeds. Safe. Easy to AMMATE. But be on the safe side. Order from your jobber today. For 
use. 2-lb. and 6-lb. jars. further information and sales aids, write to: E. I. duPont de Nemours 
& Co. (Inc.), Semesan Division, Wilmington 98, Delaware. 
BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 
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M°DONALD 


AUTOMATIC 
WATER SYSTEMS 


90 years of making and keeping friendships... 
that’s the reputation which goes with every 
McDonald System. It means sales and profits 
to dealers everywhere who handle this out- 
standing line. Yes, the name “McDonald” 
means something to the host of farm families 
who will buy Water Systems. Nationally ad- 
vertised. Nationally accepted everywhere. Get 
the facts now. 


A. Y. McDONALD MFG. COMPANY 


Dubuque, lowa 
PUMPS @« PLUMBERS BRASS @ OIL EQUIPMENT 

















DEEP WELL 


Series 400 and 600 compact, 
skillfully engineered units 
featuring complete accessi- 
bility, positive lubrication. 
Also Hydro Jet systems. 


SHALLOW WELL 
Series 420. Simple, accessi- 
ble, dependable —a leader 
in the Water System field. 
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OBITUARIES 








R. W. HIGGINS 
Raymond Walter Higgins, 64, 
president for the past three 
years of the Kelley-How-Thom- 
son Co., Duluth, Minn., whole- 





R. W. HIGGINS 





sale hardware firm, died March 
28, at Phoenix, Ariz., where he 
had been residing for three 
months. 

Mr. Higgins joined the Kelley- 
How-Thomson Co. in 1902 when 
it was formed, as credit man- 
ager. He was also a director of 
Shattuck-Denn Mining Corp., 
copper mining firm with head- 
quarters in New York. 

He was a member of the 
Duluth Chamber of Commerce, 
Kitchi Gammi and Northland 
Country Clubs of Duluth, and 
the Chicago Club, and was a 
former president of the Duluth 
Boat Club. 

His widow and three sons sur- 
vive him. 


W. I. MARSHALL 


W. I. Marshall, 77, vice-presi- 
dent for 20 years of the W. W. 
Woodruff Hardware Co., Knox- 
ville, Tenn. wholesale firm, died 
recently. He had been with the 
Woodruff firm for 41 years. He 


was active in Masonic circles. 





JOHN O. MULLER 


John O. Muller, 64, who as 
assistant to I. S. Eshleman, of 
Ostrander & Eshleman, came into 
contact with many prominent 
New York architects, died Jan. 
19 at his New York City home. 
He was a charter member of the 
A.S.A.H.C. and had spent his 


entire business life in the build- 





four years were spent with 
Hoperman Bros., New York, who 
were doing ship joiner work. 





GEORGE E. PRATT 


George E. Pratt, who repre- 
sented Nicholson File Co. in New 
England and the Middle West 
for fifteen years, died at his 
home in Lancaster, Mass., on 
March 13, 1946. 

Previous to joining with 
Nicholson File Co., Mr. Pratt 
traveled for Simonds Saw & Steel 
Co., Fitchburg, Mass. 

Mr. Pratt is survived by his 
widow, a son and two daughters. 


ALFRED H. MATTHEWS 


Alfred H. Matthews,, 77, for 
many years president of A. M. 
Matthews & Co., Orange, N. J., 
a hardware and building material 
firm, passed away recently at the 
Orange Memorial Hospital. 
Surviving are his widow, a 
son and a daughter. 


F. W. BROWN 


Frederic William Brown, 56, 
assistant sales manager of the 
E. Ingraham Co., Bristol, Conn., 
died suddenly in Bristol, March 
6. He had been with The E. 
Ingraham Co. for 15 years. 





WILLIAM W. TRUE 


William W. True, 83, widely- 
known hardware merchant, and 
president of the True & Blan- 
chard Co., Inc., of Newport, Vt., 
died March 21. Mr. True found- 
ed the firm 60 years ago. He was 
past president of the New En- 
gland Hardware Association. He 
was also a member of the Harp- 
ware Ace Fifty Year Club. 








ers’ hardware industry. The last 





WILLIAM W. TRUE 
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LEWIS J. HART 


LEWIS J. HART 


Lewis J. Hart, 67, one of the 
leading industrialists of Connecti- 
cut, died recently following a 
short illness in Pinehurst, N. C., 
while on a vacation. He was 
president of The Hawkins Co., S. 
Britain, Conn., animal trap 
manufacturers; president and 
director of the Patent Button Co., 
in Tennessee, and vice-president, 
general manager and director of 
Platt Bros. & Co., Waterbury, 
Conn. He had held numerous 
public offices, served two terms 
as president of the Waterbury 
Chamber of Commerce and at 
the time of his death was presi- 
dent of the Waterbury Tax- 
payers’ Association and a mem- 
ber of the Board of Park Com- 


missioners. 





His business career started 50 
years ago when he entered the 
stockroom of the Patent Button 
Co., “which he was later to be- 
come president. Mrs. Hart, two 
sons, Samuel S., general manager 
of The Hawkins Co., and David 
S., of Bethlehem; a daughter, 
two sisters and two brothers sur- 
vive. 





WALTER F. NICHOLS 


Walter F. Nichols, 63, Tulsa, 
Okla., hardware merchant, died 
March 27, following a heart at- 
tack at his “Flying V” ranch. 
Mr. Nichols in 1910 founded the 
business, which after his retire- 
ment became the Clark-Darland 
Hardware Co. His brother, 
Charles, who had been in busi- 
ness with him, survives. 


MISS ROSE BRADFORD 


Miss Rose Bradford, assistant 
theasurer of Yakima Hardware 
Co., Yakima, Wash., wholesale 
firm, died March 21. She had 
been in the firm’s employ for 29 
years. 


PATRICK J. SWEENEY 


Patrick J. Sweeney, sales 
representative for Sher & Peach- 
in Ine., Chicago, Ill., died on 
March 14 at his home, following 
a heart attack. He was aged 40. 
Mr. Sweeney was a widely known 
and a well-liked salesman in 
Chicago and northern Illinois. 
He is survived by his widow. 








PAINT CONVENTION 
AT ATLANTIC CITY 
NOV. 6-8 


The National Paint, Varnish 
and Lacquer Association will 
hold its 1946 convention, the 58th 
annual meeting of the industry, 
in Atlantic City, N. J., Nov. 6, 7 
and 8. 

The Federation of Paint and 
Varnish Production Clubs will 
hold its convention Nov. 4 and 5. 

The Traymore will be head- 
quarters hotel for both conven- 
tions with the Claridge as aux- 
iliary. 


This will be the first regular | 


convention of the National Paint 
Varnish and Lacquer Association 
since 1941. 


SANDING LITERATURE 
BEING ISSUED BY 
CLOVER MFG. CO. 


All available information perti- 
nent to sanding, and new sanding 
machinery and techniques, much 
of which was developed during 
the war, is being printed for 
wide distribution by the Clover 
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Mfg. Co., Norwalk, Conn. A 
series of monthly technical bulle- 
tins has been started. 

E. B. Gallaher, M.E., treasurer 
of the Clover Co., who is prepar- 
ing the literature, points out 
that many of the advances which 
were made in World War I were 
lost to industry in general, be- 
cause they were not properly 
collected for redistribution. 

“Coated Abrasives” is the title 
of a 40-page handbook and di- 
gest of coated abrasive tech- 
nology. More than 100,000 copies 
have been distributed This is 
priced at 25 cents. The titles 
of three of the recent monthly 
bulletins are “Coolants for Abra- 
sive Belts,” “Belt Sanding of 
Metal” and “Testing Coated 


Abrasives.” 








Latest News on 


RECONVERSION 
on page 184 






















FOR YOUR 
ELECTRICAL 


HIT PARADE 


Beautiful new TOP- 
LINE appliances that 
will be sure-fire hits 
with your customers. 
Available just as 
soon as conditions 
beyond our control 
will permit. 
























































































TOP LINE 


ToYS APPLIANCES 


TENNESSEE VALLEY 
ASSOCIATED MARKETERS 


GAMBILL BUILDING, NASHVILLE, TENNESSEE 



















PAUL H. SEARS 


P. H. SEARS JOINS 
WESTFIELD STAFF 


Paul H. Sears has joined the 
sales staff of the Westfield Mfg. 
Co., Westfield, Mass., and is now 
devoting his time to familiariz 
ing himself with all phases of 
the manufacture of “Columbia- 
Built” bicycles, sales policies and 
the channels of distribution. 

Mr. Sears eis well known 
throughout the hardware and 
sporting goods trade, having trav- 
eled various sections of the 
United States and Canada for 
the Union Hardware Co. 





BRYANT HEATER CO. V.P. | 


HEADS NEW OPA DIV. 


Gordon Rieley, vice-president 
of Bryant Heater Co., 17825 St. 
Clair Ave., Cleveland, Ohio, has 
been appointed director of the 
newly-established building and 
construction price division of the 
Office of Price Administration, 
and is on leave of absence to 
assume his new duties imme- 
diately. 

The new division, which is be 
ing formed in part from the 


The Animal Trap Co. 
America, Lititz, Pa., has pur- 
chased the Molded Products Di- 
vision of the William L. Gilbert 
Clock Corp., in order to assure 
sufficient production for its new 
“Victor Veri-Lite” duck decoy. 
The machinery is now being 
| moved to the Lititz plant. In 
addition to duck decoys the Ani- 
| mal Trap Co. expects to develop 
other molded pulp products. 

The Animal Trap Co. of 
Mississippi, a subsidiary of Ani- 
mal Trap Co. of America, has 
purchased the Municipal Airport 
site and airplane hangar former- 





| ly used by the City of Pasca- 


goula, Miss., and is now in the 
process of adapting the buildings 


| Animal Trap Co. Buys Molding Plant; 
Subsidiary to Make Wooden Decoys 


of | to the production of its line of | 


wood duck decoys, 
“Victor” 
Vac-Sta” 


including | 
wood decoys, “Victor | 
decoys and “Victor” | 
balsa wood decoys. | 

The Mississippi plant, at its | 
former location, produced decoys | 
made from Southern pop-ash for 
a number of years, having been | 
operated prior to being pur- 
chased by the Animal Trap Co. 
by Poitiven Bros. 

This will be the first year that 
balsa wood decoys have been pro- 
duced as a regular stock item 
and, in addition to furnishing all 
wanted species of ducks in balsa 
wood, the Animal Trap Co. an- 
nounces it will also supply balsa 
wood goose decoys. 











GORDON RIELEY 


building materials division of 
OPA’s industrial materials divi- 
sion which formerly had juris 
diction over prices in the con- 
struction field, will work to as 
sure maximum and expedient 





cooperation with the National 





Housing programs by especial 
concentration on bottleneck and 
price supply programs. 

Mr. Rieley has been asso- 
ciated with Bryant for the past 
12 years, where he has special- 
ized in market research and ana- 
lytical phases of Bryant sales 
and production. 








RURAL ELECTRIFICATION | 
FUNDS ALLOTTED 
IN SIX STATES 


Rural Electrification Adminis- | 
trator Claude R. Wickard on | 
March 22 announced the allot- | 
ment of $1,240,000 in REA loan 
funds to eight borrowers in In- 
diana, Kentucky, Kansas, Lou- 
isiana, Minnesota, Missouri. 

These loan funds will be used 
by the borrowers to construct 
new rural electric facilities, in- 
cluding power distribution lines 
to bring electricity to 2,546 un- 
Served farms and other rural con- 
sumefs. 











PHIL GILLIG 


EMERSON RADIO ELECTS 
PHIL GILLIG V.P. 


Phil Gillig has been elected 
vice-president in charge of Home 


Products Div., Emerson Radio 
and Phonograph Corp. 111 
Eighth Ave., New York. Mr. 


Gillig has been associated with 
the radio industry for a quar- 
ter of a century and has served 
with Emerson Radio for the past 
seven years as assistant to the 


| president and as sales promotion 


manager. He was vice-president 

of Ludwig Baumann, New York, 

for 16 years prior to joining 

Emerson. 

ROD LABELLE CO. ADDS 
CARLSON LINE 


The Rod LaBelle Co., manu- 
facturers’ agents, 133 S. 7th St., 
Minneapolis, has been appointed 
representatives for the Carlson 
line of steel tape rules, manufac- 
tured by Carlson & Sullivan, 
Monrovia, Cal. 

The agency covers the territory 
comprising Wisconsin, Minne- 
sota, North and South Dakota 
and Illinois. 











The 17th floor of the Downtown Athletic Club, 19 West St., New York City, was 


taken over Thursday evening, March 28, for the annual steak dinner of The 


Hardware 


Trade Association of New York. Ninety hardwaremen enjoyed a bountiful repast, fol- 
lowed by a professional bill of entertainment. Roy C. Schmidt, Stanley Tools, chairman 
of the entertainment committee, assisted by J. C. Hansen, Hansen & Yorke Co., Inc.; 


Fred Scholl, Long Island Hardware Co., and Edward S. Norvell, E. C. Atkins & Co., 


secretary-treasurer of the club, directed the festivities. 
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Perfection is the world’s most popular oil range. Here are just a Increase Sales by Displaying 
few of the famous PERFECTION features people are demanding: Perfection Wicks and 
* Exclusive Perfection “High-Power” Burners—heat fast as gas, Repair Parts 
faster than electricity. 


* Exclusive Perfection “Live Heat” Oven—circulating hot air 
carries away excess moisture. 


By displaying these accessories 
you increase year-round sales, 
: . and assure perfect performance 
* Beautiful appearance — modern, streamlined and compact. from every Perfection Oil- 
* Easy to clean—oven burners slide out easily for quick clean- Burning Appliance until new 


ing and easy lighting. ones are available. 





Perfection Oil Ranges are easy to sell, because they’re great to 
own. Their popularity does half your selling job for you. 





The Mark of Quality 


PERFECTION STOVE COMPANY 


7805-C PLATT AVENUE ' CLEVELAND 4, OHIO 
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JOSEPH F. HEIL RECEIVES PROUD CONGRATULA- 
TIONS from his father, Julius P. Heil, after his election to 
the presidency of the Heil Co., 3000 W. Montana St., Mil- 
waukee |, Wis., last month. He succeeds his father, founder 
of the firm and president since its inception. Widely-known 
and highly regarded as a humanitarian, industrialist and 
former Governor of Wisconsin, Julius P. Heil will continue 


to take an active interest in 
treasurer. 


the company as director and 








P.O.W. EXPERIENCES 
IN GERMANY RELATED 
AT BOOSTERS MEETING 


An outline of his experiences 
as a prisoner of war in various 
German prison camps for Ameri- 
can and British airmen, were 
outlined by R. S. Wild, associate 
editor, Harpware AGE, at a 
meeting of the Hardware Boost- 
ers, March 29th at the Midston 
House, N. Y. 

Mr. Wild who served with the 
15th Air Force based in Africa 
and Italy as a radio operator 
gunner on a Flying Fortress was 
shot down the Austrian 
Alps, parachuting to safety, while 
on his 37th combat mission. He 
described his last mission which 
was to Regensberg, Germany, the 
attack on the plane, the sensa- 


over 





| tion of floating 20,000 feet in the 
air by chute, and his subsequent 
landing and capture by Austrian 
farmers. His talk also included 
a description of life in Nazi 
prison camps, mis-treatment by 
Germans and the triumph of 
American soldiers ingenuity in 
making their lives more bearable 
despite attempts to break morale. 
Particularly interesting was the 
account of the liberation by Rus- 
sian troops and the journey 
homeward. 


A. C. Flamman, Huges, Flam- 
man Simpson, president, con- 


attended by more than 50 mem- 
bers and guests. 


In memory of the late George 
H. Griffiths, president and gen- 
eral manager of Harpware Ace, 
and an honorary life-member of 
the Boosters, T. J. Crofton, H. B. 
Sherman Mfg. Co., delivered an 
eulogy. 





| K.C. HOUSEWARES CLUB, 
IN FIRST YEAR, BOASTS 
107 PAID MEMBERS 


| At a meeting on March 8, Har- 
| old O. Posey, merchandise man- 
ager of Emery-Bird-Thayer Dry 
Goods Co., was re-elected presi- 
dent of the Kansas City House- 
wares Club for 1946. Other offi- 
cers chosen were: First vice- 
president, Jack Temple, Townley 
| Metal and Hardware Co.: second 
| vice-president, James A. Ekstrom, 
Glaseo Electric Co.; secretary, 
James Perdue, Bert J. Clark Co.; 


ducted the meeting which was | 





treasurer, J. 
Katz Drug Co. 

Directors elected for a one-year 
term were: Crawford M. James, 
K. G. Gillespie, Jack Yeazel, 
Robert P. Ingram, Lou Gershon 
and Bert J. Clark. 

Those attending the dinner 
meeting were treated to a new 
30-minute technicolor film, “Kan- 
sas City, U. S. A.,” depicting the 
industrial and civic growth of 
Kansas City from 1870 until the 
present day. 

While the Kansas City House- 
wares Club is only a year old, it 
already boasts a paid membership 
of 107 members. 


Norman Gosney, 


ALBANY HDWE. NAMES 
MAY MANAGER OF RADIO 
DEPARTMENT 


Frank M. May has been ap- 
pointed manager of the Bendix 
radio dept. of the Albany Hard- 
ware & Iron Co., Albany, N. Y., 
wholesalers, according to an an- 
nouncement made by W. C. 
Dearstyne, president of the Al- 
bany Hardware firm. Mr. May 
formerly was associated with the 
Benzel-Powers Co., Albany, 
N. Y., for ten years. 

The Albany Hardware & Iron 
Co. has been designated by the 
Bendix Aviation Corp., Towson, 
Md., as distributors in that area 
for the forthcoming line of Ben- 
dix radios and _ radio-phono- 
graphs combinations. 





JOHNS-MANVILLE CORP. 
TO BUILD NEW PLANT 


Plans for the 
manufacturing 


erection of a 
plant in Tilton, 


N. H., were announced recently | 


by Johns-Manville Corp., New 
York, N. Y., manufacturers of 
building materials. Production 
facilities of the plant will be de- 
voted to the manufacture of as- 
bestos insulations. 

Construction will be started 
early this summer and will prog- 
ress as far as material deliveries 
will permit. 








R. LEGGAT-WEIR 


GENERAL DETROIT CORP. 
NAMES SALES HEADS 
The General Detroit Corp., 

2200 E. Jefferson Ave., Detroit, 

Mich., has appointed two new 

executives in its sales and ad- 





P. W. WOLF 


vertising departments. Robert 
Leggat-Weir has been designated 
assistant sales manager and 
Preston W. Wolf has been ap- 
pointed assistant sales promotion 
manager. The General Detroit 
Corp. manufactures a complete 





line of fire-fighting equipment. 











EDWARD L. TAYLOR, general sales manager and partner, 
and other executives of the Camfield Mfg. Co., of Grand Haven, 
Mich., are speeding the organization's sales promotion pro- 
gram by using the company’s own plane while the nations 
transportation systems are overburdened. Mr. Taylor is seen 
boarding the plane at the Grand Rapids, Mich., airport as he 
shakes hands with E. A. Rood, Jr., advertising manager of 


the company. 
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A Royal’ Winning Line for You! 


Empcres New Line of Gas 
Appliances will win YOU 
More SALES and PROFITS 





This line of gas heating and cook- 
ing appliances is tops in perform- 
ance, appearance and sales 


All heating appliances manufac- 
tured by Empire are equipped with 
the new perfectly performing, non- 
clogging, service-free Empire gas 
burner. 

Make an appointment now for one 
of Empire’s representatives to visit 
you and explain in more detail this 


exceptional line. 


ry Empire Stove Company 4 


Bet ve vite | 





MANUFACTURERS OF GAS HEATING AND COOKING APPLIANCES 
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ADVERTISING CAMPAIGN 


in the History of 





... creating millions of NEW USERS / 


= 
Advertisements appearing in... 


% 42 National Magazines 


OVER 43 MILLION CIRCULATION 


% PUCK-The Comic Weekly 


OVER 6 MILLION CIRCULATION 


Booklets, Displays 


a 
—_—— Stock Up! — 
Display and Feature! 











BOYLE-MIDWAY INC. 


22 E. 40th St., New York 16, N. Y. 
5235 W. 65th St., Chicago 38, lil. 4820 E. 50th St., Los Angeles 11, Cal. 





PLASTIC WOOD 


A CELLULOSE FIBRE FILLER 
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E. D. Vore Elected President 
Of West Virginia Hardware Assn. 


At the recent annual conven- 
tion of the West Virginia Hard- 
ware Association held in Clarks- 
burg, W. Va., the following new 





SAM H. DIEMER 


officers were elected: President, 
E. D. Vore, manager, hardware 
department, Southern Pine Lum- 
ber Co., Clarksburg; first vice- 
president, Homer Cruikshank, 
Charleston; second vice-presi- 
dent, Walter Purdy, Ravens- 
wood. Sam H. Diemer, Fair- 
mont, was re-elected secretary- 
treasurer. 

Elected to the executive com- 
mittee were: Fred E. Wright, 
Spencer; O. T. Law, Clarksburg, 
and Allen Hammer, Buckhan- 
non. Retiring president Ralph 
B. Swiger, Swiger Hdwe., Clarks- 
burg, became the ex-officio mem- 
ber of the executive committee. 

Resolutions adopted by the 
association favored retention of 
the Miller-Tydings Amendment; 
taxation of consumer coopera- 
tives, and opposed the OPA price 
absorption policy. 








W. W. PERRETT JOINS 
FRIGIDAIRE SALES 


W. W. Perrett, recently dis- 
charged from the Army, has 
joined the range and water 
heater sales division of the 
Frigidaire Div., General Motors 
Corp., Dayton, Ohio. 

Mr. Perrett, who served for 
three years as a major in the 
Surgeon General’s office on pur- 
chase production and allocation, 
first became associated with the 
electrical appliance field as ap- 
pliance sales supervisor for the 
Philadelphia Electric Co. in 1933. 
In 1942 he was appointed to the 
WPB on the advisory staff of 


production requirements. 





i 


WISCONSIN ASSN. 
HAS NEW FIELDMEN 
Robert Dalziel and Harry M. 
McGuire have recently joined the 
Wisconsin Retail Hardware As- 









lar 
— ° 


— | 


* 


sh 


ROBERT DALZIEL 


sociation, Stevens Point, Wis., as 
fieldmen. Mr. Dalziel was a 
Technical Sergeant, U. S. Marine 
Corps, prior to which he was em- 
ployed by a large drug merchan- 


r 


7 
! 





HARRY M. McGUIRE 


diser in the Twin Cities, later 
being auditor for two St. Paul, 
Minn., hotels. 

Mr. McGuire was employed for 
seven years by a large variety 
chain, having been an assistant 
store manager. 


_—_—_—— 


E. L. ROBSON ELECTED 
RUBBERSET DIRECTOR 


Elmer L. Robson was elected 
a director of Rubberset Co., Ltd., 
at a stockholders’ meeting held 
at Gravenhurst, Ont., April 2. 
Mr. Robson joined the company 
in December, 1944, as general 
sales manager and was elected 





vice-president a yar later. 
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E. B. CARTER NEW V.-P. 
OF WHEELING CORR. CO. 
TO DIRECT SALES 


Directors of the Wheeling Cor- 
rugating Co. at a special meeting 
elected Elmer Brooks Carter vice- 
president to succeed the late 
John H. Robinson. He will be 
in charge of sales. . 

Mr. Carter returned to Wheel- 
ing from the Army on Oct. 1, 
1945, and resumed his duties as 
assistant vice-president. He has 
been with the firm since 1923 
when he worked in the order de- 
partment at the Portsmouth 
Works of Wheeling Steel, after 
which he became a salesman for 
Wheeling Corrugating Co. in 
southern Ohio. In 1937 he be- 
came assistant manager at the 
Columbus, Ohio, warehouse, and 
in the same year was appointed 
manager. The Columbus ware- 
house was closed for the dura- 
tion of the war and was reopened 
only last month with Mr. Carter 
again becoming manager. He 
will be located in Wheeling 
when he assumes his new re- 
sponsibilities. 


NEW AD MAT SERVICE 
FEATURES WESTERN 
MERCHANDISE: 

Keene Western Newspaper Ser- 
vice, 3004 16th St., San Francisco 
3, is a new general newspaper 
advertising mat service being 
published monthly in San Fran- 





cisco, starting with the March 
issue. Emphasis is on western 
made and western distributed 
merchandise. 

This new service, which is de- 
signed primarily to help news- 
paper advertising men in their 
space selling, is also for retail 
stores that depend on advertis- 
ing mat services. 

The first issue contains 36 
pages of illustrations covering 
women’s, men’s and children’s 
apparel, accessories, cosmetics, 
toiletries, furniture, housewares, 
liquor, hardware, garden tools, 
camera supplies and _ notions. 
Mats for newspaper color adver- 
tisements are also included in 
the service. 


—_—_—— 


NEW HARDWARE STORE 
IN FLORIDA 


Abel L. Rosen, who recently | 


resigned as branch manager of 
the County Seat Supply Co., re- 
tail hardware and paint dealers, 
Mt. Kisco, N. Y., will open a 
new hardware establishment un- 
der the name of the County Seat 
Supply Co., at 339 Second Ave., 
Daytona Beach, Fla., on or about 
May 15. 

Mr. Rosen was affiliated with 
the Mt. Kisco, N. Y., firm from 
1937 until 1942 when he entered 
the Army. Upon his discharge 
from the service in October 
of last year, he rejoined the com- 


pany. 
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MISSOURI RETAIL HARDWARE ASSOCIATION, INC., 
annual convention and exhibit, March 5-7, 1946, Hotel Jef- 
ferson, St. Louis, Mo., elected Al Niehaus, St. Louis, presi- 
dent, succeeding A. McH. Riggs, Kennett; Milo H. Walz, 
Jefferson City, vice-president; J. W. Giesler, St. Louis, trea- 
surer, and L. C. Kreh, St. Louis, secretary. Board of directors 
consists of: William Ehlen, St. Louis; Shelton Thomas, Card- 
well; Carl I. Hanneke, St. Louis; O. D. Bradley, Troy; H. C. 
Mell, Farmington; R. E. Williams, Silex; A. McH. Riggs, 
Kennett; Ben Dierkes, St. Louis, and H. C. Whitaker, Portage- 
ville. The association recommended that OPA change its 
stand relative to percentage of profit and price schedule for 
small retailers; that co-operatives be required to pay taxes on 
same basis as other corporations with which they are in com- 
petition; that OPA adjust retail prices to reflect any dollar 
increase allowed to manufacturers, and resistance to any ef- 
fort to repeal the Tydings-Miller amendment. In the illustra- 
tion, left to right, front row: Al Niehaus, president; L. C. 
Kreh, secretary, and A. McH. Riggs, retiring president. Rear 
row: R. E. Williams, director; J. W. Giesler, vice-president; 
Shelton Thomas, Carl I. Hanneke, B. J. Dierkes and Harlan 
Whitaker, directors. 
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Flag Pole Staffs 
are made of 
standard pipe, 
heavily galva- 
nized.Furnished 
with non-jamb- 
ing pulley. 





Steel Folding Gates in single 
or double construction— with 
or without overhead track. 
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Wire Mesk Partitions 
-sectional—fit any 
height or width. 
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Stewart fron Picket Fence is available in many 
styles. Also Chain Link Wire 
Fence for all types of property 









@ Many hardware dealers are increasing their 
profits with Stewart products. And it’s all clear 
profit, too, because you make no investment and 
you are not required to carry any stock. Here’s 
all you do: Send for free Stewart literature and 
familiarize yourself with Stewart products. Then you send us 
your inquiries for fence and other metal specialties. We do the 
rest and pay you a commission when the sale is made. Simple, 
isn’t it? Write today! There’s no obligation whatever. A 
few products are shown above. There are scores of others. 





THE STEWART IRON WORKS CO., INC. 
1337 Stewart Block, Cincinnati 1, Ohio 
Experts in Metal Fabrications Since 1886 












NORGE REFRIGERATION 
SALES HEAD NOW 


WwW. S. LAW 
W. S. Law, just returned to 
civilian life after more than 


three years in the army air 





Ww. 8. LAW 


forces, has been appointed man- 
ager of refrigeration sales for the 
Norge division of Borg-Warner 
Corp. 

The appointment was made to 
fill the vacancy created recently 
when E. R. Bridge, formerly in 
charge of refrigeration sales, was 
named to the new position of 
merchandise manager. 


SCHUMACHER APPROVES 
PARAFFINE MERGER 


Stockholders of the Schu- 
macher Wall Board Corp., at a 
meeting held at the offices of the 
corporation at South Gate, Los 
Angeles County, March 18, voted 
for a merger with the Paraffine 
Companies, Inc. 

On March 15, The Paraffine 
Cos., Inc., approved the merger. 





MATTIELLO RECEIVES 
CIVILIAN SERVICE AWARD 


Dr. Joseph J. Mattiello, vice- 
president and technical director, 
Hilo Varnish Corp., Brooklyn, 
N. P., recently was cited for out- 
standing contributions to the 
war effort when the War Depart- 
ment presented him with the 
Meritorious Civilian Service 
Award. 


U.S.-MENGEL PLYWOODS 
CONSTRUCTS NEW PLANT 


Construction has started on a 
new distributing plant and ware- 
house for U. S.-Mengel Plywoods, 
Inc., Louisville, Ky., to provide 
permanent quarters for the com- 
pany’s operations in that city 
now housed in one of the Men- 
gel Co. plants, Walter R. Jones, 
president, announced recently. 
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U. S. - Mengel Plywoods, a 
jointly-owned subsidiary of 
United States Plywood Corp. and 
The Mengel Co., operates ply- 
wood distribution units in the 
south. 


“E-Z KLOZE” AGAIN 
IN CIRCULATION 


The Heckethorn Mfg. & Sup- 
ply Co., Littleton, Colo., has an- 
nounced that the “E-Z Klose” 
screen door checks are now be- 
ing produced by the company. 
This device was discontinued 
when the company went into war 
production but the item is avail- 
able to the trade once again. 





C. A. LUND CO. BUYS 
JACKSON CO. PLANT 


C. A. Lund Co., Hastings, 
Minn., manufacturers of winter 
sporting goods, recently pur- 
chased the plant foimerly occu- 
pied by the Jackson Co., North 
St. Paul, Minn. Possession of 
the five-story factory building 
was taken on March 1, 1946. 


WARD COOK JOINS 


CHICOPEE MFG. 
FOR MID-WEST 


Ward S. Cook, just recently 
honorably discharged as a first 
lieutenant in the U. S. Army Sig- 
nal Corps, has joined Chicopee 
Corp., 


Mfg. Lumite Div., 47 





WARD S. COOK 





Worth St., New York City, as 
its mid-western representative. 
He will cover Michigan, South 
and North Dakota, Indiana, Illi- 
nois, Wisconsin, Minnesota, Kan- 
sas, Nebraska, Iowa and Mis- 
souri. 

Prior to his service in the 
armed forces he was an investi- 
gator for the Retail Credit Co. of 
Atlanta, Ga., in its Chicago office. 





SILBERSTEIN PROMOTED 
TO DIST. MGR. BY ILG 


Bernie G. Silberstein, man- 
ager of the Ig Electric Ventilat- 
ing Co. branch office in Cincin- 
nati, Ohio, has been appointed 





B. G. SILBERSTEIN 


Ohio Valley district manager. He 
will supervise engineering and 
sales activities of Ilg branch of- 
fices in Cincinnati, Columbus, 
Louisville, Knoxville, and Char- 
leston, W. Va. He was promoted 
to branch manager in 1929. 


LETT MADE CROSLEY 
,DIRECTOR OF EXPORTS 


Tye M. Lett, Jr., has been ap- 
pointed director of exports of 
The Crosley Corp., Cincinnati, 
Ohio, according to an announce- 
ment by S. D. Mahan, vice-presi- 
dent and general sales manager. 

Mr. Lett has been an exporter 
for many years, having served in 
various capacities. 








War Assets Adm. to Sell Surplas 
Stock of Steel Wire Insect Screen 


(Washington Bureau of Harp- 
WARE AGE at press time) 


The War Assets Administra- 
tion has on sale in a nation-wide 
continuous program  approxi- 
mately $1,000,000 worth of steel 
wire insect screen, galvanized or 
japanned and bronze in various 
meshes and widths. Prices have 
been established for wholesalers, 
large and small retailers, and 





for the ultimate consumers. 

Only WAA regions having in- 
ventory will sell. A reserve has 
been established for priority 
claimants. The remainder is be- 
ing offered to the commercial 
trade with the view of relieving 
the present critical shortage of 
this material, and to aid in the 
completion of essential construc- 
tion. 








TOASTMASTER APPOINTS 
F. W. STEADMAN, JR. 
FOR NEW ENGLAND 

Frederick W. Steadman, Jr., 


has been appointed “Toastmas- 
ter” representative by the Do- 





FREDERICK W. STEADMAN, JR. 


mestic Appliance Dept., Toast- 
master Products Div., McGraw 
Electric Co., Elgin, Ill. 

Mr. Steadman will have his 
headquarters in Boston and his 
contacts will include “Toastmas- 
ter” accounts in Maine, Vermont, 
New Hampshire, Massachusetts 
and Rhode Island. 

TRU-TEST LAUNCHES 

MONTHLY PROGRAM 


The Tru-Test Division, Oakes 
& Co., 650 S. Clark St., Chicago 
5, Ill., issued in February the 
first edition of the Tru-Test 
Marketer, a 16 by 21 inch, two 
color gravure bulletin. To serve 
as an active contact between 
dealers and their Tru-Test dis 
tributors the publication will be 
issued the 15th of each month. 
One section is devoted to news, 
store modernization ideas, dis- 
plays and articles from dealers. 

Previews of Seasonal Tru-Test 
Consumer catalogs are to be pro- 
jected each month and the in- 
side . spread will show dealer 
“Hardware Values” in available 
merchandise. Distributor im- 
print will appear in two places 
on each edition. 





M. H. GWYNN APPOINTED 
GENERAL SALES MGR. 
ALLEN MFG. CO. 


The Allen Mfg. Co., Inc., 300 
10th Ave., N., Nashville 1, Tenn., 
makers of ranges, oil heaters and 
parlor furnaces, has announced 
the appointment of M. H. Gwynn 
as general sales manager. 

For the past two years he had 
been assistant to the sales mana- 
ger, and was closely associated 
with all sales plans and policies. 
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rimz Cedar-Closet Wallpaper 


with OT 
DDT CEDAR CLOSET 


KILLS — 
OTHS 22 


Many Ola, hat 








GUARANTEED emt CEDAR cLossT : NO SPRAYS 
ONEYEAR NO LIQUIDS 


CONTAINING epoT" SECTICIDE 


Vow Pucca veberi EARLE OM Meth 


 READY-PASTED ¢& ae ~ NON-HALARDOUS 
Just Dip in Water and Up it Goes To Humans and Domestic Animals 


' GUARANTEED effecti inst ineects for at leas 
New, Sure Profit Maker! scosranteso ctective sesinst insects for at tast one 


7) @ REAL CEDAR WOOD wallpaper made from real cedar 
Z, ig Ou Z3, Lt gives closets the luxurious look of genuine cedar grain. 
e clean, fresh cedar fragrance. 
Q * The clean, fresh cedar f 


; ; J @ ORDER NOW! Deal is 12 boxes which cost you $23.25 
@ KILLS MOTHS! Also flies, mosquitoes, silverfish, ants —you sell for $35.76. That’s 35%, clear. 


and other household pests after on2 contact. } ; ‘ 
@ FREE window and counter display with order. Free ad 


@ READY-PASTED! ANYONE CAN PUT IT UP! Just dip mats. Give-away and mailing folder $7.00 the thousand, 


in water and apply. No paste, no tools, no muss. No imprinted with name and address. 
experience needed. 
@ NO SPRAYS! NO LIQUIDS! The active DDT is in [~—~——- USE HANDY COUPON TO ORDER -————— 


TRIMZ CO. INC. 

Merchandise Mart Bldg., Dept. HA-446, Chicago 54, III. 
Please ship me, through my jobber (_ ) deals Trimz DDT 
Ready - pasted Cedar Closet Wallpaper @ $23.25 per deal. 


the paper—can’t soil clothes. Non-hazardous to people, 
pets, fabrics. 


Another Product of wae 
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WORLD'S LARGEST MANUFACTURER AND LEADING DESIGNER 


For details about the $7,500.00 International Wallpaper Design 
Contest write to United Wallpaper, Inc., Chicago 54, Illinois 


















































enthusiasm. Wait till we can release them to you! 
—wait for these over-due profits on UN1on Steel 
Rods! 


Be set then to take up on SALEs with a new 
line of UN1on Values—with a lure to catch the 
fancy of the fisherman. New features we’ve been 
working on since war declared “closed season” 
on sporting-goods production. 


“Hold open” too, for new and perfected post- 
war lines of UNION 


Roller and Ice Skates 


Chisels and Screwdrivers 
Hack Saw Frames 





Gun Implements 
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TORRINGTON. CONN. 


ISI CHAMBERS 


















HARDWARE BRIEFS 








ARKANSAS 


The Neal Hdwe. Co., formerly 
of Little Rock, Ark., has moved 
to a new address at 502 East 
Washington Ave., North Little 
Rock. The new quarters will 
give the company additional 
space to house newly available 
hardware lines. 


CALIFORNIA 
A building permit has been is- 
sued for construction of a con- 
crete block warehouse building 
at 3136 12th St., Riverside, Cal., 
for the Riverside Hardware Co. 


GEORGIA 


J. C. McElheney, Loyce Mc- 
Mullin and Jack Taylor, former 


| members of the armed forces re- 


| employed 
Yes, it’s long-past time for your fishermen cus- | 
tomers to buy new Union Rods—with the old | 





cently discharged from the ser- 
vice, are now employed at Monti- 
cello Hdwe. Co., Monticello, Ga. 





Louie and Curtis Sheppard re- 
cently opened a hardware store 
in Cameilia, Ga. They were 
formerly in defense 
work in Atlanta. 


A. W. Bramblett, actively con- 
nected with the Bramblett Hdwe. 
& Furniture Co., Forsyth, Ga., for 
over 45 years, has sold his inter- 
est in the company to his co- 
partners, Charles D. Hollis and 
Louis E. Zellner. 





H. A. Moorman and J. B. Bar- 
field have opened a hardware 
store on North Jefferson St., 
Dublin, Ga. 


—————-- 


IDAHO 


Fire of undetermined origin 
damaged the Rosevear Hardware 
Co., Glenns Ferry, Idaho, caus- 
ing estimated damage of $20,000, 
according to George Rosevear, 
one of the owners. 





ILLINOIS 


John Reeder, Decatur, IIl., has 
purchased the Avers Hardware 
store at Weldon, Ill., from Mr. 
and Mrs. George Lurshen, who 
for more than 25 years owned 
and operated the store. 





INDIANA 


Harry Isch, head of the Isch 
Hardware Co., which operates 
stores in Bluffton, Ossian, Mont- 
pelier and Markle, Ind., will 
open his fifth store in Hunting- 
ton, Ind. 


MINNESOTA 


The Emil Weber Hardware 
store, at St. Michael, Minn., was 
destroyed by fire, with a loss 
estimated at about $10,000. 





NEW YORK 


Clyde A. Blackman has pur- 
chased the Muma Hardware, 
Holland, N. Y., and is doing 
business as Blackman & Son. 





G. Lee has purchased the Kirk- 
by Hardware, Holland, N. Y., and 
is doing business as the Lee 
Hardware. 





A. E. Marshall has opened the 
Lyons Hardware Co., Inc., Lyons, 
N. Y. 





Smith Bros., Hamburg, N. Y., 
have moved to a new location at 


42 Main St. 





Clayton Flanigan, Minoa, N. 
Y., former director of the New 
York State Retail Hardware As- 
sociation, has sold his business 
to Holton L. Browne. 





OREGON 


Frank Riemenschneider has 
purchased the John F.. Musgrove 
Hdwe. store of Sutherlin, Ore., 
and renamed it the Sutherlin 
Hardware. His son-in-law, Arthur 
Correll, recently discharged from 
the army, is employed with him. 





The Gregg Hardware store at 
Coquille, Ore., has been sold by 
Mr. and Mrs. Lloyd Gregg to 
W. C. Mason, formerly of Port- 
land. The store was run by 
Mrs. Gregg during the three 
years her husband was in the 
Navy. 





Columbia Hardware, with a 
full line of hardware and sport- 
ing goods, was opened in War- 
renton, Ore., March 16. 





TENNESSEE 


Louis Wagner’s Hardware 
Store, 1300 Thomas St., Mem- 
phis., opened March 16. 





TEXAS 


The DeFee Hardware Store, 
Houston, has begun construction 
of a $14,000 store at Humble, 
Texas. 





The Conner Furniture Co., 
Vidor, Texas, has been pur- 
chased by Tell V. Coy and will 
be operated as the McCoy Fur- 








niture and Hardware Co. 
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‘ The Broadway Builders’ Sup- 
ply Co. has opened its doors at 
5128 Broadway, Galveston. The 
firm is owned and operated by 
Jack A. Seigert and Charles 
Oehler. 





Beaumont Hardware Co., 4217 
NE Fremont St., has been pur- 
chased by Lloyd Gluth from 
Winifred Miller. Mr. Gluth has 
just returned from the Army 
after serving three years in the 
Pacific. 


—_—_. 


VERMONT 


The Kane-Griffin Co., Arling- 
ton, Vt., has filed articles of 





association with the secretary of 
state of Vermont for sale of 
hardware and other merchan- 
dise. Subscribers are John J. 
Kane, John P. Griffin and Frank- 
lin P. Jones, all of Bennington, 
Vt. 


—_—_— 


WISCONSIN 


Harold Schauer, a_ recently 
discharged war veteran, has 
opened an appliance repair shop 
in the Foulke & Norman hard- 
ware store at Madison, Wis. 
While in service, Schauer was a 
captain in military intelligence 
in the Pacific Theater. 











PHIL FOGARTY 


PHIL FOGARTY NAMED 
N.Y.C. REPRESENTATIVE 
BY TRUSCON 


Coming to Truscon Labora- 
tvories, Inc., an affiliate of Devoe 
& Raynolds Co., Inc., with a 
background of 20 years’ experi- 
ence in the building and allied 
industries, Phil Fogarty will 
make his office at 787 First Ave., 
New York. Truscon Labora- 
tories, Inc., manufacture anti- 
corrosives, waterpraoofings, heavy 
maintenance finishes, interior 
maintenance finishes for indus- 
trial and institutional use, con- 
crete hardeners, and floor treat- 
ments. 


LAITNER BRANCH MGR.. 
OF WM. P. HORN CO. 


The appointment of S. Allen 
Laitner as Los Angeles branch 
manager of Wm. P. Horn Co., 
sales representatives, San Fran- 
cisco, Cal., has been announced. 
Mr. Laitner’s sales office is lo- 
cated at 2806 W. 7th St., Los 
Angeles. 

Arnold Maizels recently as- 
sumed the duties of branch man- 
ager of the company’s northwest 
office in Portland, Ore., and 
Bernhard L. Stone has joined 
the company’s San Francisco 
office. 
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HUTCHENS CoO. FILES 
FOR INCORPORATION 


The Hutchens Co., operating a 
wholesale and retail hardware 
business, at 100 Jefferson, Hunts- 
ville, Ala., has filed papers for 
incorporation. Authorized capi- 
tal stock is $175,000 divided into 
1,750 equal shares. 

Vernon F. Hutchens is presi- 
dent of the corporation; Eliza- 
beth R. Hutchens, vice-president, 
and H. J. Stipp, secretary-trea- 
surer. 


LOGAN FACTORY HEAD 
OF GENERAL MILLS 
APPLIANCE DEPT. 


James R. Logan has been 
newly appointed division vice- 
president in charge of General 
Mills’ home appliance manu- 
facturing department, 400 S. 4th 
St., Minneapolis 15, 

Mr. Logan, recently execu- 
tive vice-president and general 
manager of the Allied Control 
Valve Co., South Norwalk, Conn., 
will direct the manufacture of 





JAMES R. LOGAN 


General Mills’ new line of home 
appliances, including automatic 
electric irons, pressure sauce- 
pans, and coffee makers. 


HERC-ALLOY HEAT TREATED CHAIN 











CC DREDGE SLING CHAINS 
CC IRON DREDGE CHAIN 
CHAIN FITTINGS 
CLAW EMERGENCY TIRE CHAINS 
CLAW TIRE CHAINS 
CM LIBERTY COIL CHAIN 
CM LIBERTY MACHINE CHAIN 
CONVEYOR CHAIN 
DREADNAUGHT TIRE CHAINS 
DIXIE TRACE CHAINS 
HARNESS CHAIN 


HERC-ALLOY SLING CHAIN 
HERCULES STEEL LOADING CHAIN 
HOISTING CHAIN 
INSWELL BBB COIL CHAIN 
INSWELL PROOF COIL CHAIN 
INSWELL STEEL LOADING CHAIN 
INSWELL TWIST LINK COIL CHAIN 
LOG HAUL-UP CHAIN 
NIAGARA TRACTOR CHAIN 
TIRE CHAIN ACCESSORIES 
TOW CHAINS 


AUTOMOTIVE... AGRICULTURAL ... HARDWARE... 
INDUSTRIAL... MARINE... for practically every chain 
use there is a CM product designed specifically for that job. 


It could be possible that by the time this advertisement appears we may 
again be in position to start filling dealers’ orders completely and promptly, 
os we did prior to December 1941. In any event, we here are very much 
oware of the peacetime job that lies ahead and how important it will be 
to all our dealer friends to have a dependable source of supply for quality 
chain. You can count on CM...as always. 


COLUMBUS - MCKINNON 


CHAIN CORPORATION 


(Affiliated with Chisholm-Moore Hoist Corporation) 


General Offices and Factories: 


126 FREMONT AVENUE, TONAWANDA, NEW YORK 


Sales Offices: New York, Chicago, Cleveland, San Francisco 
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BERT L. MURMAN 
PRESIDENT OF 
PLASTIC PRODUCTS 


Bert L. Murman, well known 
to the Western plastics industry 
as head of Tenite sales with Wil- 
son & George Meyer & Co., Los 





BERT L. MURMAN 


Angeles, has assumed the presi- 
dency of Plastic Molded Prod- 
ucts, Inc., plastics merchandising 
firm also of Los Angeles. 

Murman will head a sales or- 
ganization handling a line of 
plastics housewares and _ allied 
items under the trade-name Dura- 
brite. 

Murman is a pioneer among 
plastics material suppliers in the 
West. He is credited with hav- 
ing sold the first pound of ther- 
moplastic molding powder ever 
sold on the Pacific Coast. Al- 
ways active in industry affairs, 
Murman is currently membership 
chairman of the Pacific Coast 
Section, Society of the Plastics 
Industry. 

Plastic Molded Products, Inc., 
has moved to 1235 W. Sixth St., 
Los Angeles 


MATHIESON ALKALI 
MAKES APPOINTMENTS 


The Mathieson Alkali Works, 
Inc., New York, N. Y., has an- 
nounced the appointment of Nel- 
son F. Wilmot as Chicago dis- 
trict sales manager and Merle S. 
Clark as St. Louis District sales 
manager. Both men have been 
with the organization since 1931. 


AMARILLO HDWE. co. 
ELECTS NEW OFFICERS 


E. W. Hardin, president of the 





will be in charge of the purchas- 
ing department and Mr. Tolleson 
will head the appliance depart- 
ment. Both of these men recently 
returned to the company from 
the armed forces. 

E. O. Bagot and E. W. Pipkin 
were reelected vice-presidents 
and Bruce Catney was named 
assistant secretary and treasurer. 








McREYNOLDS JOINS 
DAN M. BELL & CO. 


Jack O. McReynolds, recently 
discharged from the Air Corps, 
has joined the staff of Dan M. 
sell & Co., manufacturers’ agents, 
Dallas, Texas. Mr. McReynolds 
entered the service in May, 1941, 
and had advanced to the rank of 
major at the time of his separa- 
tion in November of last year. 





TRIMZ CO. OF CANADA 
| BUILDING PLANT 


Construction is now under way 
on a new building to house the 
Canadian plant and office of the 
Trimz Co. of Canada, Ltd. Oper- 
ations will begin there with the 
completion of the construction 
work, about June 15. 

Built at a cost of approximate- 
ly $50,000, the new plant is 
| located on Ripley Ave. in Swan- 








sea, a suburb of Toronto. It will 
have’ office space in the front, 
and the back part will be used 
for assembling, storing and ship- 
ping. 





WAGNER NEW TREASURER 
OF EUREKA-WILLIAMS 


Thomas H. Wagner, assistant 
to the president of the Eureka- 
Williams Corp., has been ap- 
pointed treasurer of the com- 
pany, it was announced by H. W. 
Burritt, president. 

A. L. CLARKSON FORMS 
MANUFACTURERS’ 
AGENCY 

Albert L. Clarkson has an- 
nounced the formation of a man- 
ufacturers’ agency in Oklahoma 
City, Okla., which will cover the 
states of Oklahoma, Texas, Lou- 
isiana and Arkansas. Mr. Clark- 
son recently resigned as vice- 
president of the Oklahoma City 
Hdwe. Co., Oklahoma City, Okla., 


wholesalers. 


PERRY AND BOWER JOIN 
MAU-SHERWOOD 


Robert E. Perry and R. E. 
Bower have joined the outside 
sales force of the Mau-Sherwood 
Supply Co., distributors, Cleve- 
land, Ohio. 











NORTH DAKOTA RETAIL HDWE. ASSN. ELECTS: At 
its annual convention at Fargo, March 26-28, the following 
became officers, front row, left to right, president, Ralph M. 


Christensen, Christensen Hdwe., Watford City; secretary, 


Clarine Sherwood, Grand Forks; first vice-president, Alton C. 


Anderson, Anderson Hdwe., Minot; back row, left to right, 
director and retiring president, A. C. Gunvaldson, Stone and 
Gunvaldson, New Rockford, and director, E. S. Duea, J. C. 
Duea and Son, Sharon. Other officers not in the photograph 


are: second vice-president, Arnold Quarve, Quarve Hdwe., 





Amarillo Hdwe. Co., wholesalers, 
Amarillo, Tex., has announced | 
the election of three new officers | 
at the company’s annual stock- | 
holders’ meeting. 

Jerry Ratcliff has been elevated | 
to vice-president, R. C. Neely, 
Jr., was elected secretary and J. 
F. Tolleson, treasurer. Mr. Neely 
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Fessenden, and directors, Earl Olson, Park River; Harlan Nel- 
son, Carlisle and Bristol, Fargo; T. I. Strinden, Strinden Hdwe., 
Litchville, and Paul Schilla, Dickinson. 

In its resolutions, the association urged members to resist 
repeal of the Miller-Tydings Amendment; to seek legislation 
requiring OPA to withdraw its price absorption policy; and 
to petition Congress to institute equitable taxation for cooper- 
atives. It was also recommended that the association cooperate 
with the North Dakota Highway Improvement Assn. in its 


campaign to procure improved roads. 





ALBANY HDWE. & IRON 
REINSTATES THREE 
EX-SERVICEMEN 


The Albany Hardware & Iron 
Co. at a recent annual stock- 


holders meeting reelected Wil- 
liam C. Dearstyne, president; 





WILLIAM C. DEARSTYNE 


Harold L. Warner, treasurer, and 
Raymond E. Foskett, Henry J. 
Funk and Arthur E. Stephens, 
vice-presidents. 

Election of Dudley H. Robin- 
son as secretary returns him to 
the office he held in 1942 when 
he was granted a leave of ab- 
sence to accept a Naval Reserve 
commission. Since his return to 
the firm last November he has 
been in charge of major appli- 
ance merchandising. 

William Dyer Dearstyne, whose 
selection as assistant to the presi- 
dent was announced in January, 
was reelected to this position. He 
will have charge of general hard- 
ware, housewares and related 
lines. He recently was discharged 
from the Army after seeing ac- 
tion in France, Belgium and Ger- 
many, where he was wounded in 
Dec., 1944. 

Previous to his present position 
Mr. Dearstyne served as retail 
salesman and assistant manager 
of the company’s retail store, and 
was advanced to the Capital Dis- 
trict salesman for the wholesale 
division in 1936. His territory is 
now handled by Donald Bridge. 
recently returned from the Mer- 
chant Marine. 





HARRY TYLER REJOINS 
GRATON & KNIGHT 


Harry N. Tyler, who has been 
in the Navy since 1943, has re 
joined the Graton & Knight Co. 
Worcester, Mass., and has re- 
sumed his former sales territory 
in the interests of the company. 
He will cover the District of Co- 
lumbia, sections of Pennsylvania, 
Delaware, Maryland, North Caro- 








lina and Virginia. 
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ZERN TO EDIT LIONEL 
MODEL BUILDER 
Gordon K. Zern has been ap- 


pointed to the advertising staff of 
The Lional Corp., 15 E. 26th St., 





training on the job and 500 
hours of classes at the Milwau- 
kee Vocational School. Appren- 
tices completing the training 
will become journeymen at $1.25 
an hour and will receive diplo- 
mas from the state. 





FRAIM RESUMES POST 
WITH LOCK FIRM 
AFTER NAVY DUTY 


Edward T. Fraim has assumed 
his duties as general sales man- 
ager of the E. T. Fraim Lock 
Co., Lancaster, Pa., having been 
released to inactive duty by the 





GORDON K. ZERN 


New York, and will edit Model | 
Builder, journal for model rail- | 
roading. He joins Lionel after 
four years of military service. 
HAWKINS RETIRES FROM 
EMMONS-HAWKINS 


John L. Hawkins, vice-presi- 


dent and treasurer, Emmons- 
Hawkins Hdwe. Co., wholesale 
hardware house, Huntington, 


W. Va., has announced his re- 
tirement from business life. Mr. 
Hawkins had been associated 
with the company since 1891, 
when the firm was known as 
Emmons & Marr. 

W. J. Fleming, secretary, has 
been named secretary and trea- 
surer of the company. M. W. 
Dugan was reelected president 
and G. M. Dugan elected to the 
board of directors. No vice-presi- 
dent was chosen to succeed Mr. 
Hawkins. 


APPRENTICE TRAINING 
FOR VETS STARTED 
IN MILWAUKEE 


Milwaukee Local B-1092 of 
the International Brotherhood of 
Electrical Workers (AFL) is 
starting an apprentice training 
program in radio and appliance 
repair service for World War II 
veterans and others wishing to 
enter the trade. The union and 
employers in the industry have 
each named three men to a com- 
mittee set up to develop the 
plan, in co-operation with the 
apprentice division of the state 
industrial commission and the 
war manpower commission. 

The joint committee will pass 
upon applications and those ac- 
cepted for the program will be 





EDWARD T. FRAIM 


Navy after having served two 
years in the Atlantic Theater. 

Mr. Fraim, who held the rank 
of lieutenant, was commanding 
officer of LSM 399 at the time of 
his release. 


—_— 


G. E. TIME SWITCH HEAD 
JOINS SMITHCRAFT 


Herbert Nock has been ap- 
pointed sales manager of the 
A. L. Smith Iron Co., Chelsea, 
Mass. Mr. Nock is well known 
for his long association with 
General Electric’s apparatus de 





HERBERT NOCK 








indentured for four years of 
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partment, time switches and tim- 
ing devices. In his new position, 
he is responsible for sales of 
Smithcraft fluorescent lighting 
fixtures. 


HOBSON RETURNS TO 
S. L. ALLEN & CO. 


P. C. Hobson is again travel- 
ing the southeastern states for 
S. L. Allen & Co., Inc., Philadel- 
phia, Pa., after several years of 
service as Regional Chief of Ma- 
terials Redistribution, War Pro- 
duction Board, Atlanta Regional 
Office. Mr. Hobson began travel- 
ing this territory for the company 
in 1930 and was with the organi- 
zation continuously until he join- 
ed the WPB in 1943. 


LENK ADDS SALESMEN 


The Lenk Mfg. Co., Newton 
Lower Falls, Mass., recently 
added two representatives to 
handle the Lenk line throughout 
the East. 

John A. Birch, West Acton, 
Mass., will cover the automotive 
trade through New England. 
Seymour Lowenstein, 362 Collins 
Ave., New York, will also cover 
the automotive trade in New 
York State including New York 
City. 





CONTROLLERS ELECTED 
TO INSTITUTE 


Frank E. Wood, auditor of 
National Brass Co., Grand Rap- 
ids, Mich. and Edward F. 
March, controller of Ekco Prod- 
ucts Co., Chicago, have been 
elected to membership in the 
Controllers Institute of America. 
The Institute is a technical and 
professional organization devoted 
to the improvement of controller- 
ship procedure. 





JONES HEADS NEW 
“NESCO” SALES OFFICE 


T. Stran Jones has been named 


manager of the new district sales 


office recently opened in St. 





T. STRAN JONES 


Louis, Mo., by the National 
Enameling & Stamping Co., Mil- 
waukee, Wis., according to an 
announcemnt by M. N. Brady, 
vice-president in charge of sales. 
Mr. Jones has been in charge 
of St. Louis district for a num- 
ber of years and prior to that had 
been an eastern salesman for the 
company. He now has charge of 
sales in Missouri, Nebraska, Kan- 
sas, Oklahoma, Texas, Arkansas, 
Kentucky and Tennessee. 





GENERAL ENGINEERING 
BUYS PLANT 


Sale of the dry cell battery 
plant operated by the Nationa) 
Carbon Co., St. Louis, Mo., to 
the General Engineering & Mfg. 
Co., has been announced by, the 
War Assets Corp. 











A 60-YEAR PIONEER CLUB PIN is being presented to 
C. A. Newport, by Elias C. Atkins, president of E. C. Atkins 


& Co., Indianapolis saw manufacturers, at the recent annual 


banquet of the Pioneer Club. 


similar honor on the occasion. 


Edwin W. Clark received a 
The club, composed of em- 


ployees who have served 20 years or more, has 450 members. 
e new officers of the club are: Marshall A. Haislup, 
president (extreme right), John A. Sapp, vice-president; 


Clarence 
and William Weaver, visitor. 


A. Newport, secretary; Lloyd Z. Beckwith, treasurer, 
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This popular EAGLE 


Rim Night Latch 


battery 
ationa) 


will sell faster than ever now 


——— EAGLE No. 3532, Pin 
Tumbler, Rim Night —— a» sie om 4 
Latch. 354” x 21%”. For door 1%" to 3” thick. pleasant surprise awaits you and your 


Backset 2%". Rustless alloy case and strike in = customers when you see this famous EAGLE Night 
gold bronze lacquer finish. Cast brass latch 


bolt. Rustless alloy cylinder with 2 brass keys. Latch in its smart new gold bronze lacquer 
Latch is reversible. Bolt may be held back by ‘ a ‘ ‘ 
setting stop. One latch to a box, complete finish. Always a favorite, it retains every 


aa Se. quality for auxiliary security in the household, plus 


new beauty that is at home in any setting. It’s 


easy to install. Provides pin tumbler security. 





V : And it’s priced to make it a typical EAGLE value. 
Better order -from your jobber today. 
ed to Remember to specify 
— EAGLE for screws and 
ts. isi fact i - 
al @ bol s. Precision manu acture gives you con Ns THE EAGLE LOCK COMPANY 
f em- centricity of head with shank . . . clean finish as ‘ 
ibers. on heads and threads, no burrs . . . uniformity po 0 a ong : 
islup, in centering and depth of slots. Write: Screw samen: ¥ ieeainmes 
dent, Division, The Eagle Lock Company. 217 Eagle Street + Terryville, Connecticut 
jurer, 
2 e STOVE BOLTS » SHEET METAL SCREWS © DRIVE SCREWS 
CABINET LOCKS © PADLOCKS « NIGHT LATCHES « LUGGAGE HARDWARE # WOOD SCREWS » MACHINE SCREWS ¢ ST 
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SOME PRICE RISES MAY BE PASSED 
ON TO ULTIMATE CONSUMER 


Effective April |, distributors need not absorb manu- 
facturers’ price increases for consumer hard goods, 
leather and leather products and some 


(Washington Bureau 
of HARDWARE AGE) 
Liberalization of the cost ab- | 
sorption policy to enable whole- | 
sealers and retailers of many con- 
sumer goods to pass along to the 
ultimate purchaser the amount of 
price increases granted indi- | 
vidual manufacturers has been 
announced by OPA. 
Effective April 1, the ruling | 
states that distributors in general | 


| are not required to absorb future 
| increases in price for individual 


manufacturers for leather and 
leather products, textiles, cloth- 
ing, shoes, consumer hard goods 
and other items re-sold under 
March 1942 freeze ceilings of the 
General Maximum Price Regula- 
tion or the orders covering sea- 


| sonal commodities. 


The price agency emphasized, 
however, that the policy requiring 





other items. 


distributors to absorb industry- 
wide, as contrasted with indi- 
vidual adjustments in manufac- 
turer’s ceiling prices, remained 
unchanged. 

In order to be eligible for per- 
mission to pass on the price in- 
crease, a distributor must have 
received a notice from his sup- 
plier of the percentage amount of 
the individual adjustment granted 
the manufacturer and stating that 





OPA has authorized a distributor 


to imcrease existing ceiling 
prices by this percentage. 

Specifically excluded from the 
ruling are products subject to 
dollar-and-cent prices at retail or 
prices required by OPA to be 
pre-ticketed; solid fuels and 
building materials; and certain 
machinery items that have re- 
ceived hardship increases. 

Another excluding condition 
when an increase granted an in- 
dividual manufacturer is part of 
a general program to increase all 
ceiling prices of a product; and 
when resale margins are so large 
as to indicate that an increase is 
warranted. 

OPA said that while the num- 
ber of individual increases might 
be large, they still would account 
for only a small part of total 
sales volume. 








Paint Industry May Be Cut 
In Linseed Oil Supply 


Because of an involved domes- 
tic and foreign situation in mar- 
keting flaxseed and linseed oil, 
the Paint, Varnish and Lacquer 
Industry Advisory Committee of 
the Civilian Production Adminis- 
tration was advised this week by 
the Department of Agriculture of 
a contemplated cut in the indus- 
try’s quota of linseed oil for the 
second quarter of 1946. The in- 
dicated cut would be to 60 per 
cent of the 1940-41 base, from 
the 75 per cent allowed during 
the first quarter. 

It was pointed out by the De- 
partment’s representative that 
U. S. farmers are withholding 
from sale an estimated 7,000,000 
bushels of the 1945 flaxseed crop, 
while imports from South Amer- 
ica have not equaled expecta- 
tions. 

The Committee recommended 
that the quota be maintained at 
75 per cent for the second quar- 
ter, even at the risk of a pos- 
sibly heavier cut in the third 
quarter than that now contem- 
plated. The Committee urged 


that demand for oil paints by 
the automotive and other dur- 
able goods industries and for the 
Housing 
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Program is increasing, making 
any cut disastrous not only to 
the paint industry but to many 
other key industries. 





It was pointed out that the 
recent amendment of War Food | 
Order No. 124 cuts inventories to | 
four months’ supply. Previously,’| 
the order had permitted a physi- 
cal inventory plus purchases or 
contracts to purchase oils which 
would total a twelve months’ sup- 
ply. Twelve months’ allowance of 


oil supplies had been unsatisfac- 
tory, it was stated, in face of a 
demand which far exceeds the 
first quarter’s quota. 

The Committee recommended 
that either the Civilian Produc- 
tion Administration or the De- 
partment of Agriculture rein- 
state the restrictions on sale of 
whole linseed oil formerly em- 
bodied in Order M-332. This 
would require that linseed re- 
placement-oil meet Federal speci- 
fication TTO-371, and would pro- 
hibit the sale of whole linseed 
oil for use in thinning down 
paints. The recommended mea- 
sure would not include reinstate- 
ment of the paint manufacturing 
restrictions formerly under M-332. 





The Committee further recom- 
mended that paint manufacturers 
consuming fats and oils in any 
quantity, however small, in man- 
ufacture of protective coatings 
be no longer exempted from re- 
porting to the Department of 
Agriculture the amounts con- 
sumed quarterly. Users of not 
more than 15,000 pounds of oil 
quarterly, or, not more than 
20,000 pounds in the case of 
coatings supplied the U. S. Mari- 
time Commission and the War 
Shipping Administration, are at 
present exempted from reporting 
under agricultural regulation 
WFO-42-a. The amendment was 
urged in behalf of better com- 
pliance with the order. 








FIBER USE RESTRICTED 
TO ROPE PRODUCTS 


As a result of the shortage of 
manila and agave fibers, CPA 
has restricted use of those fibers 
to production of rope, rope twine, 
and binder and baler twine. 

The action, effective April 1, 
was taken because the current 
and immediate future supply of 
manila and agave fibers will be 
barely sufficient to provide mini- 
mum quantities of the essential 
rope products. 

In amending Order M-84, CPA 
eliminated the provisions that 
formerly permitted applications 
for authorization to use the fiber 








for products other than rope, | 
rope twine, or binder and baler 
twine. The amended order also 
included a new paragraph ex- 
plaining the procedure to be 
followed in the allocation of 
agave fiber for binder and baler 
twine to individual processors. 


OPA ISSUES DIRECTORY 
OF COMMODITIES 


The sixth edition of the Direc- 
tory of Commodities and Ser- 
vices, containing some _ 1,500 
items de-controlled since V-J 
Day, as well as the thousands of | 
commodities and services still 
under price control and other 








up-to-date information about the 
OPA, was issued recently. 

The directory is designed to 
aid industry and the general pub- 
lic in keeping abreast of price 
regulations and in making ready 
contact with key persons in the 
operating units of the national 


| office of OPA that handle each 


price control program. 

The directory may be obtained 
by interested persons at the cost 
price of $1.25 which includes six 
monthly supplements to follow. 
All requests must be made to the 
Superintendent of Documents, 
Government Printing Office, 
Washington 25, D. C. 
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Two more fast-moving Oster products. Same 
high Oster standards of quality that for years 
have won satisfied customers for you. Features 
that help you quickly close sales. 


Massa ett —A nationally-advertised home-size 
g model of the famous Oster massage 
instrument that is standard equipment among physi- 


cians, masseurs, beauticians, and barbers. 
Massagett 


Helps you cash in on the growing recognition of Home Massage 
the benefits of massage, in conditioning the body and Instrument 
in relaxing tired nerves and muscles. 

Oster — and only Oster — provides suspended 
motor action, a patented feature that delivers rotating- 
patting massage movements to the fingers. This is a 
real sales-clincher! 


H . — Incorporates the same 
Animal Clipper Oster features that have made 
Oster hair clippers for human use such big volume- 
builders for you. 


There’s a big market for this electric clipper among 
dairy farmers, pet owners, animal breeders, etc. 


Stock and promote Oster pro- 
ducts, Order from your jobber. 


John Oster Mfg. Co. 


Racine, Wisconsin 


Model A-3 Heavy Duty 
Electric Animal Clipper 
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HANDLE ON TO STAY 


N 
Be TEMPERED STEEL 


— 


LONG-LASTING POINTS 





You'll look Icng to find s:urdier, more 
serviceable ice picks and chippers than 
Briddell’s made on Maryland’s “Eastern 
Shore.” Tempered steel blades, tapered 

to a lasting point, anchored in their hard- 
wood handles for keeps. Metal craftsmen, 
with “small town” pride in their work, 
see to that. Other Briddell hand tools: 
Cleavers, awls, bars. Every one a cus- 
tomer-pleaser, and priced right for 


jobber today. 


profitable re-sale. Order from your 
Briddell products are advertised 
te 15,000,000 readers, every other 


eee: ae 


~~ Bridde ll 


INCORPORATED 


hild, 
Crisfieli IN METAL SINCE 1895 
CLEAVERS - ICE PICKS + ICE CHIPPERS + AWLS 
WRECKING BARS . ASH TRAYS . FISH SPLITTERS 
OYSTER TONGS & KNIVES - CLAM RAKES* GRAPNELS 
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Retail ceilings ranging from 65 
cents to 89 cents have been estab- 
lished on four types of new bak- 
ing and roasting pans declared 
surplus by the armed forces, the 
Office of Price Administration 
announced. On three of the 
types, when in used condition, 
the retail ceilings will be 35 or 
40 cents each 

The ceilings are 
March 22, 1946. 

War Assets Corporation re- 
ports that 121,000 of these pans 
are now located in Camp Camp- 
bell, Ky., and Jeffersonville, Ind., 
and are available for sale by re- 
gional offices of the agency. 

All four types of pans are of 
black sheet 20 gauge iron, with 
the bottom reinforced by two 
steel bands. New pans with a 65 
cent retail ceiling come in two 
sizes, one being 12 inches wide, 
24 inches long and three inches 
deep, while the other is 15% 
inches wide, 17 inches long and 


effective 


65-89 Cent Retail Ceilings Fixed 
For Surplus Baking Pans 








4% inches deep. Used pans of 
these sizes have a retail ceiling 
of 35 cents. 

The new pan with a 70 cent 
retail ceiling is 1814 inches wide, 
245% inches long, and 514 inches 
deep. Used pans of this size 
have a retail ceiling of 40 cents. 
The new pan with an 89 cent 
retail ceiling is 20% inches wide, 
26% inches long and 4% inches 
deep. There are no used pans of 


| this size. 


Ceilings for all sales of these 
new pans to wholesalers range 
from 30 to 42 cents, while for 
used pans the ceilings will be 15 
to 17 cents, f.0.b. shipping point. 

On sales to retailers the ceil- 
ings will be from 42 to 59 cents 
for new pans, and from 22 to 25 
cents for used pans, f.o.b. ship- 
ping point. (Order 108 under’ 
Supplementary Order 84—Special 
Maximum Prices for Certain 
Bake or Roast Pans—effective 
March 22, 1946.) 








Pacific Building Materials Reserved 
For Vet Emergency Housing Program 


All suitable surplus building 
materials returned to this coun- 
try by the War Department from 
Pacific Military bases will be 
transferred to the Federal Pub- 
lic housing Authority for use in 
the veterans’ emergency housing 
program, the War Assets Cor- 
poration and FPHA has an- 
nounced. 

The War Department has an- 
nounced that 16 ships will have 
arrived at United States ports by 
the end of March with cargoes 
including quantities of lumber, 
construction materials, prefabri- 
cated huts and crated barracks, 
as well as various items of con- 
sumer goods. 

Among these ships, the “Golden 
Fleece” unloaded its cargo of 
three and a half million board 
feet of lumber at Hampton 
Roads, Va.; the “Frederick W. 
Wood” unloaded approximately 
four million board feet of lumber 
at San Francisco and the “Robert 
F. Broussard” has arrived at New 
Orleans with a cargo of miscel- 
laneous building materials. 

Building supplies obtained 
from these cargoes are not ex- 
pected to be large in proportion 
to present needs, WAC and 





FPHA said. However. to the ex- 








tent that they will be suitable 
for use in the conversion of war 
housing units, barracks, and 
other structures for temporary 
housing for distressed veterans 
and their families, they will save 
equivalent amounts of existing 
stocks here. 

Because the housing provided 
in this program is temporary, 
FPHA explained, every effort 
will be made in the conversion 
process to use materials unsuit- 
able for permanent home con- 
struction. 

On arrival, the cargoes will be 
inspected by representatives of 
the FPHA to determine what can 
be used in the veterans’ emer- 
gency housing program. Such 
materials will be transferred to 
the FPHA in accordance with 
Title V of the Lanham Act 
which directs the transfer from 
other Government agencies to 
the National Housing Agency of 
housing units and building ma- 
terials needed for veterans’ 
housing. 

Housing so provided is made 
available by the FPHA to local 
communities and schools and 
colleges for exclusive use by vet- 
erans who are otherwise unable 
to find homes. 
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(Washington Bureau 
of HARDWARE AGE) 

A five per cent reconversion in- 
crease factor to be applied to 
manufacturers’ existing ceiling 
prices for domestic cooking and 
heating stoves, except electric 
models, has been announced by 
OPA. At the same time OPA 
announced that wholesalers are 
required to absorb 25 per cent 
and retailers 75 per cent of 
this manufacturers’ price in- 
crease. 

No change will be made by this 
action in the recently announced 
dollar-and-cent retail ceiling 
prices for new gas and electric 
cooking stoves. Under this ac- 
tion, all other types of domestic 
stoves—coal, wood, oil, gasoline, 
kerosene—will continue to sell in 
retail stores at the 1942 levels. 

To encourage production of 
lower priced models, each manu- 
facturer is required by the pres- 
ent action as a condition of his 
receiving the industry increase to 
allocate the same proportion of 
his production to the lower 
priced models as he allocated to 
them during the period July 1, 
1940, to June 30, 1941. 

Since this action is based on 
results obtained from a survey of 
the industry and the industry ad- 
visory group for electric ranges 
asked to have the survey of their 
section of the industry post- 
poned, electric models are omit- 
ted from this action. 

The manufacturers’ five per 
cent reconversion increase factor 
reflects increases in material 
costs and basic wage rates which 
have occurred since October, 
1941. It does not reflect any in- 


Stove Makers Get Price Increase | 
Distributor Absorption Required 


new wage-price policy. Any such 
increases will be taken care of 
in a separate action, as an- 
nounced at the recent meeting of 
OPA officials and industry ad- 
vispry committee chairmen. 

This action, effective March 15, 
1946, requires manufacturers to 
list separately on the invoice sent 
each customer the dollar-and-cent 
amount of the OPA Industry Re- 
conversion Increase. This will 
make it possible for wholesalers 
and retailers to compute the 
amount of the price increase that 
they are required to absorb. 

Wholesalers also are required 
to list separately on their in- 
voices sent to customers the dol- 
lar-and-cent amount of the OPA 
Industry Reconversion Increase 
based on the wholesaler’s adjust- 
ed charges. 

The manufacturers’ increase 
was divided between wholesalers 
and retailers on the basis of the 
average ratio in which they cus- 
tomarily divided the total dollar 
spread between the manufactur- 
er’s price to wholesalers and the 
average retail price. 

At the present time, data re- 
cently obtained from wholesalers 
and retailers are being analyzed 
by OPA. If these data show 
that the allocation of absorption 
was not properly made between 
wholesalers and retailers or that 
the resellers cannot absorb all of 
the manufacturers’ price _ in- 
creases, prompt correction or 
modification will be made. How- 
ever, to give reconverting stove 
manufacturers their needed price 
relief, OPA is issuing this action 
without waiting for the final 





creases under the Government’s 


analysis of the data. 








Sarplus Hammers, Sledges 
Pat on Nation-wide Sale 


Approximately 456,548 ham- 
mers and sledges, valued at 
$420,000, will be disposed of in 
a nation-wide fixed price sale 
which opened March 23, the War 
Assets Corporation has an- 
nounced. 

The items, declared surplus by 
the Army, are located in all of 
the 11 regions of the WAC. The 
first 15 days of the sale will be 
assigned exclusively to receiving 
and filling orders of priority 
claimants, but thereafter orders 
will be accepted from all classes 
of commercial buyers and pri- 
ority purchasers. 

The sale will continue until 
the supply of the items is ex- 
hausted, 





WAC regional offices taking 
part in the sale include: Region 
1, 600 Washington St., Bosten 
11, Mass.; Region 2, 62nd Floor, 
Empire State Bldg., New York 1, 
N. Y.; Region 3, Lafayette Bldg., 
5th & Chestnut St., Philadelphia, 
Pa.; Region 4, 704 Race St., Cin- 
cinnati 2, Ohio; Region 5, 209 
South LaSalle St., Chicago, IIL; 
Region 6, 699 Ponce DeLeon 
Ave., N. E., Atlanta, Ga.; Re- 
gion 7, Neil P. Anderson Bldg., 
Fort Worth 1, Texas; Region 8, 
Troost Ave. & Bannister Road, 
Kansas City 8, Mo.; Region 9, 
728 15th St., Denver, Colo.; 
Region 10—30 Van Ness Ave., 
San Francisco, Calif., and Re- 
gion 11, 2005 Fifth Ave., Seattle, 
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@ Here are five big favorites from the 
complete line of Dobbins Superbilt Sprayers 


and Dusters . . . favorites with the con- 
sumer because of their dependability and 
their easy-to-use features... favorites 
with dealers because of their consumer 
acceptance and demand, resulting in fast 
turnover and more profits. If you don’t 
already stock and sell Dobbins Superbilt . . . 
see your jobber today for the Complete Line! 


DOBBINS MANUFACTURING COMPANY 
DEPT. 401, ELKHART, INDIANA 








A reconversion ceiling price 
increase of 10 per cent over the 
prices charged on Oct. 1, 194], 
has been granted to manufac- 
turers of builders’ hardware and 
related items by the OPA. In 
a companion order, OPA gave 
wholesalers and retailers a new 
method of computing their ceil- 
ing prices, which will reflect ab- 
sorption of the increases given 
the producers. 

One effect of the orders, effec- 
tive March 13, 1946, will be a 
reduction in current consumer 
prices for some of the items. 
This is made possible by estab- 
lishment of a precise method for 
computing the jobber and re- 
tailer ceilings arid replacing the 
former varying ceilings based on 


Builders’ Hardware Mfrs. Get 
10% Price Rise Over 1941 








“freeze period highest prices.” 

A recent cost study indicated 
that builders’ hardware and re- 
lated items should be classed as 
reconversion products, as volume 
was greatly curtailed during war- 
time. The present increase for 
manufacturers was made to com- 
pensate in part for labor and 


materials cost increases since 
1941. On the basis of present 
cost-price information, OPA’s 


studies showed the manufactur- 
ers’ increase can be absorbed by 
wholesalers and retailers and still 
return them gross margins re- 
alized in 1941 with room to 
cover any advances in operating 





expenses that may have occurred 
since 1944, says OPA. 
Retail sales of items whose re- | 


| 


tail price is five cents per unit 
or less are not affected by the 
actions nor are contract sales of 
finished builders’ hardware, which 
continue under their present 
controls, 

The present action sets spe- 
cific percentage mark-ups for 
both wholesalers and retailers on 
various groups of items. The pro- 
visions of the order were applied 
immediately on March 13 but 
they did not become mandatory 
until April 10, 1946. 

A review of the effect of the 
present action on the distribution 
levels was promised by OPA 
should data and factors not avail- 
able now indicate reexamination 
is necessary. At the same time 
OPA promised to issue an area 
adjustment should present studies 
determine that the pattern for 
mark-ups for sellers in any given 


| area varies considerably from the 
general pattern and where appli- | 








cation of the maximum mark-ups 
causes hardship to a substantial 
group of resellers in the area. 

The mark-ups for wholesalers 
range from 20 per cent for rim 
locks and rock lock sets to 50 
per cent for bright wire goods. 
Retailers’ mark-ups vary from 
33 1/3 per cent for rim lock-sets 
to 100 per cent for bright wire 
goods. Retailers’ prices for nails 
are specifically set at eight cents 
per pound for 3d and larger, 
common only, and 10 cents per 
pound for sizes smaller than 3d, 
common, and all other nails ir- 
respective of weight. 

(Amendment No. 12 to Order 
No. 48 under Section 22 of Maxi- 
mum Price Regulation No. 591; 
Amendment No. 7 to Revised 
Price Schedule No. 40; Amend- 
ment 5 to Maximum Price Regu- 
lation 412; Supplementary Order 
No. 15l—all effective March 13, 
1946.) 








Vacaum Cleaner Group Urges 
Removal of Price Ceilings 


| 
| 


With High Level Prodaction | 


Plans designed to speed the | production are removed,” it was 
reappearance in the retail mar- | declared. 
ket of all war-halted consumer | alarming to homemakers, manu- 


durable goods have been unani- | 


mously approved by the members 
of the Vacuum Cleaner Manu- 


| tion of demand while the OPA 


facturers’ Association, it was n- | 
nounced at headquarters’ in 
Cleveland recently. 

The proposal, presented by | 


Thomas F. Kelly, Canton, Ohio, | 


chairman of the Association’s 


national affairs committee, is that | 


OPA price controls be discon- 
tinued on any product in the con- 
sumer durable goods field as 
soon as more of it is manufac- 
tured on a monthly basis for two 
months in succession than was 
produced on a monthly average 
in 1941. 

“It is impossible for suppliers 
to produce parts and materials at 
their present 
and at present ceiling prices,” 
said an Association statement. 

“Similar price relief is fully as 
essential in the retailing of both 
vacuum cleaners and_ repair 
parts.” 

Production of vacuum clean- 
ers to serve an estimated back- 
log demand by more than 4,000,- 
000 women would b= trebled with 
the removal of all present handi- 
caps to volume production, the 
statement asserted. 

“We are manufacturing at only 
a fraction of today’s demand and 
we cannot get going on produc- 
tion to serve this anticipated im- 
mense market until the OPA’s 
burdensome handicaps to full 


188 


production costs | 





“The situation is 
facturers and labor alike. Wo- 
men are kept from using the ap- 
pliances they know and like. We 


see our plants operating at a frac- 


refuses to grant us our direly 
needed price adjustments. As 
for the men and women waiting 
to get back to work in our plants, 
they surely cannot relish being 
kept idle.” 


Bret C. Neece, New Britain, 





| Conn., is president of the Asso- 


ciation. C. G. Frantz, Cleveland, 
is secretary-treasurer. 





SURPLUS SALE OF 
DISPOSAL CANS 


A nation-wide fixed-price sale 
of surplus ash and garbage cans 
was opened by War Assets Corp. 
beginning March 29. A 20-day 
period will be reserved for sales 
to priority claimants after which 
the remaining inventory will be 
offered to the trade. The cans 
are Army surplus and are corru- 
gated, zinc-coated and were built 
to stand hard military use. Small 
quantities are reported by all 
WAA regions although exact 
totals are lacking. 








FEDERAL SIMPLIFICATION NEWS 








BRASS PLUMBING 


Two closely related simplifica- | 
tion programs for plumbing | 
brass goods are now being devel- 
oped through the procedure of | 
the Division of Simplified Prac- | 
tice, National Bureau of Stand- | 
ards. 

One program proposes a list | 


of stock types and sizes of | 


| Brass Lavatory and Sink Traps. 


Mimeographed copies of the 
programs are available for ap- 


| proval, comment or both, through 
the Division of Simplified Prac- 
tice, National Bureau of Stand- 
ards, Washington 25, D. C. 





MILK SHIPPING CANS 
The 


standing committee in 


Plumbing Fixture Fittings and | charge of reviewing and revising 
Trim for Housing; the other is 
a proposed revision of Simplified 
Practice Recommendation R21, 


Simplified Practice Recommenda- 
tion 
Cans, has approved a revision of 


R208-45, Milk Shipping 








the recommendation, and the Di- 
vision of Simplified Practice of 
the National Bureau of Stand- 
ards has mailed copies to all 
interests for approval or com- 
ment, or both. This is the first 
revision of the recommendation 
which became effective July 16, 
1945. 

The essential part of the re- 
vision is the addition of small 
milk cans. These are 4, 8-, 10-, 
and 12-quart capacity. Dimen- 
sions, weights, and other details, 
are included. The addition of 
these small cans to the recom- 
mendation represents the second 
step in the industry’s general 
program of simplification of these 
products. The proposed revision 
summarizes the additional work 
to be done in future revisions. 

Mimeographed copies of the 
proposed revision may be ob- 
tained from the Division of Sim- 
plified Practice, National Bureau 
of Standards, Washington 25, 
a & 


PAINTS, VARNISHES 


Printed copies of Simplified 
Practice Recommendation R144- 
45, Paints, Varnishes and Re- 
lated Products, are now avail- 
able. 

The current revision represents 
an effort to adapt recommen- 
dations to the postwar needs of 
consumers. In general, it will 
increase the number of colors 
for some products, add small 
sizes and a 2-gallon container for 
certain items and will eliminate 
certain portions of the text of 
the previous issue which were 
essential to the emergency pro- 
gram. 
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HERE’S THE PLAN THAT 
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YOU INVEST ONLY $7899 - ana 


1 Eliminate ‘‘lazy’’ dollars—reduce your 
investment 






y] Eliminate ‘‘rip van winkles’’ from your 
shelves 





















P HUDSON 
Assure fast turnover -— all items proved ADET 
fast sellers 





POULTRY EQUIPMENT 
Basic Inventory Plan 


There’s a similar profit-making 
Basic Inventory Plan on 
Hudson Poultry Equipment. 
An investment of only $218.23 
ives you the patterns you r dig ‘ 
esa aa as pepe aoe Take another look at this “basic big consumer detmand—only to end up 
tomers! You stock only 16 inventory of Hudson Sprayers and with dust-gathering cats and dogs.’’ 
different items. ice— i P : 
Dusters. a pi abe Pcl ined The Hudson Basic Inventory Plan is 

. you a regi to ve a ‘ates ap cus- right ... endorsed by the company 

tomers’ needs. Notice—only $78.90 with years of experience in making 


stocks the average dealer. and selling “Tested and Proved” 











ee Here’s the plan you’ve always needed Equipment. The plan is profitable... 
—and NOW CAN HAVE. Here’s the with every item a proved fast seller, 
UDSO plan to cut your dollar investment, backed by sales-making national and 
improve your cash position... to end sectional consumer advertising. 
7 close-out losses on slow movers... to Tie in with the plan that pays off 
009 9 Leeman a Oa save valuable floor and shelf space. three ways—that helps you pocket 
: ed ‘ : Here’s the plan important NOW when extra profits now and build for a more 
: 7 Prowed : dealers may be tempted to stock any- profitable future. Get in touch with 
$ SPRAYERS AND DUSTERS - hi h os h ‘obbe ne 00: 
2 Hay TOOLS AND BARN SQUEPEENT : thing that comes along to meet the your jo r now, or write to: 
$ LIVESTOCK EQUIPMENT ¢ 
¢ FARM VENTILATION EQUIPMENT H, D. HUDSON MANUFACTURING COMPANY 
: 589 E. Illinois Street, Chicago 11, Illinois 
* POULTRY EQUIPMENT ° 








Branches in Principal Cities of the United States 
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ry-o-cide 
display brings 
ACTION! SALES! PROFITS! 


Colorfully designed, its “eye appeal” sells 
your customers on sight! Brings them 
into your store for KRY-O-CIDE sales 
that mean big profits for you. They’ve 
seen KRY-O-CIDE advertised in: 


@ Magazines i] Newspapers 


QS Ferm Papers « On the Radio 


They know it’s effective, economical and 
easy to apply. Kills many chewing insects 
which include Mexican Bean Beetle, 
Cabbage Worms, Cucumber Beetles, Flea 
Beetles, Potato Beetles and Tomato Worms. 


So stock up with this fast-selling garden 
insecticide. Don’t delay...order your 


supply of KRY-O-CIDE early. 


fy 


PENNSYLVANIA SALT 


MAN ’ cTrurinGce PANY 


1000 WIDENER BUNLDING, PHILADELPHIA 7, PA. 


MEW TORE - CHICAGO - ST LOULS + FITTSURGM - CINCIENAT - MIMMEAPOUS - WYARDOTTE « TACOMA 


























HARRY S. GETTY, pres- 
ident of H. S. Getty & Co., 
Inc., Philadelphia, Pa., is 70 
years of age and has been 
identified with hardware for 
the past 52 years. Born in 
1875, on the Fourth of July to 
be exact, Mr. Getty entered 
the field in 1894 and came up 
the hard way. His first posi- 
tion was as a machinist with 
the Erie Specialty Mfg. Co., 
Erie, Pa., and he remained 
with that firm until the fol- 
lowing year when he became 
identified with Adams & West- 
lake, Chicago, Ill., as an ap- 
prentice tool maker. In 1898 
he returned to the Erie Spe- 


cialty Mfg. Co. as a tool maker and experimental man. 





HARRY S. GETTY 





Two years later he joined the forces of the Griffin Mfg. 
Co., and the Tribune .Bicycle Works in Erie as a die 
maker and in the following year rejoined Adams & 
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’ Westlake Co., this time in Philadelphia, as a tool maker. 
In 1902 he was a tool maker and assistant foreman for 
the Monarch Telephone Co., Chicago, and in 1903 became 
superintendent of the Harrington & King Perforating Co., 
in the same city. In 1913 he returned to Philadelphia as 
superintendent of Adams & Westlake Co. In 1922 he 
formed the firm of H. S. Getty & Co., Inc., in Philadelphia 
and became its president. Mr. Getty has been counsellor 
of the Philadelphia chapter, National Metal Trades Asso- 
ciation. His hobbies are two in number and are adapted 
to the weather and the season. When the weather is good 
he plays golf—at other times he reads. 


FREDERICK C. NUF-000 7 
FER, former head of Nuffer 
Hardware Hills, Minn., re-. 
tired from active participation 
in business on the first of this 
year after having spent more 
than 50 of his 76 years in the | 
hardware business. Mr. Nuffer 
has been identified with his 
home town since its begin- 
nings and witnessed its growth 
from a little prairie settlement | 
to a thriving community. Mr. 
Nuffer has served his commun- 
ity in almost every civic ca- 
pacity possible—as mayor, 
member of the town council 
for 15 years, and treasurer of 
the consolidated school for 13 
years. His business will be carried on by his two sons, 


Albert and Frederick. Gardening is his hobby. 


FREDERICK C. NUFFER 


I. L. CROWELL, manag- 
ing director of Wm. Robertson 
& Son, Ltd., Halifax, Nova 
Scotia, Canada, wholesale and 
retail hasdware distributors, 
is 81 years of age and has 
been in the hardware business 
for 62 years. Mr. Crowell re- 
ceived his introduction to 
hardware in 1884 when he be- 
came identified with the Rob- 
ertson organization and after 
six decades he is still with the 
same firm. He has been active 
in association work and was 
president of the Maritime 
Wholesale Hardware Associa- 
tion for three terms. His hob- 
by is one of the best in the world. It’s reading. 





I. L. CROWELL 
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LEADING 


THE 
PROFIT 
PARADE 


Painters everywhere show an overwhelming preference for 
the thorough, dependable action of Lingerwett, Wonder- 
Paste and No-Wash removers. And for years alert retailers 
have been cashing in on this fact. Are you doing the same? 
Order an adequate supply of these three proven profit- 
makers from your jobber today. You'll have the added 
advantage of stocking a complete line of removers that 
covers virtually every type of removing job. 


LINGERWETT 


The ideal all-purpose liquid remover. Quickly reduces 
paint, varnish, enamel, shellac or lacquer to a soft, pulpy 
mass that yields readily to a putty knife—without undue 
scraping. Remains wet 6 to 8 hours, thereby enabling 
the painter to cover a large area before starting to strip. 


WONDER-PASTE 


This powerful solvent was designed especially for use on 
exteriors and upright surfaces. Thick and paste-like, it 
covers evenly and adheres perfectly to completely vertical 
surfaces. Penetrates any number of coats, and leaves no 
raised grain or charred surfaces to be sanded. 


NO-WASH REMOVER 


Here’s a fast-acting remover that works equally well on 
any type of finish, yet leaves no waxy residue—therefore, 
no wash-up is necessary! This time- and labor-saving 
feature has won thousands of boosters for No-Wash in the 
comparatively short time since its introduction. 


Wilson-Imperial Co., Dept. H-46. 115 Chestnut St., Newark 5, N. J. 
MAIL COUPON FOR INFORMATION or Advertising Displays 











asipatainptntnippeindnacpengeaunagemntennmeiin maint aseteemetmenade 
WILSON-IMPERIAL Co., Dept. H-46, 115 Chestnut St., Newark 4g 
Ss, &. J. a 

I am now handling the products checked below. Please send me & 
advertising displays on them. ; 
0 LINGERWETT (1) WONDER-PASTE O NO-WASH ; 
I am not at present handling the products checked, but would like § 
additional information concerning them. £ 
[] LINGERWETT [] WONDER-PASTE O NO-WASH . 
Name Recall a — : 
‘ a 

ee ~ ' 
5 

ee iia a State 7 
AY 
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Bolts, nuts, screws, rivets—Under 
RMPR 147, 


1, increased by 


Amendment 3, effective April 
seven per cent manufac- 
turers ceiling prices on bolts, nuts, screws 
and rivets. However resellers of these 
products are not being authorized now to 
pass along the price increases. OPA has 
announced that it is conducting a study to 
determine the amount of increase, if any, 
which resellers may later be permitted to 
pass on. This industry wide action was 
issued, said OPA, to cover March 1 in- 
creases in costs of steel mill products and 
raw materials used by manufacturers of 
fasteners, and also earlier cost increases 
as well as to cover approved wage increases 
granted since Aug. 18, 1945, by some man- 


ufacturers., 
7 * * 


Fir screen doors—Under MPR 
589, Amendment 3, effective April 6 maxi- 
mum prices for Douglas fir screen doors 
with wiring and meshes introduced since 
V-J day—14 by 18 mesh galvanized or 
bronze wire, 16 by 16 mesh aluminum wire 
and 14 by 18 mesh galvanized wire—were 
announced. Wholesalers and _ retailers’ 
prices for the screen doors using the new 
wiring will reflect a slight increase over 
the 


screen doors, 


price they now have for other fir 


« . * 


Valves, fittings—Maximum prices 
of sizes of valves and fittings required in 
plumbing and heating on new housing 
were increased by 10 per cent average by 
OPA, effective March 26. The price in- 
crease will be effective only until Aug. 31, 
1946, until OPA makes a more exact de- 
termination of the needs of the industry, 
the agency announced. 

. . .* 

Washing machine—Chicago Elec- 
tric Mfg. Co., Chicago, Ill., has announced 
that O.P.A. has approved prices on its 
Handyhot Portable Washer at $18.55 in 
Zone 1 and $20.55 in Zone 2. 


. > . 
Rubber—R-1, Appendix, II, effec- 
tive immediately has increased the con- 


sumption of natural rubber permitted in 
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the United States by industry by 50 per 


cent. This increase will go largely for bus 
and truck tires and inner tubes for 
medium and large truck tires. 

* . * 


Landen putty, caulking com- 
pounds — Landen Putty Works, Malden, 
Mass., has announced that despite OPA 
rulings permitting putty and caulking com- 
price increases of 15 it is not 
increasing its prices, such time 
as OPA allows these increases to be ab- 
sorbed in the retail selling price.” 

* *¢ * 


pound 
“until 


Brass mill products—Producers 
of brass mill products have been granted, 
as of April 1, ceiling price increases aver- 
aging one and one half cents a pound. 
Distributors will be permitted to pass along 
the increase granted to distributors. When 


S| | ees ie 
ia, 


= iS 


> ag 





products are sold to manufacturers of 
refrigerators, OPA said, “the increase may 
be absorbed in some cases.” 


Mechanical jacks—Current manu- 
facturers’ ceiling prices for heavy duty 
mechanical jacks are being increased 15.8 
per cent OPA announced under Order 593 
under RMPR 136, machines and parts, ef- 
fective March 27, 1946. Resellers may 
pass along the dollar and cent amounts of 
manufacturers’ increases on these jacks. 


Surplus wire cutters—OPA has 
established a retail ceiling price of $3.50 
for new wire cutters declared surplus by 
the U. S. Army Engineers Corps. This 
ceiling, effective March 29, 1946, applies 
to wire cutters that are an Army adapta- 
tion of standard bolt cutters with a % inch 
cutter, are approximately 215/16 inches 
removable groping hooks 


long, include 





Wholesale Hardware Sales: 
By Geographic Divis visions, s, for F. ebruary, I 946 


SALES REPORTED 








SALES YEAR-TO-DATE c 














} | Percent Chasge | 
DIVISIONS February 1946 Thousands of Dollars | 
vs. — | 1 + 1 
Number | ___.| Change wo wo 
-— £9 4 from Mont Months 
Firms Feb. Jan. Feb. Feb. Jan. 2 mos. 1946 1945 
b 1945 | 1946 1946 1945 1946 1945 | (Add 000) | (Add 000) 
— — eee | epee | ee | eS —— a |— 

U. S. TOTAL 273 +23 © | $33,388 | $27,204 | $33,328 | +22 $69,558 | $57,170 
New England 21 +18 —10 763.9 648 846 | +23 1,539 1,252 
Middle Atlantic 65 +24 | +3 5,324 4,204 | 5,172| +25 10,208 8,195 
East North Central 37 +22 | +13 5,115 | 4,199] 4,512} +22 11,090 9,091 
West North Central 35 +24) +4 5,910 | 4,749| 6,692) +23 11,676 9,471 
South Atlantic 49 +19 -1 5,437 | 4,581 6,107 | +25 8,692 6,958 
East South Central 15 +37 -1 2,600 1,899 2,637 | +25 5,922 4,743 
West South Central 23 +23 —7 4,456 3,613 4,786 | +24 10,236 8,235 
Mountain. ..... "1 +28 +2 1,119 888 1,096 | +20 2,198 1,839 
Pacific...... ; 17 +14 +7 2,664) 2,333; 2,480; +8 7,997 7,385 














Bureau of the Census 


Prepared in Business Division by Current Wholesale Trade 

















a Includes 46 reports received too late to be incorporated in Census Bureau. 
b Number does not apply in all cases to the year-to-date figures. 
c Includes reports received too late to be included in previous monthly totals. 





States mein eaatines 


New England—(Conn., Maine, Mass., N. H., R. L, 


Middle Atlantic—(N. J., N. Y.,. Pa.) 
East North Central—(IIl., 


Vt.) 


Ind., Mich., Ohio, Wisc.) 


West North Central—(lIowa, Kan., Minn., Mo., Neb., N. D., 8S. D.) 


Seuth Atlantic—(Del., D. C., Fla., 
East South Central—(Ala, Ky., 


Ga., Md., 
Miss., Tenn.) 


N. C., 8S. C., Va. W. Va.) 


West South Central—(Ark., La., Okla., Texas) 


Mountain—(Ariz., Colo., Idaho, Mont., Nev.. N. 


Pacific—(Calif., Ore., Wash.) 


M., Utah, Wyo.) 
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and insulated handles, and weigh 5 lbs. 
OPA also established a ceiling of $1.75 on 
sales of the wire cutters to wholesalers, 


and a ceiling of $2.35 on sales to retailers, | 


f.o.b. shipping point. 
* * 


Duck stamp sales—The steady 
growth in the already high interest in the 
sport of migratory waterfowl hunting is 
reflected in the announcement by Dr. Ira 
N. Gabrielson, director, U. S. Fish and 
Wildlife Service, that 1,540,468 duck 
stamps were sold during the period from 


July 1 to Dec. 31, 1945. This sets a new | 


record and represents an increase of 257,- 
002 over the corresponding period in 1944. 
Complete reports have not yet been com- 
piled, but Dr. Gabrielson predicts that 
final returns will show an additional in- 
crease of considerable proportions. 


Butler Bros. sales — Approxi- 
mately 12% per cent greater in the first 
quarter of 1946, than for 1945, is the esti- 
mate of the sales increase for Butler Bros., 
Chicago, Ill., according to a recent re- 
lease. 

« . * 

Admiral Corp. sales — Running 
ahead of its schedule in its radio manufac- 
turing division is the word from Admiral 
Corp., Chicago, as revealed in the com- 
pany’s 1945 report. Sales for 1945 totaled 
$30,533,756, as compared with $30,533,756, 
due says the company to cancellation of 
war contracts. 

* * * 

Belden Mfg. Co. sales—A decline 
of three per cent in sales of the Belden 
Mfg. Co., Chicago, was reported recently, 
for the year 1945. Sales last year were 
$10,866,973, compared with $11,261,270 in 
1944, 

* ” oe 

American Home Products sales 
—Gross sales of $116,089,296 for 1945 were 
13.4 per cent greater than in 1944 for 
American Home Products Corp., New York 
City, Alvin G. Brush, chairman, revealed 
in the annual report which was released 
recently. He pointed out that this con- 
tinues a 10-year record of annual increases, 
with last year’s volume 578.36 per cent 
over that of 1935. While this growth re- 
flects in part expansion through acquisi- 
tion of new business, a large percentage of 
the increase has been due to development 
of new products, development of new ccn- 
sumer markets, extensive sales promotion, 
and more efficient methods, of operation, 
Mr. Brush explained. 


* > * 


Westinghouse sales — Although 
the war’s end and reconversion reduced 
billings of Westinghouse Electric Corp., 
Pittsburgh, Pa., to a level 18 per cent be- 
low 1944, they were nearly double the 
company’s best prewar year of 1941. In a 
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IT’S MAIN FLOOR 
MERCHANDISE! 
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Among brand names of hardware merchandise that 
rate high in reputation, Cleveland Chain is de- 
servedly included. Dependable through the years 
in the thousands of ways in which chain serves, 
Cleveland Chain has won the confidence of the 
men who sell it and those who use it. 

An “up-front” store display space for Cleveland 
Chain will automatically increase your sales. Have 
confidence in the reliability of Cleveland Chain, 
welded or weldless, for every chain requirement. It 
is recommended for safety, economy, good service. 


669 
Sold through leading Hardware Jobbers _— DR 


AVAILABLE THROUGH LEADING HARDWARE JOBBERS 


The Cleveland Chain & [fg Co. 
picts: gems 
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SUPERSEAL 


GAS APPLIANCE 
CONNECTORS 


The Easy Way 


to make 
Gas Connections 


The complete Superseal device is 


UNDERWRITERS’ -LABORA- 
TORIES APPROVED as a gas 
appliance connection. 


Not only is the Superseal way 
faster, but it permits ranges to be set 
closer to the wall, thus allowing them 


7 


to line up with other kitchen 
fixtures. 

Superseal Connector is a 
complete assembly of flexible 
aluminum tubing and Grade A 
air furnace malleable Super- 
seal fittings. Superseal fittings 
are Underwriter’s Laboratories 
approved for all hazardous 
gases. 

Long 10° tapered cone of 
the fitting assures a gas-tight 
seal . . . no shearing action 
when nut is tightened . . . tub- 
ing can be bent wherever de- 
sired, even close to fitting . . . 
assembly can be used repeat- 
edly without damage to tube 
or heavy hex fittings. 


Available Now 


Superseal Connectors are 
furnished in any combination 
of elbows, adapters or shut-off 
valves as required. The cost, 

with all these superior features, is no 
more than that of ordinary connec- 
tors. Catalog sheet gives complete 
description. Order from your whole- 
sale distributor. 


SUPERSEAL DIVISION 
COLUMBIA MALLEABLE 


CASTINGS CORPORATION 
COLUMBIA, PA. 

















Wholesale Hardware Collections 


on Accounts Receivable* 
By Geographic Divisions, for February, 1946 
























































ACCOUNTS RECEIVABLE Collection Percentages b 
Percent Change | | 
DIVISIONS February 1946 Thousands of Dollars 
=e _—a 
Firms Feb. Jan. Feb. Feb. Jan. Feb. Feb. Jan. 
1945 1946 1946 1945 1948 1946 1945 1948 
U.S. TOTAL....... 252 +17 +13 | $30,312 | $25,874 | $26,822 6 94 96 
aoa 19 +22 +7 762 623 715 86 83 83 
middie tlantic...... 57 +17 +3 4,847 4,143 4,704 90 87 90 
East North Central. ... 36 +20 +8 4,106 3,419 3,795 108 105 108 
West North Central 35 +21 4,824 3,927 3,973 116 113 118 
South Atlantic. . . 47 +17 +17 7,335 6,273 6,272 72 70 
East South Central ..... i +13 —2 1,415 1,267 1,438 108 99 92 
West South Central... . . 22 +18 3,955 3,345 3,217 110 105 117 
Mountain.............. 9 + +16 635 470 549 100 93 101 
Pacific. .... 16 +1 +13 2,433 2,417 2,159 90 93 
Bureau of the Census Prepared in Business Division meen Current Wholesale Trade 
a Includes 43 reports received too late te be incorporated in SS a 
a a ay dividing the collections by the accounts receivable for an identical group 





statement supplementing his annual report 
Gwilym A. Price, president of the com- 
pany pointed out that 1945 net sales were 
$684,730,060 compared with $830,480,435 
in 1944 and $709,342,717 in 1943. 


. * > 


Chain store and mail-order 
sales—Volume continued at peak levels 
in January with the total doliar volume for 
the month amounting to $1,380,000,000, 
the Department of Commerce announced 
recently. This represents an 18 per cent 
rise over January of last year—the largest 
relative year-to-year gain recorded for any 
month since early 1942. The accentuated 
January sales advanced the Department’s 
seasonally adjusted index to 218 per cent 
of the 1935-39 average, topping the peak 
of 201 reached in November and the aver- 
age of 195 for the final quarter of 1945 


when consumer purchasing was exception- 
ally strong. The largest percentage gains 
for this January over last were shown for 
stores selling principally durable goods. 
In this group, sales of furniture stores 
were up about one-fifth; hardware, build- 
ing material, and automobile accessories 
stores increased about one-third. Supplies 
of hardgoods continued limited, however, 
and the absolute level of such sales re- 


mained low. 
a 


Construction gains — Residential 
building mounted steadily in the 37 states 
east of the Rocky Mountains in February, 
it was reported by F. W. Dodge Corp., 
New York City, fact-finding organization 
for the construction industry. The 
month’s dollar-volume of contracts award- 
ed, amounting to $102,079,000, was the 





Wholesale Hardware Inventories * 
By Geographic Divisions, for February, 1946 






































. END-OF-MONTH INVENTORIES (Cost) STOCK-SALES-RATIOS b 
a ae 
Percent Change | | | 
DIVISIONS February 1946 Thousands of Dollars | | 
vs. } | | 
— | ES ee ee aaa 
Firms | Feb. | Jan. | Feb. | Feb. | Jan. | Feb. Feb. Jan. 
1945 | 1946 | 1946 | 1945 1948 1946 1945 1946 
ame Din Ie ated Tibet: Piao! Seas Sats Se 
U. S. TOTAL 160 +18 -1 $35,723 | $30,147 | $36,146 166 174° 171 
New England 12 +20 +1 1,159 967 1,146 227 212 204 
Middle Atiantic 4 +13 0 4,411 3,892 4,399 172 179 167 
East North Central 27 +25 -4 6,418 5,128 6,669 154 185 
West North Central..... 25 +26 +4 9,752 7,743 9,359 193 187 187 
South Atlantic ots 22 +19 -1 2,712 2,276 2,743 119 135 109 
East South Central. .... 6 +19 -7 1,292 1,084 1,387 132 135 136 
West South Central. . . 15 +12 —-5 5,489 4,898 5,755 169 185 168 
Mountain . ‘ wen 9 +13 —6 1,084 956 1,150 174 204 ~C| 169 
Pacific . 10 +6 —4 3,406 3,203 3,538 177 198 | 212 
| 

Bureau of the Census Prepared by Business Division by Current Wholesale Trade 


a Includes 23 reports received too late to be incorporated in Census 


b Stock-sales ratios are obtained by dividing the stocks by the sales for an identical group of firms. 
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highest peacetime February residential Rockies, was $744,900,000, a gain of 159 
total since 1929. In that month the con- per cent over the corresponding two 
tracts totaled $129,486,000. February’s months of last year. 
residential volume was 14 per cent higher ya S 
than January’s, and 426 per cent higher Building materials—Latest Com- 
than in Feb., 1945. While the gains in merce Department estimates as to the 
ab residential construction were most pro- amount of building materials needed in 
nounced, increases of 1 per cent in non- 1946 for construction of 1,200,000 units 
residential construction over January and under the proposed veterans’ emergency 
130 per cent over Feb., 1945, were also housing program, include: 295,000 tons 4 
reported. The total for the first two cast iron soil pipe (with fittings) ; 36,000,- A KE A 
4 months of 1946, for all construction con- 000 square feet of cast iron radiation; and IMMAT 4 Lay 
nae tracts awarded in the states east of the 773,000 cast iron and steel bath tubs. 
96 
0 
18 SALES OF 1,190 INDEPENDENT RETAIL HARDWARE 
2 DEALERS IN THE UNITED STATES 
117 
January, 1946, Comparisons 
e Jan.’46 Jan.’4% 
de No. vs. vs. 
stores Jan.’45 Dec.’45 Jan.’46 Jan. ’45 Dec.’45 
Total 1,190 +34 —23 $9,897,323 $7,405,532 $12,915,976 
Percent Change 
Number Jan. ’46 Jan.’46 Dollar 
tion of firms vs. vs. Sales 
oie States by Regions reporting Jan.’45. Dec.’45 Jan. ’46 
n for New England 
soda Maine ; esis 10 +53 —19 88,115 
seca New Hampshire ries: 3 +91 —32 116,452 
stores Vermont Benes els benno 5 +40 —38 33,836 
puild- Massachusetts ..... Pe NIE I ee 40 +38 —24 313,694 
sories eee 6 = ) —29 42,422 
yplies Connecticut ...... = ee 14 +18 —36 52,307 
ne Middle Atlantic 
, New York .... 67 +17 —13 731,825 
Ss re- New Jersey icine daeameberes 8 — 8 —7 51,198 
Pennsylvania ......... CeCe +42 —28 842,236 
East North Central 
Bed ae . 94 +52 —30 _ 616,010 
ntial ESS err Seana wee "4 +50 —27 285,739 
aotes heist ag hes ab’ 86 +36 —28 467,962 
Michigan a, vite a +48 —31 382,244 
ave a . 8 +28 —34 515,013 
Pind West North Central 
ation Ne ee + 39 +45 —26 209,585 
The Ne Lad wclcs echt dap at 36 +29 —23 149,760 
send 5.5 Oss anata de wree 33 +45 —22 113,296 
th | Pee ee 39 +28 —37 216,598 
° South Atlantic 
Maryland ...... 7 +46 —13 61,815 
sot Dist. of Columbia Seen Si 5 +18 —2 64,377 
South Carolina 8 +47 +11 63,988 
Georgia cba 21 +33 4+ 2 211,552 
Florida : ciel 18 +45 +9 312,400 
East South Central 
Tennessee : . +73 —18 113,011 
. ee eee 12 +23 —13 140,509 
hasan West South Central 
Arkansas ....... 15 +30 —17 140,557 
Oklahoma 25 +39 —34 178,568 
Texas 43 +22 —12 379,079 
Mountain 
+7 Montana 13 +35 —1] 128,461 
Penis Idaho wk» 13 +36 —23 111,845 
Wyoming , 4 +41 — 6 45,606 
nm Colorado 21 +25 —26 127,487 
04 New Mexico ' 4 +20 —22 63,284 
67 Arizona 6 +15 —2]1 235,942 
~ Utah 1 +48 —56 17,056 THEU|NIVERSAL 
vas 24 20 CLAY PRODUCTS CO 
Washington os —14 357,362 
$9 Guna 21 433 —21 167,977 ; 
12 California 146 +31 —25 1,676,986 1549 EAST FIRST ST 
<a fled by the B f the Census, U. S. Department of C , in Busi- 
'e nese Dicllon by Gurvent Seatiotion! Garvie. ee ee ee SANDUSKY, OHIO 
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This life-like three-dimensional natural color E-Z Flip toaster 
display is designed to do an extra selling job for you. Add 
eye appeal, sales appeal and human interest to your 
window and interior. Order from your local distributor. 


See us at the Housewares Show— Atlantic City Auditorium 
May 12 through 17— Booth 329-331—Aisle F 


MERIT-MADE, INC. 
33-37 FRANKLIN ST. BUFFALO 2, N. Y. 


In Canada: Merit-Made, Ltd., Fort Erie, Ont. 


MERIT BLDG. 


Cast iron radiation — Effective 
March 28, OPA has authorized a price in- 
crease of seven cents per square foot for 


| manufacturers of cast iron radiation. This 
| amounts to a net increase of 5.65 cents per 


sq. ft. after customary discounts to distrib- 
utors. The action permits distributors to 


| pass on the actual dollar-and-cent increase 


(rounded to the nearest one half of one 
cent per sq. ft. in accordance with the in- 
dustry’s practice.) The increase will be 
reflected in somewhat higher prices charged 
the ultimate buyer by plumbing and heat- 
ing contractors. A net increase of 5.65 
cents is required by law on the basis of a 
study of one month’s production of repre- 
sentative producers during the fall of 1945, 
the agency said, and will return the in- 
dustry’s earning position to that of 1936-39, 
aceording to OPA. The agency said it is 
studying more recent operating data and 
would revise its cémputations if indicated 
as necessary. 


Building By Permission 
Only Under Emergency 
Housing Order 
(Continued from page 115) 


| lated series of operations must be 


considered as a single job even 
though separate contracts are let, and 


| by forbidding sub-dividing of work 


in order to stay within the cost 
allowance. 
Applications on housing jobs 


_ should be made on Form CPA-4386, 
| filing non-farm applications with the 
local FHA office and farm-housing 
| applications with the County Agri- 


cultural Conservation Committee. 


| Non-housing farm jobs are filed also 
| with the latter committee. 


Applications for all other construc- 


| tion or repair work covered by the 


order should be filed with the near- 
est District Construction Office of 
the CPA. 

Clarence A. Woodruff, field direct- 


| or of CPA, has been named acting 
| director of the newly created Con- 


struction Bureau which will admin- 
ister Veterans Housing Order 1. 


Hugh Porter, director of CPA’s 


| Inter-Agency Division, and Ivan A. 


Bickelhaupt, former Navy captain in 


| the engineering branch, have been 
| named deputy directors. 


In addition to administering Pri- 


| orities Regulation 33, the Construc- 


tion Bureau will include among its 


| duties estimation of requirements 


and availability of materials and 


| equipment and advise CPA’s priority 
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policy committee on the volume of 
construction which can be under- 
taken. 


To Establish Standards 


Its immediate job, however, is to 
establish standards and criteria for 
decisions to be made upon applica- 
tions for building and repair work 


under Order 1. 


At the same time, the following ap- 
pointments of regional directors and 
district managers who will screen 
construction applications in 71 cities 
were announced: 

REGION 1: (Maine, Vermont, Rhode 
Island, New Hampshire, Massachusetts, 
Connecticut) Regional Director, Wil- 
liam P. Homans, Boston, Massachusetts; 
District Managers, Charles E. Walker, 
Bangor, Maine; George C. Vaughn, 
Manchester, New Hampshire; William 
P. Homans, Boston, Massachusetts; 
Philip W. Simons, Springfield, Massa- 
chusetts; James Q. Dolan, Providence, 
Rhode Island; Bruce McMillan, Hart- 
ford, Connecticut. 

REGION 2: (New York, New Jersey. 








Maryland, Pennsylvania, Delaware, | 


District of Columbia (including Arling- 


ton and Fairfax Counties in Virginia) ). | 


Regional Director, Ralph A. Parker, 
New York City, New York; District 


Managers, W. A. Riehl, New York; J. | 


M. Leonard, Philadelphia; J. F. 


Stephens, Pittsburgh; F. J: Holman, | 


Albany; Earl R. Mason, Buffalo; John 
A. McNulty, Newark; Frederick Cohen, 


Camden, New Jersey; R. W. Willis, | 
Wilmington, Delaware; O. W. Carman, | 
Baltimore, Maryland; E. M. Synan, | 


District of Columbia. 

REGION 3: (Ohio, Kentucky, Mich- 
igan, West Virginia). Regional Direc- 
tor, George A. Moore, Cleveland, Ohio; 


District Managers, Glenn W. Thomp- | 


son, Cleveland, Ohio; Louis W. Gehr- 


ing, Columbus, Ohio; J. T. Grace, Cin- | 
cinnati, Ohio; V. H. Pfaender, Toledo, | 


Ohio; John D. McGillis, Detroit, Mich- 
igan; Harry D. Rosenberg, Grand Rap- 
ids, Michigan; Henry Edson, Louis- 
ville, Kentucky; Alex H. Cooper, 
Charleston, West Virginia. 

REGION 4: (Georgia, North Caro- 
lina, Alabama, Tennessee, South Caro- 
lina, Mississippi, Florida, Virginia). 
Regional Director, John B. Reeves, At- 
lanta, Georgia; District Managers, D. 
Leon Williams, Atlanta, Georgia; 
Leonard H. Dille, Memphis, Tennessee; 
Chester O. Ensign, Greensboro, North 
Carolina; Albert H. Douglas, Colum- 


bia, South Carolina; Paul P. Hender- | 
son, Birmingham, Alabama; A. G. Mc- | 


Intosh, Jackson, Mississippi; Charles | Ps 
L. Ledford, Jacksonville, Florida; P. | 


Campbell Smith, Tampa, Florida; Clif- 
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STARTERS 


J 


G-E Watch Dog Starters have gained the unquali- 
fied approval of those who use or maintain fluores- 
cent lighting. They have gained such wide acceptance 
because Watch Dogs not only start lamps efficiently, 
but they also lock out promptly when lamps die. 


Users of fluorescent lighting appreciate the lock- 
out feature because dead lamp flickering is elimi- 
nated. Maintenance men appreciate it because starter 
replacements are fewer. Preparing a fixture for re- 
newed operation is reduced to the simple job of press- 
ing the starter’s reset button before relamping. 


These are the advantages that have made Watch 
Dogs popular wherever fluorescent lighting is used. 
They are advantages which mean greater sales and 
profits in your fluorescent business. When your cus- 
tomers ask for a starter, be sure to sell him a Watch 
Dog. These starters are available for all fluorescent 
lamps, from 15 through 100-watts inclusive. 


For additional information about the Watch Dog 
and other accessories in the complete G-E line, write 
to Section G463-147, Appliance and Merchandise 
Department, General Electric Co., Bridgeport, Conn. 








DDT Products that 
PACK A TERRIFIC SALES PUNCH 


for DEPENDABLE 
PROTECTION 


Stock and sell D&P DousLe DT products—the DDT 
line that produced sensational results in 1945. We sold 
DowsLe DT products by the carload. . . dealers every- 
where said it was the hottest line they ever handled. 


ail ~ 


WARNING: This year, even more so than in’45, 
remember—all DDT products are not alike. You 
can depend on D&P DDT products to pro- 


vide the maximum customer satisfaction. 


Douste DT HOUSEHOLD SPRAY 
5% DDT plus Pyrethrum 
Destroys flies, mosquitoes, moths, carpet beetles, 
other household insects. 5% DDT for long- 
lasting killing effect plus Pyrethrum, the fastest 
agent for killing many insects on contact. Does 
not stain. Pt: 75¢, qt. $1.35, gal. $4.00 retail. 


Dous.e DT ROACH POWDER—10% DDT—20% Pyrethrum 


Super-strength for killing roaches, ants, bedbugs. Assures quick 
and lasting eradication. 5 oz. shaker-top can, 50¢ retail. 


Dousie DT FLEA POWDER-;~% DDT— 5% Pyrethrum 


Unsurpassed as a dust for fleas and lice. Attractive 4 oz. shaker- 


top can, 40¢ retail. 
There isa D& P “bug killer” 
for every purpose 


Ask your regular wholesale supplier or write us for price list 


Doggett-P fei/ company 


Better Insecticides, Fungicides, Fertilizers since 1921 
Springfield « New Jersey 





ford W. Street, Miami, Florida; O. M. 
McCullough, Richmond, Virginia. 

REGION 5: (Illinois, Wisconsin, In- 
diana). District Managers, W. Fred 
Stevens, Chicago; Albert O. Evans, 
Indianapolis; R. R. Valier, Milwaukee. 

REGION 6: (Missouri, Nebraska, 
Iowa, Kansas, Arkansas, Colorado). 
Regional Director, William L. Hollo- 
way, Kansas City, Mo.; District Man- 
agers, Robert B. Miller, St. Louis, Mo.; 
Sam G. Davies, Little Rock, Ark.; H. 
O. Parson, Des Moines, Iowa; Norman 
J. Castellan, Denver, Colo.; Acting Dis- 
trict Manager, Alga Nothern, Topeka, 
Kan. 

REGION 7: (Texas, Oklahoma, 
Louisiana, New Mexico). Regional 
Director, George L. Noble, Dallas, 
Tex.; District Managers, George L. 
Noble, Dallas, Tex.; George W. Cham- 
bers, San Antonio, Tex.; Edgar G. Go- 
forth, Houston, Tex.; Walter P. Camp, 
Fort Worth, Tex.; Merwin T. Buxton, 
Oklahoma City, Okla.; George Pettit, 
New Orleans, La.; Murray H. Sprague, 
Albuquerque, New Mexico. 

REGION 8: (Southern California, 
Arizona, Utah). Regional Director, 
Louis M. Dreves, Los Angeles, Calif.; 
District Managers, Irving Dix, Los 
Angeles, Calif.; John Young, San 
Diego, Calif.; Arnold Seiler, Salt Lake 
City, Utah; Louis Meyers, Phoenix, 
Ariz. 

REGION 9: (Northern California, 
Washington, Oregon, Idaho, Nevada, 
Montana, Wyoming). Regional Direc- 
tor, Edwin F. Halloran, San Francisco, 
Calif.; District Managers, Edwin F. 
Halloran, San Francisco, Calif.; Don- 
ald W. Carswell, Seattle, Wash.; An- 
drew J. Wahl, Boise, Idaho; Edwin S. 
Bender, Reno, Nevada; Bayard C. Wil- 
son, Cheyenne, Wyo. 

REGION 10: (Minnesota, North 
Dakota, South Dakota). Regional Di- 
rector, William L. Jensen, Minneapolis, 
Minn.; District Managers, William L. 
Jensen, Minneapolis, Minn.; Acting 
District Manager, E. E. Seubert, Sioux 
Falls, S. D. 

Washington, D. C. (San Juan, 
Puerto Rico). Ramon Montaner. 


Gravity Pull the Same 


BULLET dropped from the hand 
and one fired from a rifle will hit 
the ground at the same instant. The 
explanation for this seemingly unbe- 


| lievable fact, according to George E. 
Frost. technical adviser of Western 
| Cartridge Company, is that the pull of 


gravity on both bullets is exactly the 


| same. Regardless of the velocity at 
| which the bullet may be fired from the 


rifle, gravity pulls it to earth at the 


| same rate of speed, namely, 32.2 ft. 


per second. 
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. 2 which of 1000 color swatches most 
. nearly matches or harmonizes with 
ham- the fabric, the desired color can be 
. Go- duplicated in paint within 15 min- 
amp, utes, by the Nu-Hue Custom Color 
uten System, according to the Martin- 
area Senour Co., paint manufacturers. 
ettit, The system, according to the origi- 
ague, nators, requires only yellow. red, 
orange, purple, blue and green, 
: plus white and gray. to produce 
mia, any one of the 1000 tones. 


ctor, 
= Martin-Senour Announces | 
San Nu-Hue Custom Colors | 
Lake LIMINATION of costly experi- 


— mentation in paint-mixing and a 
rapid means of reproducing any one 
of 1,000 shades of color are claimed 
for the Nu-Hue Custom Color System, 
just announced by the Martin-Senour 


. Co., 2520 Quarry St., Chicago 5, Ill. SPRAYS SQU ARES 


A demonstration of the speed with 


Don- which any tone of paint can be mixed as ; AND RECTANGLES 


An- was made at a reception for the press 
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bata Carl Foss, two outstanding color au- Pa = %) |i Yk spray into the corners and right to the 
thorities, outlined the new system which —<—— woes 

North they developed for Martin-Senour. ' 
l Di- Simplicity is the keynote of the sys- Soaks the whole area evenly at one set- 
volis, 
m L. 
cting 
yioux 


edges of square and rectangular lawns. 


tem, for only six colors, gray and white ting. No wasting of water on sidewalks, 


are required to mix any of the Nu-Hue drives or walls. No sprinkling of passersby or into open windows. 
colors; the most complicated formula 
requiring only simple-part mixing of Reaper’ SAVES 4% WATER—To completely wet a square or 
two colors plus gray and white. rectangular area with an ordinary round spray, % of 

The heart of the new system is the : q The Adel Sprinkler 
Nu-Hue Color Directory and color i. the water is — (gray ety: e €1 op’ 
chart. Each directory contains actual om Sp does away with this expensive waste. 


paint color swatches or cards of the 
1,000 different colors, arranged in EASILY CHANGED SPRAY-SHAPE-FORMERS 
spectral order for easy selection. It WZ 7 GIVE3 SPRAY SHAPES — Adjust spray to com- 
takes —s than x aS Se - WZ x pletely water any shape of lawn. With normal 
tegen pages tae isp Mh NY 35-lb. pressure, the Adel Lawn Sprinkler will 
- chip is the code number or formula by SQUARE 1x2 evenly wet an area from 10’x20’ up to 32’x32’. 


which the color is mixed. 




















NATIONALLY ADVERTISED! DEALER AD AIDS AVAILABLE! 
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Latest News on a INTER-COASTAL COMPANY. Inc, IMMEDIATE 
RECONVERSION oe eae eet ee erey ene DELIVERY 


National sales office for consymer products of 
'- ADEL PRECISION PRODUCTS CORP. - ORDER NOW FROM 
om pugs 184 F Burbenk,“Colifernia + Huntington, West Virginie YOUR JOBBER 
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Excellent Tone Ma) 
‘SECOND Mechanital S uperiority 
THIRD) Line Styling | 
fouatw Popularly Priced 





| after year the four important chime | 
characteristics listed above have made it pos- | 
sible for Rittenhouse Chimes to assume and | 
hold American home-owner preference. 


Today, more than ever, Rittenhouse has pre- 
eminence in these distinguished attributes: 


TONE EXCELLENCE because Rittenhouse 
engineers have eliminated chime ‘'‘static’’— 
objectionable mechanical noises. Rittenhouse 
tone is clearer, richer, more melodious. 


MECHANICAL SUPERIORITY because only 
Rittenhouse Chimes include a Floating Per- 
cussion Unit, and the patented “Rhythm 
Master’’ timer—simplest timing mechanism 
made. Plungers and springs are locked in 
place permanently. An adjustable volume- 
control and shut-off switch add extra chime 
utility. 


FINE STYLING because Rittenhouse com- 
bines the famous design ability of Norman 
Bel Geddes with best chime craftsmanship 
and materials. 


POPULAR PRICING because years of Ritten- 
house manufacturing “know-how”, war- 
developed methods and large-scale produc- 
tion make possible greatly réduced chime 
costs. These savings are reflected in the price 
of the Rittenhouse line for 1946. 


THE A. E. RITTENHOUSE COMPANY, INC. 
HONEOYE FALLS, NEW YORK 


Rittenhouse Gift-Sale Days 
.. are “just around the corner” 


Thousands will buy a Rittenhouse Chime as a hand- 
some, exciting, different gift . . . at Eastertime, for 
Mother's Day—and for yk me Bride. Don’t pass up 
this big profit harvest. Advertise and display your 
1946 Rittenhouse Chimes ear/y. 


hittenhouse 


AMERICA’S FINEST CHIME SIGNALS | 
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Complete Stock 
Is Secret of This 
Model Plane Dept. 


ODEL airplane construction 

kits and accessories pull in 
$3500 a year for Vista Hardware 
Co., Fresno, Calif., says Leonard 
Bowen, operator of the store, “We've 
handled model airplanes im a sepa- 
rate department for six years. This 
department started out with only $50 
or so inventory, and a small display 
in the window, on Saturdays, when 
children were more likely to see these 
items. When the war created short- 
ages in other lines we began to give 
model craft the attention it deserves. 


$700 Inventory 


“With a bit of direct promotion 
and attention as to what model buy- 
ers want, we’ve built the inventory 
up to $700 averaging five turnovers 
a year. The department has brought 
us a lot of customers we’d not other- 
wise contact. In addition it revital- 
ized our sporting goods business, 
when we were beginning to lose 
sales to outside competition. Traffic 
to the model airplane display which 
is in the back of the store, has elim- 
inated many of our slow-mover prob- 
lems in other stock.” 

Mr. Bowen’s model craft depart- 
ment carries kits for ships, boats, 
jeeps, trucks, model trains and rac- 
ing cars as well as airplanes. The 
entire stock is located in the extreme 
rear of the store in two huge wall 
cases, with accessories in a six foot 
glass case in front. The accessory 
stock, which like the kits is ordered 
almost entirely from two wholesalers, 
amounts to over $250, and is a most 
important tradebuilder on hand. 


Accessories Aid Volume 


The price range goes all the way 
from simple 25 cent scale-model kits 
for ages 10 to 12, to large flying 
models at $10 and $12. Sixty per- 
cent of the volume is concentrated in . 
the 50 cent to $1.00 range, according 
to Mr. Bowen. “On the face of it 
this seems too small a sale,” he 
pointed out. “But when we add ac- 
cessories, the picture changes. With- 
out exception the youngsters want 
plastic canopies, tiny plastic or metal 
bombs, trim tabs, decals, dope, paint, 
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glue and realistic features which 
make for a better job—and most of 
the time their accessory purchases 
equal the amount of the original 
sale—never less than 40 per cent of 
it. Thus our usual sale is nearer $2 
than $1, and as the young customer 
gets better at the work, it requires 
less patience and time to sell him.” 


Men Are Customers 


The accessory stock has meant that 
the store sells not only boys, but 
men. With scores of ideas in model 
propellers, canopies, trim, wheels, 
extra balsa and hardwoods, rubber 
items, carving equipment, motor 
mounts, realism decals, etc., Vista 
Hardware Co. regularly rings up 
sales of $30 or better to adult cus- 
tomers who want to build complex 
gas or rubber-powered flying models. 
Lately gas-powered racing cars which 
sell at $39.50 have been added to the 
stock, primarily because grown men 
were asking for them. “Boys and 
men alike appreciate our accessories 
which put model making into the 
craftsman class,” Mr. Bowen indi- 
cated, “without them we would have 
no repeat business at all.” 

One feature which Mr. Bowen has 
found most helpful is putting the 
model plane stock in the hands of a 
youngster who himself is an en- 
thusiastic builder. Therefore the 
Vista store regularly employs two 
boys part-time who have almost com- 
plete charge of the department, “can 
talk the language” to interested build- 
ers anxious to try more complex con- 
struction, and have followings of 
their own. School periods and vaca- 
tions naturally break up such employ- 
ment, but Mr. Bowen has solved this 
by paying an hourly wage to 15 and 
16-year-old “department managers” 
and using enough of them to keep 
the counter always staffed. 


Window Displays 


There hasn’t been a lot of promo- 
tion; word-of-mouth endorsement of 
the stock and particularly the acces- 
sories taking care of this job. How- 
ever, Mr. Bowen enthusiastically 
takes part in model airplane flying 
meets and setting up a sign at the 
site listing some of his leading lines. 
Since his two windows are extremely 
valuable space, he allocates only one 
six-foot display to model airplanes 
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CABINET HARDWARE 








Streamlined beauty and luxury 
at moderate cost makes Stream- 
lux one of our most popular 
patterns. Made of solid Neo Die 
Cast. Purity of the metal and 
“Beauty Seal’ Chromium Plat- 
ings assure a brilliant finish of 
lasting beauty. 

Full scale production is now 
getting under way so your jobber 
will soon be able to serve you. 


ASK YOUR JOBBER! 
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tear Fibber and Mollie every 
Twesday a1 0°30 PAL... E.T., over 
NBC. Courtesy Johnson's War 
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will keep a closet neat 


Fibber’s closet 
would be neat and orderly if he installed K-Veniences. 


Mollie knows what she’s talking about. 





Almost like magic, these super-effi- 
Clothing Carriers cient fixtures double the capacity of 
any closet, regardless of size or shape . . . 


order . . 


keep clothes in 





. everything within easy reach... and save 


cleaning and pressing bills. Bameit Gata 


This is YOUR Opportunity 


Surveys show that cluttered, old-fashioned closets are 





America’s Number One household headache. They plague 
Hot Holders 

countless thousands of people... 

many of them right in your own community. Here 

is a vast and profitable market for K-Veniences. K-Ven- 


iences sell quickly and easily because 





Tie Racks 


. and because 


they’re smart, modern and attractive 
. because anyone can install them . . 
they turn outmoded closets into dress- 





Trouser Hangers ing units so convenient they practi- 


cally hand out your clothes. Feature K-Veniences — 





There’s nothing like them. 
Shoe Racks 


KNAPE & VOGT MANUFACTURING CO., Grand Rapids 4, Mich. 








three times a year, showing models 
built by his customers, and stressing 
accessories. Being located near 
Fresno’s Roosevelt High School, this 
invariably pays dividends. 

Finally, the store will soon go into 
gas model engines, for gas powered 
flying. These, retailing from $15 to 
$30, represent the largest unit sales 
possible, and have been requested 
regularly since the end of the war. 
“I intend to carry five lines of them 
and push them hard,” Mr. Bowen 
summed up, “including an accessory 
line of motor parts, mounts, batteries, 
tools, etc., which will back up the 
basic stock just as our other acces- 
sories pave the way to larger model 
plane kit sales.” 


St. Louis Stores Send 
House Organ Showing 
New Products to Patrons 


N effective system for promoting 

new hardware lines direct to 
homeowners has been developed by 
Hill-Behan Lumber Co., 6515 Page 
Blvd., St. Louis, Mo., which operates 
six lumber and hardware stores in that 
city, with an eight-page house organ 
entitled Hibeco News which goes to 
2,000 customers a month. 

About 300 copies go to employees 
and friends of the hardware store, 
and the rest are rotated through cus- 
tomer lists. New sideline merchandise 
is mentioned and shown by cuts, and is 
combined with gossip, jokes, cartoons 
and company news to make a few min- 
utes of interesting reading. Since 
many Hill-Behan customers are famil- 
iar with employees of the firm, many 
of these personals are of decided in- 
terest. 

Every new line, from housecleaning 
supplies to glassware and china, has 
been sold effectively with the offset- 
printed organ, according to Glenn 
Schwing, promotion manager. 

“We are using newspaper ads and 
billboards,” says Mr. Schwing, “but 
we have found the most advantageous 
methods of pulling in new business is 
to follow up those customers who have 
already used Hill-Behan materials in 
the construction of or the fixing up of 
their homes.” 











Latest News on 
RECONVERSION 
on page 184 
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STAPLE PULLER 
loyees 
store, 
1 cus- 
— Tue amazing, new combination tool with a thousand- 
ncsin and-one different uses. It solves fence splicing problems 
‘aie, on farm or ranch . . . mends a broken clothes-line, stakes 
Since STAPLE PULLER up a tree or plant around the home quickly and easily. 
famil- WIRE CRIMPER 
co FENCE-MASTER is convenient to carry, weighing only 
oe 1% Ibs. Its overall length is 10%”; width of hammer 
a and claw end is 5%”. 
“e a [=== Manufactured in attractive rust-proof finish of drop 
offset- Fee forged chrome-molybdenum steel. 
Glenn 
: on HERE’S HOW FENCE-MASTER SPLICES A FENCE QUICKLY AND EASILY 
“but —, \\ \ 
geous Sx \ 
ess js aa = 
have he é. aa —S 
ils in = pee ee 
up of 
1. Splice one end of new wire to 2. Take up slack by turning FENCE- > Hold — — ~~ pull — 4. The oes splice as made with 
roken end. ake [00 on en ° . then unro wire from jammer en - ° neat, rmanent 
ae _ y=  oaeagion of a — ane eres Soe and wrap around tightened now wire. — job coheghtad ‘with “ealy 
—— wire through loop and then through eliminating need for other cumber- Use wire crimping section of hammer one tool. Saves time . . . pays for 
hole on hammer end., some wire tightening devices. to wrap wire tight. itself over and over again. 
ETA Z Distributed by 


AVAILABLE FOR S Sw 


IMMEDIATE DELIVERY 
Ask Your Jobber 


PLASTIC MOLDED PRODUCTS, INC. 





Pea 


1235 WEST SIXTH STREET, LOS ANGELES 14, CALIF. 
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Over 100 Uses Given 
For Colored Clays 


“Handi-Clay,” a new household product, 
is claimed to have over 100 uses in the 
home, office and workshop. A 16-page 


booklet, included in the bright package, 
illustrates how it may be used to weather- 
strip windows; as a cleaner for silverware, 
metal and painted woodwork; for chapped 
hands; keep windshields and glasses from 
fogging; to seal nail holes and plaster 
cracks; to mend broken china, and in 
many other ways. Package contains four 
402. strips of clay in four different colors. 
Packed 2 doz. to carton, shipping weight 
30 lbs. Leister Game Co., 26-28 N.-Erie 
St., Toledo, O., seeks representation in the 
hardware field. 


Baby Bottle Warmer 
Also a Vaporizer 


The “Electra-Serve” is used as bottle 
warmer by adding one tablespoon of water 
and plugging into power outlet. Full bottle 
heats in three minutes. Automatic power 
shut-off control prevents overheating. A 
separate receptacle receives inhalent and 
pzevents staining of warming unit. Uni- 








vent feature permits direction of vapor to 
exact location in a concentrated mist. 
White porcelain with decal “kiddie pic- 
ture.” Works on AC only. Electrical In- 
dustries, 42 Summer Ave., Newark 4. N.J. 


Bulletin on Sanding 


“Belt Sanding of Metal—The Polishing 
Lathe” is the title of the fourth monthly 
technical bulletin published for free dis- 
tribution by the Clover Mfg. Co., Norwalk, 


Conn. 


New Camillus Packaging 


A new idea in packaging, which aids 
considerably in the handling of knives by 
the jobber and dealer, has been devised by 
the Camillus Cutlery Co., 60 E. 42nd St., 
New York 17. Important feature of new 


box, which holds one-half doz. knives, is 
that the number and picture of knife con- 
tained, are printed on end of bottom sec- 
tion. Corresponding end of top section is 
cut out so that printing shows through 
when top is on. Pictures quickly identify 
type of knife contained. Each knife 
wrapped in Cellophane to prevent handling 
and resultant tarnishing and rusting. 


Light Weight Clippers 


New addition to Schollhorn’s line is the 
“Bernard” Hedge Clipper. Though of 
ample size (22 in.) and rugged, durable 
construction, it is engineered for light 


Ge 


weight and proper balance to minimize 
fatigue and strain on users’ shoulders and 
wrists. Blades of tempered steel, handles 
of ash. Non-slipping lock washer joint. 
William Schollhorn Co., 414 Chapel St., 
New Haven, Conn. 


Non-Clogging Screen Paint 


The Hanover Wire Cloth Co., Hanover, 
Pa., makers of “Star” Brand screening, an- 
nounce a new ready-to-use screen paint, 
which requires no thinning, mixing or 
additional ingredients. Available in black, 
gray and antique bronze. Claimed to be 
non-clogging, even coating, quick drying. 
Half pint supposed to be enough to paint 
three screens in 15 minutes. Dealer’s price 
33 cents per pint on black, 44 cents on 
gray and antique. Consumer’s price 50 
cents per pt. on black and 69 cents per 
pt., gray and antique. 
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SELL THEM... 


NEOCETA 


“The Fascinating Story of Neoceta”—an 
intensely interesting booklet—is yours for 
the asking. Write for your free copy. 
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y WEARS LIKE PURE HOG BRISTLE 


\ SPREADS PAINT READILY 
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\ DOESN'T MAT OR FINGER 


\ KEEPS ITS STIFFNESS IN 
PAINTS CONTAINING WATER 


Brush Deutsiou 
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Investigate ©” 
~ ial dealer plan. 
Write your nearest 
Baker branch for 


complete 


' POY 553 WINDMILLS 


* BRANCHES + 
BAKER MFG. CO. Minneapolis, Minn.: 
Madison, Wis.: Fort Dodge, la.: Cedar 
Rapids. la.: Omaha, Neb.: Kansas City. 
Mo.; Enid, Okla; Hutchinson, Kansas 
BAKER MFG. LTD., Winnipeg. Canada 
AXTELL CO.: Fort Worth. Tex.; Amarillo. 
Tex.; Lubbock, Tex; San Angelo, Tex. 


BAKER MANUFACTURING CO., EVANSVILLE, WIS 
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WhhTS NEW 


Plastic-Coated 
Clothesline 


A plastic coated clothesline is a new 
product of The Sunlite Mfg. Co., 3724 W. 
Wisconsin Ave., Milwaukee, Wis., manu- 
facturers of the “Silver Seal” ironing pad 
set and the “Fiberglas” ironing board 
cover. The “Sunlite Silver Seal Plastic 
Clothesline,” is a regular clothesline which 
has been stretched and then coated with a 
protective layer of white plastic covering. 
The company claims it is almost sag-free 
because of the pre-stretching; that it can- 
not mildew or rot and can be left up the 
year around; that it will not soil clothes 
because it can be wiped clean with a 


damp cloth; that it is less suceptible to 
kinking, and that it will outwear an ordi- 
nary clothesline. Two 50-ft. connecting 
coils are packaged together, permitting the 
housewife to purchase the item in either 50 
or 100-ft. lengths. 


3-in-1 Garden Tool 


This 13-in., three-in-one garden tool was 
designed for flower pots, flower boxes and 
hard to reach places in the garden. Of 
18-gage steel. Blade 3% in. long. 1% in. 
wide. Curved point, 1% in. Packed 3 


doz. to a carton, weight 8 lbs. Swanson 
Machine Corp., 2-100 Allen St. Ext., James 
town, N. Y. 


New Sander Designed 
For Rental Market 


Skilsaw, Inc., 5033-43 Elston Ave., Chi- 
cago 30, announces a 86-lb. drum-type 
“SkilSander” of simplified design and op- 
eration to enable the inexperienced oper- 
ator to obtain good results when sanding 
floors at home. Patented drum lift auto- 
matically raises and lowers the drum at 
the wall, tapering or “feathering” the cut. 
Only one wrench needed to clamp or ad- 
just sanding paper. Single standard V-belt 
drive; 6-pole “Universal” motor with full- 
sealed ball bearing; full-sealed drum bear- 
ings; double-sealed fan bearings and steel 
casters with oilless bushings sealed against 
dust. Entire machine never needs lubri- 
cation. 


Wood Chisel Display 


The Great Neck Saw Manufacturers, 
Inc., Mineola, N. Y., has prepared a 3- 
dozen wood chisel assortment in a display. 


There is one dozen each of % in., % in. 
and 1 in. The tools are of alloy tool steel 
and have hardwood handles, Weight, 8 
Ib. Price, $8. Six display units to carton, 
weight of which is 48 lb. 
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TEELGRID 


Rigid Arm Pullers 


“ta? 
enay <~ , 
As 


‘ a ey, 


Wheel 
Pullers for 
Every 
Need 


STEELGRIP standard types with drop forged arms 
and special analysis steel screws in all sizes for 
pulling wheels, pulleys, sheaves, bearings. Special 
application pullers and universal CHAINGRIP Pull- 
ers that pull wheels, etc., even a considerable dis- 
tance from end of shaft. Write for Catalog. 


ARMSTRONG-BRAY & CO. 
5348 Northwest Highway 
Chicago 30, U.S.A. 


CHAINGRIpP r) 
Universal 
Gear and Wheel Pullers g 


we | 








WING NUT ASSORTMENT 





oe WING NUTS” a a 
seamen wos $ WET SS — = 


240 PIECES 
6/32 to V2 Galv. 3/16 and 's Brass 


Another popular assortment for 
the hardware merchant. Compact 
stock, complete assortment in col- 
orful counter-dispensing packages. 
All fast-moving items with long 
profit and small investment. 


Quick Refills Available 
Order Direct or 
From Your Favorite Jobber 


Shawone Git and Scheu Co 


BOSTON 10, MASS. 
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Weed-Killer Claimed 
Harmless to Grass 


Diluted with water and sprayed on weed 
leaves “Weedone” is claimed to be ab- 
sorbed by the plant, penetrating down to 


the fartherest root-tip, killing the plant 
entirely. Said to show its first effects in 
a week to 10 days, killing plant within 
three or four weeks. Maker claims it will 
not kill grass. Claimed not to corrode 
metal spray equipment; and not sterilizing 
to soil. Retails at $1 for 6 oz. can; $3 qt. 
and $10 gal. American Chemical Paint 
Co., Ambler, Pa. 


New Coleman Catalogs 











The Coleman Co., Inc., Wichita 1, Kans., | 


has issued new catalogs on its Automatic 
Oil Heaters and Automatic Oil Water Heat- 
ers. Both are printed in full color and 
give full particulars on construction and 
operation details. 


Refrigerator Deodorizer 


“Rodo-Ridd,” refrigerator deodorizer is 
claimed to have been found 100 per cent 
effective in a 48-hour period under ex- 


treme conditions. Item derived from a U. S. | 


Army surplus gas mask cannister and con- 


nope Z 
ANGIE food Lodi 
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tains 12 oz. of activated charcoal. Smaller 
size available for smaller ice boxes and 
refrigerators. Rodo Corp., 105-121 Merri- 
mac St., Boston 14, Mass. 
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Want a streamlined inventory ? 
Listen to my caster-story: 
Don’t load up with “ shelf-dwellers” — 
Concentrate on Bassick sellers! 





OF THE 
MOST POPULAR 
SPEEDIEST-SELLING 
BASSICK CASTERS 


No. { 
7258X42-0C 


No 


SEE YOUR BASSICK CATALOG 
FOR THE ABOVE NUMBERS 


No “permanent guests” among these 
pacemakers in the Bassick caster line 
Their stay with you will be shorr-—and 
profitable. Be sure you order these six 
tast-moving items from your jobber, for 
a basic stock to take care of the majority 
of your customers’ needs. 


THE BASSICK COMPANY, Bridge- 
port 2, Conn. Division of Stewart-Warner 
Corporation. Canadtan Division: Stewart- 
Warner-Alemite Corporation of Canada, 
Lrd., Belleville, Ont. 


Bassick 


MAKING MORE KINDS OF CASTERS 
2+ « MAKING CASTERS DO MORE 














SELL 
VULCAN 


Professional 


ELECTRIC 
SOLDERING 
TOOLS 


SCREW TIP 
for high efficiency 
10 sizes 


PLUG TIP 

for low cost 

replacement 
5 sizes 


Pencil type soldering 

tool that performs dell- 

cate soldering jobs with 

ease and fits easily into 

cramped spaces where stand- 
ard tools will not go. 


VULCAN 


“Mercury” 


Low-priced electric soldering 
tools for occasional and home 
use. Three sizes. 


VULCAN 
ELECTRIC 


vlhenge 


ay 
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VULCAN 


ELECTRIC COMPANY 
DANVERS 3, MASS. 


Makers of VULCAN Electric Soldering 

Teele for production use, Electric 

Clue Pots, Solder Pots and other 
Electric Meating Devices 





| similar hued car marker. 
| ceivers, the size of a man’s wrist watch, | 
| are incorporated in each car, and each 
| receiver is pre-tuned to one of the ten 





WHATS NEW 


Lionel Engine Smokes, 
Has Electronic Control 


Lione! 1946 Christmas model trains will 
be electronically controlled and will puff 
The universal or electronic control 





smoke. 


will make one, two or more trains go for- 


| ward, or reverse independent from each 


other, to whistle, to uncouple cars or to 
operate any of the mechanisms of the ani- 
mated cars. Leads from regular toy trans- 
former are connected to the transmitter, 


| and from the transmitter two wires lead to 
| the track. The 


transmitter generates 
medium radio frequency waves. Trans- 
mitter contains only one standard radio 
tube. Transmitter panel has ten vari- 
colored buttons, each corresponding to a 
Miniature re- 


frequencies. Lionel Corp., 15 E. 26th St., 


N.Y.C. 


Toy for All Ages 


“Rig-A-Jig” is claimed to amuse every- 
one from Junior to Grandpa. The toy set 
consists of seven basic geometric shapes 
made of a durable fibre material. Each 
shape has a distinctive bright color, and is 
slotted around the edges and has a hole 
through the center. Plastic tubes, % in. 
in diameter, make it possible to build an 


infinite number of objects. The regular 
set (No. 125) has 42 shapes, while the 
super set (No. 200) provides 80 shapes. 
Rig-A-Jig Toy Co., 1202 Venice Blvd., Los 


| Angeles 6, Cal. 
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JOBBERS 


SALES-MAKER! 


Keep this carton on your coun- 
ter. Cash-in on Plaster-Stik’s 
1946 advertising. With every 
sale of paint, see that your 
clerks sell Plaster-Stik — the 
slick new way to fill hair- 
line cracks in plaster. 
Simply rub into crack — 

smooth with finger — 


> then paint. 
is SH 
- 707 Locust St. 
ge. Moines, lowa 








LOAD BINDERS 


SMOOTH HANDLE 
STEEL LOAD BINDER 


MIDGET 
(1 swivel) 44” chain 


E 
(1 swivel) 24” chain 
DIXIE 
(2 swivels) 14” chain 


MALLEABLE IRON 
LOAD BINDER 
Heat Treated 


LONE STAR No. 1—14 Ibs. 
(2 swivels) 36” and 54” chain 
LONE STAR No. 2— 1634 ibs, 
(2 swivels) 34” and 5%” chain 


DROP FORGED 
"LOAD BINDER 
Heat Treated 


No. 1 —10Ibs. 
(2 swivels) 24” and 4” chain 
No.2—17 b 


°. $. 
(2 swivels) 44” and 5%" chain 


STEEL CONSTRUCTION 
WIRE STRETCHERS 
No. 90—3 Pulley ,plain or roller bearings 24” rope 
No. 75—4 Pulley ,plain orroller bearings, 34” rope 
No. 80—4 Pulley ,roller bearings, 4” rope 


DURBIN -DURCO 


Manufacturers o f Certified Specialties 
Drop Ferged and Malleabie |ron 
6611 OLIVE ST.ROAD — ST. LOUIS 5, MO. 
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TO SELL WITH PRIDE 


There's an AMERICAN Industrial Marker for 
every material and every surface used in 
industry today. You can sell them with 
pride, as these superior Industrial Marking 
Crayons are the product of II! years of 
crayon manufacturing “know how." 


Remember . . AMERICAN Markers are 

made by crayon experts to do a specialized 

job. 

Send for the FREE American Indus- 

trial Crayon Guide, showing the 

various uses of these superior “Old 
Faithful” markers. 


Dept. HA-I0. 


APRIL 11, 1946 





Parker Offers Set 
Ot Three Games 


Known as “The Children’s Hour” is a 
new set of three games offered by Parker 
Bros., Inc., Salem, Mass., each game tak- 
ing youngsters about 20 minutes to com- 


se 
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plete. “Peanut, The Elephant,” two to four 
players, has as its object reaching Peanut’s 
Home, the first to reach that place winning 
the game and 25 points. Moves are as the 
result of use of a spinner and player hav- 
ing the highest score at the end of three 
games is Peanut’s Best Friend. The second 
game, “Porky The Pig,” comprises 20 pairs 
of matched cards—elephants, pigs, automo- 
biles, etc., object of the game being to 
score the greatest number of points by 
matching cards in pairs. The third game, 
“ABC Fishing” consists of a “pond” slot- 
ted to hold ABC cards. Players use a 
“fishing rod” to remove cards from slots, 
in regular turn. Some cards have score 
value, others do not. The three games, in 
attractive colors, are packed in a colorful 
carton. Suggested retail selling price $2; 
dealer price $14.40 per dozen. 


Chair for Growing Tots 


The “Kiddie Comfort Chair” is designed 
for children, 2 to 7, who have outgrown 
the conventional high chair. Hardwood, 
in maple, oak and mahogany finish, with 
plastic arm rests in color. Web strap se- 


surely anchors seat to chair. Seat 12 in. 
wide; back 9 in. high, and overall length 
20 in. Suggested to retail at $4.95. 
Packed two to carton. Griffin Mfg. Co., 
710 S. Fair Oaks, Pasadena 2, Cal. 











out in front 
with 


GREAT NECK 


“Well donel"—that's easy to 
say for Great Neck work-wise 
tools. A job done with the aid 
of our various tools is likewise 
“Well done!" This is our con- 
tribution to your maintenance 

of good profits and good will. 


REAL EYE & SALES APPEAL 
No. 60 
KEYHOLE KUT-UP DISPLAY 
| doz. per display 
ideal for “hard to get at” jobs, 
cuts wood, metal, plastics, etc. 
Easy-grip aluminum handles 
(unbreakable) have sales-wise 
finish. Blades of Tungsten Steel, 
very flexible ‘and breakage- 
resistant. 


SEE YOUR JOBBER 


great neck lines 


hack saw blades— 
molybdenum 
tungsten 
high speed 
keyhole saw blades & handles 
wood chisels & screw drivers 
(plastic or wood handles) 


GREAT NECK SAW 


MANUFACTURERS, INC. 
MINEOLA, N. Y. 











DRAKE 


SOLDERING IRONS 
SELL RAPIDLY 


win customer 


good will 
es! — ce 


No. 701—100 watt DRAKE Solder- 
ing Iron. Same type iron comes 
in 60 and 150 watt ratings. 


For over a quarter of a century— 
DRAKE Soldering Irons have been @ 
quality product of precision manu- 
facture—keeping constant pace with 
progress. Widely advertised—they 
sell quickly and profitably. 





With industry rapidly 
reconverting to peace 
time production—there 
is a big market for 
Drake Soldering Irons. 
Remember — there is 
a Drake Iron to meet 
every need and pur- 
pose. It will pay you 
to feature them. 





ASK YOUR JOBBER 


DRAKE ELECTRIC WORKS, INC. 


3656 LINCOLN AVE., CHICAGO 13, ILL 








Garden Customer. 


Our famous line of insecticides and 
fungicides are nationally advertised in 
home, farm and garden publications, 
as well as Sunday newspapers over the 
country. Your customers will ask for 
them by name, so be sure you can 
supply them 

CRABEX 
KILLOGEN 
MOLOGEN 

FUME-OGEN 
FUNGTROGEN 
TOXOGEN (D.D.T.) © - 
CORN EAR WORM DROPS 
OGEN ROACH & ANT KILLER 
TRI-OGEN— Dust & Spray 
Generous Markups 
Dealer Helps 


Write Today for Price-list and Trade 
Terms, 








WHATS NEW 


Functional Scale Models 
Make Realistic Toys 


Realism appears in the new line of scale 
model trucks, concrete mixers and other 
construction equipment made by the 
Charles Wm. Doepke Mfg. Co., Verne, 
Cincinnati 9, O. The functional toys carry 
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the name plates of Wooldridge, Jaeger and 
Barber-Greene, well-known manufacturers 
of contractors’ equipment. Tires by Good- 
year add a further note of realism. “Model- 
Toys” perform the functions of their origi- 
nals. The “Barber-Greene High Capacity 
Bucket Loader” shown, quickly fills the 
“Earth Hauler.” The “Jaeger Concrete 
Mixer” and the “Wooldridge High Speed, 
Heavy Duty Scraper” are also in the line. 
Overall length of “Bucket Loader” is 18 in. 


“Rich Uncle” Game 


A new game for from’three to five play- 
ers, made by Parker Bros., Inc., Salem, 
Mass., concerns efforts of the players to 
make their initial $10,000 grow to $50,000 
and thus win. Play includes the use of 
special dice to obtain a stock card of the 
number rolled and acquire the cash dice 
printed thereon, which is paid from the 


pool. Game involves the rich uncle’s news- 
paper, The Daily Bugle, money and market 
m’ce cards. The game has a suggested 
retail selling price of $3 and dealer price 


rainet.. 
Capact 
SEE YOUR JOBBER 


HANSON SCALE CO. 


525 N. ADA ST., CHICAGO 22, ILLINOIS 


SUPER VALUE 
NAIL CLIPPER 
Rett ZOE 


THE H. C. COOK CO. 
27 Beaver St., Ansonia, Coon. 


Templeton, Kenly & Co. 
Chicago (44) II. 
Better, Safer Jacks Since 1899 














of $21 per dozen. 


Grow with SPAR-TEX 


QUALITY PAINTS 


Made Right! 


THE SPAR-TEX COMPANY 


4309 Third Ave. New York 57, N. Y. 


Priced Right! 


HARDWARE AGE 





AW 


ANI 


WW 


A 


A. 





THIS IS NEW! 


*Trade Mark Registered VU. S. Pat. Off. 


Luminous—Plastic 
HOUSE NUMBERS 
p ' eye 

| P catching 


NOVELTY 
APPEAL 


retail 15¢ each 


Tremendously practical! Absorbs 
light by day Glows all night. 
Glowing quality permanent 10 


doz. in glassine envelopes with 





screws. | doz. of each number 


REFLECTO LETTERS CO. 


411 EAST 101st ST., NEW YORK 29,'N. Y. 








The logical 
answer to every need 
for Builders’ Hardware 


beca use the complete line is sc 
diversified that practically every hard- 
wore requirement for modern building i: 
included. 


In this line you will find also a wide assort- 

ment of sizes in hinges, door hangers, etc. 

to take care of either light or heavy job: 
withcustom-built precision 
National Hardware has 
been a favorite with the 
trade for years. Its inher- 
ent quality is an accepted 
fact, proved by years of 
dependable service. 


NATIONAL MANUFAC 
e COMPAN f 


STERLING 
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Child’s Toy Piano 
Has Chromatic Scale 


“Pianotune” is claimed to be the first 
toy piano with a chromatic scale. Covers 
almost two octaves. Finished in Chinese 


red lacquer with gleaming plastic keys. 
Can be rested on table when legs are re- 
moved. Is 24 in. high and has bench to 
match. Priced at $25 retail. Made by 
Typatune, Inc., a division of Electronic 
Corp. of America, 45 W. 18th St., N.Y.C. 


Mickey Mouse 
Film Viewer 


The “Mickey Mouse Viewer” and Walt 
Disney Film Strips are manufactured by 
Craftsmen’s Guild, 6916 Romaine St., 


Ce ee 


Hollywood 38, Cal., through special ar- 
rangements with Walt Disney Productions. 
Plastic viewer magnifies 16mm double 
frame pictures. Each film strip shows 16 
scenes, reproduced on Kodachrome from 
original master films, giving a condensed 
version of a Disney movie. 


Play Yard Toy 


Up-and-down and round-and-round ex- 
plains the action of ‘“Merry-Go-Down,” 
manufactured by Orco Industries, 4903 
Everett Ave., Los Angeles. Eight feet long. 
Of strong, rust-proof aircraft Dural alumi- 
num structural metal, and claimed to hold 
weight of adults as well as children. Cross- 
bar locking device prevents bar from jump- 
ing frame. Weighs 12 lbs. 


co a - 








PAINE Offset CLAMPS 


Buying @ Installation 
and Maintenance 


The efficiency of Paine Offset Clamps makes sell- 
ing easy. Each clamp Is furnished with the correct 
size stove bolt already inserted, so that no time 
is wasted when the customer buys or installs It. 
Special offset feature—that holds pipe, condult 
and cable away from the wall—speeds Installation 
and simplifi int e. Available in rigid and 
thin-wall sizes. Guaranteed rust-proof. 


Ask your Jobber NOW or Write for Catalog. 
THE PAINE CO. 
2963 CARROLL AVE., CHICAGO, ILLINOIS 
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New! A modern sure 
cure for condensation 
drip from cold water 
pipes. 
Pliable, cork-filled No- 
Drip Tape forms a tight- 
fitting sealed jacket 
around pipes—eliminates 
hazardous wet floors, 
makes idle space usable. 
Quick, Easy to Apply 
No tools needed. Covers 
joints as well as 
straight pipes. 
EFFECTIVE IMMEDIATELY 
Roll,enough for $4 2 
7 ft. of 14" pipe 1 eS 
Higher West of Rockies and Canada 


Advertised in Saturday Evening Post, Better 
Homes & Gardens, Time, American Home, House 
Beautiful, Popular Mechanics, Parents’ Magazine. 


IMMEDIATE DELIVERY 
Get NoDrip Tape from your Jobber today 
J. W. MORTELL CO., 207 Burch St, Kankakee, Ill. 
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ASCO 


LEATHER and SADDLE SOAP 


Preserves 
Cleans 
Softens 
Polishes 
All leather 
except 
suede 

e 


FAST SELLER 
25¢ 50c 


GIVES that— 
“Expensive Leather Look” 


THE SECRET IS IN THE 
ASCO L-A-T-H-E-R 


Ask your jebber or write te 











ASCO CHEM. CO., 641 Lexington Ave. B’kiys. 


Grow with SPAR-TEX 


QUALITY PAINTS 
Made Right! Priced Right! 


THE SPAR-TEX COMPANY 


4309 Third Ave. New York 57, N. Y. 





No Mistakes 


More sales in less time, with less effort 
—thot’s the result of selling Simplex 
size-marked pump leathers. 


The sharp, clear size markings on all 


Simplex pump lecthers assure quick, easy 
sales — without mistakes and annoying 


exchanges. 


Ask your jobber or write 
us for price list. 
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WHATS NEW 


Small Child’s 
Velocipede 


A new velocipede, Model L-12, the first 
in a line of wheel goods to be made by Lee 
Engineering Co., 21 Henry St., Detroit 1, 


is adjustable for children 3 to 6 years. 
Tubular steel, welded frame. Fender and 
rear platform of 16-gage steel. Disc 
wheels turn on two double-cone ball bear- 
ings. Imitation leather seat has coil 
springs. Finished in two-tone 
Chromed handle bars, post and hub caps. 
Dealer cost $19. Suggested retail price 
$29.50 to $32.50. 


Soft Ball Catalog 


Sporting Goods, Inc., 88 Birnie Ave., 
Springfield 7, Mass., has issued a pam- 
phlet on its line of “Springfield” soft balls. 
It explains the various processes of manu- 
facture and the steps taken to insure uni- 


formity in its balls. Specifications and 


prices are given. 


Miniature Sewing Machine 


The “Stitch Mistress” is claimed to sew 
with such efficiency that the little girl’s 
mother can use it. Model 45 is hand-oper- 
ated without cabinet. Model 50 is mounted 
on cabinet and has sewing stool. Model 


colors. . 





60 operates by foot treadle and has cabi- 
net and stool. When not in use machines 
swing into cabinets which can be used as 
desks or tables. Body is one piece alumi- 
num casting. Green and white, red and 
white or blue and white. Made by Genero 
Machine Works and distributed exclusively 
by Burke-Mayer & Associates, 520 W. 7th 
St., Los Angeles, Cal. 


Disk-’em New Lawn 
Game 


“Disk-’em” is a new outdoor game played 
with two red and two black rubber discs, 
4% in. in diameter and % in. thick. Two 
hardwood stakes, 13% in. long, and two 
heavy galvanized wire rings, equipped with 
legs to anchor to ground. Packed in dis- 


play carton; one dozen to master carton 
weighing 45 lbs. Sells to dealer for $1.75 
each. Kenneth E. Luger Co., 508 E. 24th 
St., Minneapolis 4, Minn. 


Mirro Toys Return 

After an absence of five years “Mirro 
Aluimnum Toy Sets are again being made 
by the Aluminum Goods Mfg. Co., Mani- 





towoc, Wis. A plan of allocated distribu- 
tion is being used to give equitable cover- 
age. 
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The Lost ate 
BETTER BRAND 


mouse and rat 


TRAPS 
















@ METAL OR WOOD TRIGGER 
@ FOUR-WAY ACTION 
@ OIL TEMPERED SPRINGS 








McGILL METAL Propucts Co. 
Marengo, Illinois 



















SCHALK’S CRACK FILLER - 
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Forged Aluminum 
Skate 


The forged aluminum in these “Chicago 
Velvet Tred Roller Skates” is claimed to 
have greater tensile strength than malle- 





able iron. Velvet tred wheels have alumi- 
num sleeves with two precision bearings. 
Mirror finish. Chicago Roller Skate Co., 
4449 W. Lake St., Chicago 24. 


New Pennsalt DDT Leaflet 


The Pennsylvania Salt Mfg. Co., has pre- 
pared a new six-page leaflet describing uses 
for “Knox-Out Insect Spray” and “Knox- 
Out Insecticide Powder” and explains the 
safe way to use these DDT products. 
Copies available from Pennsalt’s B-K Div., 
1000 Widener Bldg., Philadelphia 7, Pa. 


Water Cooler Catalog 


The new catalog of Sunroc Refrigeration 
Co., makers of Sunroc Water Coolers, is 
just off the press. It contains full infor- 
mation about the post-war line. Models 
are illustrated, and specifications of each 


given. Catalog may be had by writing to 
Sunroc Refrigeration Co., Glen Riddle, 
Pa. 


Landscaping Plans 
Folio 


A new folio of landscaping plans is of- 
fered free to users of “Vigoro,” product of 
Vigoro Div., Swift & Co., Union Stock 
Yards, Chicago. Each folio consists of 30 
specially designed landscape treatments in 
color. 


Plastic Mail Box 
Streamlined, plastic mail boxes are avail- 
able in green, maroon and black, made by 
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Acme Products Co., 406 N. Van Buren St., | 
Green Bay, Wis. 








Every Home Has Upholstery 
and Rugs to be Cleaned... 


and MYSTIC FOAM 


is the ONLY Upholstery 
and Rug Cleaner Approved 
and Guaranteed by 


1. = 
Good 
Housekeeping 


2. 


Parents 
Magazine 


3. 


American 
Medical Asso. 


= 
Cash in NOW 
on big national 
advertising 
campaign 


SEE / 
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UND RUGS 














5 Point Promotion Plan 
Brings Immediate Profits 


If your jobber hasn’t Mystic Foam, write 
us (mentioning his name). Jobbers: Write! 
P. S. MYSTIC ZIP, the kid sister, helps you make 
two sales instead of one. 
MYSTIC FOAM CORPORATION 
2003-07 St. Clair Ave., Cleveland 14, Ohio 
The Mystic Foam Company,.Los Angeles, Calif. 





Hardware Products 
Get Mone ATrenTion.. 


Sexczt Faster.. 
WITH 







Se? MCALEER 


i = kG 
Ml = METAL MERCHANDISERS 


ae, 
Faster, easier sales... more productive 
use of floor space ... and neater, more 
attractive display for your product with 
McAleer Merchandiser “custom engi- 
neered” to fit the particular requirements 


of your products. Write for brochure. 


E. J. McALEER & CO. 


1422 N. 8th Street 
Philadelphia 22, Pa. 


Please send me illustrated brochure 






























SINCE 1869 


HOISTING 
EQUIPMENT 


There is a steady demand for well 
known, dependable Round Chain 
Hoisting Equipment. The name 


Round is a guarantee of unfailing 
quality in chain hoist construction. 
This established reputation is a 
positive sales builder for you. Con- 
sult your Round distributor or 
write us for information on chain 
hoists, trolleys, cranes or winches. 











=. High Efficiency 
t \ Heavy-Duty 


mast AUTO-BLOC 


(PATENTED) 


2-GEAR HOIST 





“Amoco” Household 
Products 


A line of household specialty products 
is being marketed by the American Oil 
Co., American Bldg., Baltimore 2, Md. Im- 








mediately available are two “Amoco” in- 
sect sprays containing 1 per cent and 5 per 
cent DDT, “Amoco” French Dry Cleaner, 
“Amoco” Home Oil and “Amoco” Door- 
Ease, a stick lubricant for squeaky doors. 
The other products of this line are ex- 
pected to be introduced soon. According 
to the maker, the designs for the packages 
were selected for their neatness and appeal 
to the feminine eye. 





| Handy Mandy Pads 
|In Display Cartons 


Triangle Mfg. Co., 123 N. Jefferson St., 
Chicago 6, makers of “Handy Mandy” 
Soft-Woven Copper Pot Cleaners are again 
shipping their scouring pads in display 
cartons. Each carton contains two dozen 
pot cleaners. 


Power Sprayer 


Newest equipment fot the line of garden 
tractors manufactured by Ellinwood In- 
dustries, 150 W. Slauson Ave., Los An- 
“Polecat” 


geles 3, Cal., is the power 





sprayer which, with 300 lb. pressure at the 
nozzle, is said to reach the innermost 
branches and leaves. This power spray rig 
attachment for the “Bob” and “Bear Cat” 





garden tractors is a one-wheel vehicle 





WhATS NEW 





which fits on the front of the tractor, its 
tail or hose being handy for use of the 
driver. Motive power and its pressure 
power come from the tractor’s engine. 
Small gallonage tank mounted atop the 
vehicle. Easy to operate and has many va- 
ried uses, according to the maker. 





Toxite in Small Cans 


Toxite Laboratories, Chestertown, Md., 
has added a ten-ounce can to the “Toxite” 
line, to retail at 35c. This smaller package 
is for the benefit of small operators and 
householders desiring to control roaches, 
bed bugs, fleas, and other pests in the home 
as well as red mites. 


Rope Lock 


“Ace” all-brass rope lock holds clothes 
lines, tennis nets, tents, boats, ropes, etc., 
without knots. Maker states that the lock 








is simple to use. To tighten, both loose 
ends of the rope are pulled. To slacken, 
simply pull the releasing device at the 
bottom of the lock. Colorful counter dis- 
play holds 12 locks. Ace Metal Products, 
P. O. Box 85, New Haven, Conn. 





Masonry Waterproofing 


“Tufseal,” is designed to prevent moist- 
ure from entering the pores of concrete, 
brick, stone and wood. This waterproofing 
material is a non-oxidizing mineral gum, 
reduced with a volatile solvent which 
evaporates in a short time, leaving the 
pores of the treated material impervious to 
moisture. In cold climates it is claimed to 
protect against disintegration caused by 
freezing and thawing. Easily applied with 
brush. May be obtained clear or mixed 
with color. One gallon covers 100 sq. ft. 
for the recommended two coats. Tufcrete 
Co., 625 Sw. 9th St., Des Moines 9, Iowa. 
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Hardware Dealers... Here is a new line— 


J that will ring your register; 

p that is constructed of Brass tubing Chromium plated; 
A that is priced right; 

4 that is nationally advertised ; 

4 that is here to stay; 


Hardware Jobbers... we want a few established jobbers in each territory. 


Manufactured and Guaranteed by 
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IT’S THE 


Ice-O-Mat 


(TRADE MARK) 


Exclusive features NEVER 
BEFORE found in Ice Crushers. 
Will NOT drip. Finger tip dial 
easily adjusts Ice-O-Mat to crush 
ice cubes or lumps fire, medium 
or coarse. Portable. All en- 
closed. No other ice Crusher 
can compare. 


eS SF SS SSS SSS SS SK SS CEE eS SER ee oe 
. ra ies ore Sle 














WHATS NEW 


Weatherstrip for 
Outside Doors 
Lloyd Mfg. Co., 839 Beacon St., Boston 


15, Mass., has announced production of an 
all-metal weatherstrip for outside doors. 





















































According to the manufacturer, it is easily 
installed on any door, prevents seepage 
from snow, ice and rain and completely 
eliminates under-the-door drafts. Made of 
heavy-gage brass with a bright natural fin- 
ish. The two pieces, attached to the door 
and the doorsill, butt firmly together when 
he door is closed. When the door is 
opened, the pieces separate smoothly with 
the lower piece laying flat on the sill as 
protection against wear. Weatherstrip can 
be cut to fit any door 3 ft. wide or less. 
Simple instructions for installation accom- 
pany each set. 


“Jaygol” Insect 
Abolishers 


In powder form for protection against 
roaches and water bugs. Said to lure in- 
sects to their death from cracks and cran- 
nies. Powder is 68 per cent boric acid and 
32 per cent inert ingredients. According 
to the maker, it is harmless to humans or 
pets. Liquid “Jaygol” has been developed 
to combat bedbugs and most species of 
black house ants. It is said to kill existing 
insects, destroy their eggs and larvae, with 
one to four applicatidns a year, and form 
an invisible film to guard against reinfesta- 
tion. Jaygol Products Corp., 1561 63rd St., 
Brooklyn 19, N. Y. 


“Ae! BROWER 
DISINFECTING TORCH 


and Weed Burner 


Can't be beat for disinfecting 
poultry and hog houses, bat- 
teries, yards, etc. Replaces 
expensive disinfectants. Kills 
all germs, worm 

eggs, mites and -.,, 

lice. Also kills Ye ¥ : 
brush weds, OO) Se 
seeds and all, in- “ex: me 

stantly! <<2y Retails at 
ry to use, safe, = 


FAST (covers 
1,000 sq. ft. per 
hr). Burns kero- « 
sene or stove dis- 
tillate, 4 gallon LIBERAL DEALER DISCOUNT 
steel tank holds 


2 hour supply. Highly recommended. 


You'll realize quick profits on this item. Sells on 
sight—thousands already in use. 


WRITE for information and low dealer prices . . . 
BROWER MPG. CO. 358 N. 3rd, QUINCY, ILL. 


World's Largest Line of Poultry Supplies 





FOLDING 


CHAIRS 


Upholstered and 
Piola. Meny styles 
Folding Tables 
PROMPT SHIPMENT 


ADIRONDACK 


CHAIR COMPANY 


1142 BROADWAY 
MEW YORK 1, NW. Y. 
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COMBINATION 
SQUARE 
with Level and Seriber 


Ready for Immediate Shipment 
Very Reasonably Priced 


Twix Manufacturing Co. 
40-09 21st St., Long Island City, N. Y. 








THEY PULL—CLINCH—HOLD 
screens, garden furniture, aul ote. 
ORDER NOW FROM YOUR JOSOm 
SUPERIOR FASTENER CORPORATION 
2949 Elston Ave. Chicege (18), ii. 











Remember When I's 
STOVES— 


Oil—Gas—Wood—or Coal 
Brushes—Paint—Rope 
Kitchen—Farm or— 
Hardware Specialties 
DAVID B. TAYLOR CO.., Inc. 
Wholesalers and Distributors 
101-103-105 Light Street 
Baltimore 2, Maryland 
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“Star” Razor Blade 


Counter Merchandiser 


Contain 24 packages of “Star 6NX” 
double edge blades. Each package holds 
12 blades which has a suggested retail 

f 


' 


selling price of 25 cents. Price to the re- 
tailers is $4.20 per unit. A smaller counter 
carton, containing six packages, is also 
available. Cost to retailer is $1.05 per car- 
ton. In addition a vending card, contain- 
ing 20 packages of four blades each, to 
retail at 10 cents, has been prepared. Cost 
to the retailer for this wall hanging dis- 
play is $1.25. American Safety Razor 
Corp., 303 Jay St., Brooklyn, N. Y. 


“Building Savers” 
Display 

Consisting of a headboard and five easy- 
to-attach panels which when assembled 
measure 20 x 29 in., this Sonneborn wall 
panel display gives quick reference to the 
“Building Savers” handled by the dealer. 
The display is printed in three colors and 
is suitable for hanging in windows, on 
walls and elsewhere. Dealer may assemble 
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the panels according to the items he is fea- 
turing. L. Sonneborn Sons, Inc., Building 
Products Div., 88 Lexington Ave., New 
York 16, N. Y. 
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A QUICK SELLING 
KITCHEN ITEM 


The "'KLER-VUE" KNIFE RACK 


With Glass Panel Front 
(Patented) 
is fast replacing the kitchen drawer as a place for 
keeping household knives. Housewives find them 
both safer and more convenient. No danger of 
cutting hands or of knives being nicked, scratched 
or soiled when kept in this handy wall rack. 


Neatly made of wood with a glass panel which per- 
mits a "KLER-VUE" selection of knife wanted. It is 
a practical and attractive addition to the equip- 
ment of any kitchen. Easily installed. The glass front 
can be quickly removed for cleaning. 


HOLDS ANY KNIFE UP TO 10" BLADE 


No. R-1 “Regular” Rack holds 8 knives and one 
sharpening steel. Size: 1294" x 9" x 2s". Packed 
one in a box: red, white, ivory or natural finish. 
List price: $2.95 each. Net, each $1.75. 


Shipping Carton, 24 Racks. 


No. J-5 "Junior" Rack holds 4 knives. Size: 12/2" 
x 6" x 2%". Packed 6 in a box. Natural finish 
only. List price: $2.25 each. Net, each $1.40. 


Shipping Carton, 24 Racks. 
Above net prices F.O.B. wholesaler. 


“KLER-VUE" KNIFE RACK CO. INC. 


1776 Broadway New York 19, N. Y. 














HERE IS A SURE-FIRE 
SALES OPPORTUNITY 


Berkshire was originally produced 
for use by dairies to supply the need 
for paint that would withstand con- 
ALUMINUM PAINT tinuous heat and moisture and re- 

can een @n tain its brightness and sanitary fea- 
INTERIOR ano EXTERIOR tures. Its mame spread because 

SURFACES Berkshire invariably made good. It 

ONE GALLON - is now widely used in all industries 
MERKSHine paint COMPHE and by consumers in the building 

on See and home maintenance field. 


NOT JUST ANOTHER PAINT 


for wherever sold Berkshire has rapidly won customer approval 
with resulting increase in sales and profit for the dealer. 


a ao Ys 
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BERK SHIAt 


READY MIXED 


Berkshire Aluminum paint is ready-mixed and will never discolor 
or harden in the container. se 


This superb product may be used on all types of surfaces, wood, 
metal, canvas, concrete, cement, etc. 


Berkshire may be painted directly over damp surfaces and will 
seal the surface painted. 

Berkshire may be applied on interior and exterior surfaces with 
brush or spray gun and dries with a hard, lasting, brilliant metallic 


lustre. 
ASK YOUR DISTRIBUTOR FOR BERKSHIRE 


BERKSHIRE PAINT CO., Box 251, Highland Station— Springfield, Mass. 
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SOUTH BEND 
CROQUET 


boosts sales of 
cutdoor items 


Move lawn furniture, yard deco- 
cations and accessories faster via 
the current interest in croquet. 
This popular family game gets 
youngsters and grown-ups to- 
gether to play outdoors — builds 
up interest in yard appearance. Tie 
up croquet with a display of out- 
door equipment today. 

South Bend croquet production is 
still not sufficient to meet the 
huge demand, necessitating our 
serving Customerson 

anallotment basis.So 

get the help of your 

South Bend jobber 

to establish priority 

on deliveries, now! 


Pee eeeeeseeeessees eeveveel tg 


SALES REPRESENTATIVES 


Eastern — Julius Levenson, 7 E. 17th St., N. ¥. 
Southern — Louis Williams, Nashville, Tenn. 
Midwest — South Bend Toy Mfg., So. Bend, Ind. 


So. Cal. & S. W.—Glenn B. White & Assoc., 
122 E. 7th St., Los Angeles 14, Cal. 


No. Calif. — Standard to Agencies, 718 Mission, 
San Francisco, Cal. 

Denver & Pac. N. W.—Leo Scherrer, 2840 W. 
93rd St., Seattle 7, Wash. 


SOUTH BEND TOY MFG. CO. 
SOUTH BEND, INDIANA 


SOUTH/BEND 


AMERICA'S FAMILY GAME 


Croquet Sets + Baby Carriages « Children’s Furniture 
Doll Carriages « f+ over 70 continuous years. 
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Coming Conventions 
And Events 


Corrected Each Issue 
According to Latest Data 


Alabama, Retail Hardware Association 
of, May 15-17, 1946, inclusive; convention 
and exhibit at the City Auditorium, Bir- 
mingham, Ala. Mrs. J. H. Crowe, secre- 
tary, 1906 N. Fifth Ave., Birmingham 3, 
Ala. 

American Hardware Manufacturers 
Association’s meeting jointly with the Na- 
tional Wholesale Hardware Association, 
Oct. 14-17, inclusive, 1946, at the Marl- 
borough-Blenheim, Atlantic City, N. J. 
Charles F. Rockwell, 342 Madison Ave., 
New York 17, N. Y., is secretary-treasurer, 
American Hardware Manufacturers Asso- 
ciation; George A. Fernley, 505 Arch St., 
Philadelphia 6, Pa., is managing director, 
National Wholesale Hardware Association. 

Architectural Hardware Consul- 
tants, American Society of, and National 
Contract Hardware Association, annual 
convention and exhibit, Palmer House, 
Chicago, Ill., Sept. 3-5, 1946. John R. 
Schoemer, 420 Madison Ave., New York 
17, N. Y., is executive secretary-treasurer. 

Carolinas, Hardware Association of the, 
convention, May 28-29, 1946, at the Hotel 
Charlotte, Charlotte, N. C. Sally Couch 
Masten, 118 E. Fourth St., Charlotte, N. C., 
18 acting secretary. 

Eastern Hardware Golf Association, 
annual tournament at Shawnee Country 
Club, Shawnee-on-Delaware, Pa., May 23- 
25, 1946. H. L. Gilliam, Wood Shovel & 
Tool Co., 30 Rockefeller Plaza, New York 
20, N. Y., is treasurer. 

Florida Retait Hardware Association, 
convention, May 13-14, 1946, Anglebilt 
Hotel, Orlando, Fla. William W. Howell, 
Waycross, Ga., is secretary. 

Georgia Retail Hardware Association, 
convention, May 7-8, 1946, Ansley Hotel, 
Atlanta, Ga. William W. Howell, Way- 
cross, Ga., is secretary. 

Housewares Show, The, managed and 
directed by Mrs. Flo English, will be held 
at the Atlantic City Auditorium, Atlantic 
City, N. J., May 13-17, inclusive, 1946. Mrs. 
Flo English has her headquarters at the 
Hotel Pennsylvania, New York 1, N. Y. 

Louisiana Retail Hardware Associa- 
tion, Inc., annual convention, June 10-11, 
1946, at the Bentley Hotel, Alexandria, 
La. Mrs. David O. Mansfield, P. O. Box 
1696, Jackson 113, Miss., is acting sec- 
retary. 

Mississippi Retail Hardware and Im- 
plement Association, Inc., annual conven- 
tion, June 3-4, 1946, at the Hotel Buena 
Vista, Biloxi, Miss. Mrs. David O. Mans- 


field, P. O. Box 1696, Jackson 113, Miss., 
is acting secretary. 

National Contract Hardware Asso- 
ciation, and American Society of Architec- 
tural Hardware Consultants, annual con- 
vention and exhibit, Palmer House, Chi- 
cago, Ill., Sept. 3-5, 1946. John R. 
Schoemer, 420 Madison Ave., New York 
17, N. Y., is executive secretary-treasurer. 

National Wholesale Hardware Asso- 
ciation’s meeting jointly with the Ameri- 
can Hardware Manufacturers Association, 
Oct. 14-17, inclusive, 1946, at the Marl- 
borough-Blenheim, Atlantic City, N. J. 
George A. Fernley, 505 Arch St., Philadel- 
phia 6, Pa., is managing director, National 
Wholesale Hardware Association; Charles 
F. Rockwell, 342 Madison Ave., New York 
17, N. Y., is secretary-treasurer, American 
Hardware Manufacturers Association. 

National Retail Hardware Assn., An- 
nual Congress, June 24-27, 1946, at the 
Congress Hotel, Chicago, Ill. Rivers Peter- 
son, 333 No. Pennsylvania St., Indianapolis 
4, Ind., is managing-director. 

Triple Mill Supply convention, May 
6-8 inclusive, 1946, at Atlantic City, N. J., 
with headquarters at the Marlborough- 
Blenheim of the American Supply & Ma- 
chinery Manufacturers’ Association, Inc., 
The National Supply & Machinery Distrib- 
utors’ Association and The Southern Supply 


& Machinery Distributors’ Association. R. 
Kennedy Hanson, 1108 Clark Bldg., Pitts- 


burgh 22, is general manager of the 
American association; Henry R. Rinehart, 
505 Arch St., Philadelphia 6, Pa., is secre- 
tary-treasurer of the National Association, 
George A. Fernley is advisory secretary of 
the National Association and E. L. Pugh, 
712 Volunteer Bldg., Atlanta 3, Ga., is 
secretary-treasurer of the Southern associa- 
tion. 


Correct Answers to 
Test Your Hardware Sense 


(Questions on page 142) 

1—Answer. Lower case refers to small 
letters and upper case refers to capital let- 
ters in type. 

2—Answer. Total pay $27.56. 

3—Answer. Total pay $40.00, withhold- 
ing tax $3.30, F.0.A.B. $40; Net pay 
$36.30. 

4—Answer. Margin on labor is 40 per 
cent of the selling price. 

5—Answer. New margin on item 30 per 
cent of sales or a 31/3 per cent shrinkage 
from the old. 
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eo From HEATER to FAN in 29 SECONDS 1 














* 
THE mew! COS OW OWS 
does DOUBLE DUTY for 
year-’round sales! 


BEAUTY... Handsome crackle finishe ' 
Ch heat ill © Modern-desi m ‘ 
\ blades © Separate fon guard. | Just ONE appliance... at ONE low price . . . yet 


fan blades ® Separate fan guard. 
STABILITY... Sturdy all-metal con- 

struction @ 72-inch base @ Finest 

materials and workmanship. 5 
UTILITY. .. For summer, powerful 10- —heating or cooling—at a moment’s notice. 

inch fan with air displacement of 

500 cu. ft. per minute. © For winter, coh. ° 

machin seer ge art tig For high-powered sales appeal with a one-two 


SES ec Sie res punch, SURF SEASON-AIR is in a class by itself. 


est thing to noiseless you've ever seen 


in a motor-driven appliance. 
ECONOMY. - Henne, and fan _-‘In dune or January SEASON-AIR spells PROFITS. 


COMBINED for one low price. 
Deliveries will be made when materials are available. 


this revolutionary room-conditioner does either job 





G-M Laboratories Inc., 4296 North Knox Avenue, Chicago 41, Illinois 
Gentlemen: Please send me literature on the new SURF SEASON-AIR heater-fan combination. 


My Name. 
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NEWS from X-ACTO 


about new business for you! 





Here are a few of the new ideas, items, 
improvements, that keep the demand for 
X-acto Hobby Knives and Tools increasing 
by leaps and bounds... and the profits of 
X-acto dealers increasing the same way. 


NEW 


Improved Chuck Collet construction 
makes X-acto advantage even great- 
er. Holds knife more firmly, gives 
it deeper ~ reach. 


NEW 
NEW 


3 additional blade shapes, bringing 
total to 13, X-acto’s “blade for every 
purpose” slogan is no empty boast. 


No. 85 X-acto Tool Chest, with com- 
plete assortment of all-metal knives, 
blades and tools, retails at $12.50. 
Also No. 84 X-acto Tool Chest, re- 
tailing at $7.50. 


NEW 


Entire X-acto knife line is now all- 
metal, except for No. 5 wooden and 
metal mat knife. No more plastic 
handles! 


NEW 


“Building Your First Flying Model”, 
new X-acto “How To” booklet, will 
create interest and sales for you. 


Not New......... Fair-Trading 


Policy and Price Maintenance, 
which protects your business and 
profits. Send for details . . . today! 

KNIVES 


x-acto &TOOLS 


X-acto Crescent Products Co., Inc. 
440 Fourth Avenue, New York 16, N.Y. 
*Reg. U.S. Pat. Off. 
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Alfred Field & Co. (Sole Distributorsin the Hardware Field ) 
93 Chambers Street, New York 7,N. Y. 

Please send me complete information on X-acto 
Knives and Tools. 
EE ee ee Pee ey eer ee ee ee Te ee 
F\. » . - SPT rrrrTreyrTrerrrerererererrrrr ry its 
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from the Fast-Selling 
Time-Tested NOTT Line 


Nott Products work—for your 
customer and for you—12 
months of the year. There's 
asure kill for every seasonal 
pest—be sure you have the 
complete line. 

Nott Products offer you 
easy and profitable sales— 
and your customers an eco- 
nomical, easy-to-use, and 
efficient exterminator. 

Check your stock, and 
order NOW—don't lose this 
chance to make easy profits. 





» oe 


“Their leo Meal” 
gat-NoT? 
MOUSE-NOTS 
mOLe-NOTS 

He A, 


RAT-Nor. 
Past 


ROACH-NOTS 
ANT. x 





We Help You Sell with free 
mats and electros, displays 
that STOP your customers. 





Write for latest Catalog Sheet, — 
Dealer and Jobber Discounts. 


NOTT MANUFACTURING COMPANY 


MT. VERNON, N. Y. 























Falund 


KITCHEN TOOLS 





CAN 
OPENERS 


EGG 
BEATERS 


THROUGH 
YOUR 
JOBBERS 


Edlund Can Openers and 
Egg Beaters cre coming to 
you and your customers 
faster and faster. As more 
raw materials become avail- 
able, deliveries will begin to 
equal your needs. Watch for 
our announcements. 


EDLUND COMPANY, Burlington, Vt. 
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Senior Bale 18 x 14 x 33 inches 
Junior Bale 18 x 13 x 18 inches 


EASY TO HANDLE AND STORE — NO LEAKAGE 
Turn Your Customers Into 
SUCCESSFUL GARDENERS 


Because PREMIER PEAT MOSS lightens heavy soil, 
gives body to sandy soil—like a sponge, it holds 
moisture, plant food, prevents “running off,” 
and feeds the roots. 
















Takes little space, 
pays richly for it. 
Easily moved, hand- 


increased sales, good profits for your garden 
counter. NATIONALLY KNOWN and ADVERTISED. 


They pick their 
packets -- then they 
need fork, cultivator, 
< | hoe, trowel, hose 
What a salesman! 


lorful By recommending certified PREMIER PEAT MOSS 
some, colortul, attrac- you assure your customers of success with seeds, 
tive to customers. plants, bulbs, fertilizer that you sell — it means 



















every bale 


ASGROW SEEDS |E= ari 


Associated Seed Growers, Inc., New Haven, Conn. PREMIER PEAT MOSS CORP., 535 FIFTH AVE., N. Y. 
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SELL HEATING EQUIPMENT 
PROTECTION ON A TRIPLE 
PROFIT BASIS 


Every home is a market for these three items — 
check this short list and convince yourself. 


1. AMEROID BOILER STOP LEAK —permanently 
stops all ordinary leaks and cracks in steam and hot 
water boilers below the water line—harmless to all types 
of metals. 


2. AMEROID HOME BOILER TREATMEMT — 
cleans rusty, dirty heating systems—steam or hot water 
—a quart can does the trick. Larger packages for 
apartment houses, hotels, etc. 


3. AMEROID FUEL OIL TREATMENT—keeps fuel 
oil systems clean by eliminating sludge and carbon de- 
posits from nozzles, strainers, and coils—saves fuel and 
improves combustion. 


Write for the full story on these fast-selling prod- 
ucts today—your profit is high—purchase cost Is low. 


Manufactured by 


E. F. DREW & CO.., Inc. 

15 East 26th Street New York 10, N. Y. 
Chicage: 919 N. Michigan Ave. © Besten: Chamber of Commeree Bids. 
Distributed by 
R. T. Well, 277 Broadway, New York 7, N. Y. 








DEARBORN 


WORLD'S FINEST, SAFEST 


GAS HEATERS 


Join the — 
a > Dette, the —— 2. line 
vented and unvented heaters - 
outstanding Sefety and Convenience 
features plus Matehless Performance. 
It’s the Quality line that leads in sales 
from coast te coast. 


FEATURES THAT SELL 


Super Glo Rediants — A.G.A. x 4 
proval. These are feateres that make 


Dearborn Desters, Ovwtetanding. 
They Offer « Talkable — Visible and 
Saleable differences. 


WRITE FOR LITERATURE 


AIR COOLED CABINETS 
For Safety 


Air Insulated Cabinets end the fire hazard. The cabinet never gets het. Yes, you 
ean install it against the =. No bilistered woodwork. No scorched cur 
tains. No seared fingers. No burned furniture. The syphonaire chassis is “the 
secret. It’s patented. Dearborn’s famous cool cabinet feature A a major een- 
tribution to safety. 


NAT, 
ure. 
mmx. 


FAMOUS je-coown SS BURNER 


ALL Dearborn Heston have tls er bet defeley epee HI-Cro Bore 
and Blue Flame Pilet Light. You get unequalled burner performance plus the 
convenience end safety of Automatic Lighting. 


DEARBORN STOVE COMPANY 


1700 West Commerce St., P. 0. Bex 5527, Dalias @, Texas 











MAKE SURE 
OF 
MORE BUSINESS 
NOW |! 
USE- 


Lists That Bring Maximum 
Success To Your Direct Mail 
Sales Promotion Advertising 
And To The Personal Sales 
Contacts Of Your Salesmen 


We can supply you with 
the following lists:— 


1880 Outstanding Major Hardware Retailers 
whose sales exceed $50,000.00 Annually. 
For $15.00 per M. 
9980 Major Hardware Retailers whose sales 
exceed $30,000.00 Annually. 
For $11.00 per M. 
4594 Hardware Retailers whose sales are 
$20,000.00 to $30.000.00 Annually. 
For $11.00 per M. 
17534 Hardware Retailers whose sales are 
less than $20,000.00 Annually. 
For $11.00 per M. 
32108 Hardware Retailers (Complete List). 
For $10.00 per M. 


9970 Lumber Yards 
For $11.00 per M. 
793 Department Stores handling Hardware 
and Housefurnishings. 
For $11.00 Complete 


We also supply lists of hardware retailers in one 
state or in as many states as may be desired. 
When more than 2000 names and less than 10,000 
are purchased, the price is $12.00 per M names; 
when less than 2000, $14.00 per M. 


All lists are compiled in loose leaf list form. 
When desired on 3”x5” cards there is an extra 
charge of 95c per M for the cards. 

We also do addressing and mailing of circular 
matter at reasonable rates. 


Ask for Details 


HARDWARE AGE 
Direct Mail Addressing Dept. 
100 East 42nd St. New York 17, N. Y. 


HARDWARE AGE 








\GE 








leadership. 








Iu Desigu 


The many features originated 
by C&L testify to their design 


7 ~ The sound con- 
“ struction of C & L 
Torches and Fire Pots assures top performance and long life. 
7 Popdlarnty For more than 50 

“a years, C & L tools 
have been the favorite of mechanics and jobbers. 


Distributed through all 
leading jobbers 


CLAYTON & LAMBERT MFG. CO. 


Torch and Fire Pot Division 
1701-1715 Dixie Highway + Louisville 10, Kentucky 








TORCH NO. 32-A 






















NOW IT'S 
COLLAPSIBLE 


SELF-WINDING HOSE REEL 
WITH NO MECHANICAL PARTS 


Operates on same simple principle as the YO-YO. After hose is 
attached to ROLL-EZE, give inittal pull on hose away frem reel 
toward sill-cock. Then, merely walk ahead of rolling ROLL-EZE and 
guide hose as it winds self onto reel. Instructions with every reel. 


SPPPrrrerrrT rT re ROLL-EZB Hose Reel 
| eee 26” diam., 14” wide (folds to 2”) 
GONG 6.2 06060-06060 6eecene 150 ft. of Hose ONLY e 
Packed........ 6 per carton, weight 66 pounds 
F.O.B.......Battle Creek with 200 lbs. actual 


. freight allowed on 50 or more. 
OPA cert.: amend dated December I1, 1945 LIST PRICE 
{ Responsible rep. wanted as agents in N.Y. City, Okla., 


La., Va. and W. Va., New England States, and N.Y., 
for Hose Reel and other fast selling Dare Products. 


Order from your 
Jobber. If he 
does not stock 
ROLL-EZE Or- 
der Direct From 


PRODUCTS, INC. 
66 EAST JACKSON 


BATTLE CREEK, MICAMIGAN 








CONGRESS DISPLAY 
ASSORTMENT— 
SMALL INVESTMENT 
—LARGE PROFIT 


50 pulleys assorted of 27 populor 
sizes with diameters from 11/2" to 
5", each individually packaged in 
on attractive dust free box makes 
up the CONGRESS display assort- 
ment. Above 3 color display card 
and handy inventory card included 
free with each assortment. Com- 
plete assortment $15.00. Your 
profit $11.40, 


if your jobber cannot supply, or- 
der direct andsend jobber’s name 












See our full page advertisement— May9, Issue 


THERE 1S Wore Profit 


FOR THE HARDWARE, 
HOBBY SHOP AND FARM 
EQUIPMENT DEALER 


Compare the prices, quality and mer- 
chandising helps of the CONGRESS 
line and you too, will agree that there 
is more profit in CONGRESS pul- 
leys. Wise dealers everywhere are 
switching to CONGRESS for long 
profit and fast turnover. 


CONGRESS PULLEYS are 
NATIONALLY ADVERTISED 


CONGRESS is building sales with 
advertisements in Popular Mechan- 
ics, Popular Science plus these in- 
dustrial publications—Industrial 
Equipment News, New Equipment 
Digest, Industrial Bulletin and Mod- 
ern Industry—building sales and 


profits for you. 
Di— CASTING 


CONGRES DIVISION 


Detroit 12, Michigan 
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“CHORE 
GIRL 


Back again at 
my regular job 
of making 
work easier in 

homes and on farms. You'll be 
glad to know I’ve improved in appearance 
and effectiveness because of war-time experi- 
ences. As always, I am being distributed only 
through regular jobber and wholesale chan- 
nels. For your adequate supply get your 
orders in promptly to insure earliest delivery. 


METAL TEXTILE CORPORATION 
ORANGE, N. J. 



































GOOD 
REASONS 


WHY YOU'LL LIKE 
TO BE A 


 MID- STATES 
DEALER 


Long-standing reputation for fence satis- 


faction, on thousands of American farms. 


Consistent and aggressive advertising to 


your customers. 


Fence of practical design and uniform top 


quality. 


Constant high standard of service. 


Many years of fence-making experience. 


Practice of selling only through dealers; 


no direct orders accepted. 


N A Ae WS NHN w 


One policy for all dealers. 


MID-STATES STEEL AND WIRE COMPANY 
Crawfordsville, Indiana 




















Barbed Wire + Steel Posts + Steel Trussed Gates 
Blue Ribbon Bale Ties and other steel products for the farm. 











Sandvik Bow Saws 





AAA aa: i HEH 5 
j _— il 








FAST SELLING Because 
They Are FAST CUTTING 


©@ Pulpwood @ Mine Timber 
@ Poles & Ties © Firewood 


For speedy turnover and quick profits 
stock the complete line of Sandvik Saws 


Ask your jobber’s salesman or write: 
SANDVIK SAW & TOOL CORPORATION 
47 Warren Street, New York 7, N. Y. 


ells YEAR ROUND 


ALWAYS 
IN 

SEASON 

BECAUSE— 


BLACK LEAF 40 
has So Wany Ares! 























FOR BLACK LEAF 40 sells steadily because it has se 
wy many uses. Gardens, both flower and vegetable, 
and Goats aphids and other soft-bodied sucking Insects. 


Vegetables Every poultryman at times needs the product te 


a destroy chicken-lice and feather-mites. In proper 
Shrubs combination It Is used to control stomach worms 
‘ in sheep and as a dip for ticks and scab on live 

We Advert ise It stock. Most farmers and gardeners can use 
- You Sell itl BLACK LEAF 40—hence are prospective customers. 





Tobacco By-Products & Chemical Cop, _memrperaied 


Louisville 2, 
They Look for the Leaf on the Package 








HARDWARE ACE 
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A perfect tool for shop use that you can retail 
at an attractive price. Adjustable tool rests. 
Shaft %” turned down to ¥/2” at the ends. Will 
take wheels up to 6” in diameter. Weight 
about 12 lbs. 

Other Grinders for sharpening, grinding, pol- 
ishing or buffing—for home, shop or garage 
use. Also Popular Priced Saw Mandrels—all 
sizes for all purposes. Write for descriptive 
circular of our entire line. 


MAJESTIC TOOL MANUFACTURING CO. 
120 No. Jefferson Street, Chicago 6, Il. 














NO OTHER TOOL IN THE 


WORLD LIKE THIS 


Holds Tighter — Cuts Better 
Doubles the Power of Your Grip 







THESE 
EXCLUSIVE 
ADVANTAGES 


1. Jaws remain always 
parallel, close like a vise. 
2. Cutting jaws on outside 
of head, convenient fo use. 7 

3. Compound leverage action more than doubles ¢ 
power of your grip. 

Indispensable in every household and on every home 
workbench....... Order from your distributor today. 
Booklet of many BERNARD hand tools on request. 


BERNARD 


TRADE MARK RECISTERED 





WM. SCHOLLHORN COMPANY 
“Quality Tools Since 1870” 
1004 Chapel Street, New Haven 9, Conn. 
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Anybody Can Sell Water Systems TODAY . . But 
TOMORROW—when Selling Gets TOUGH . . As 
a BURKS DEALER You'll Have What it TAKES to 
CLINCH Sales... 


SALES CLINCHERS! 


1—LIFE-LOK — Only on BURKS 
Systems — Gives Extra Years of 
Life to System. 


2—ONE MOVING PART — Cuts 
wear to a minimum — almost no 
breakage. 


3—More Water per Minute — 
Smaller Unit Does the Job. 


4—Shallow and Deep Well Sys-° 
tems. 


5—Shallow Well System can be 
converted into Deep Well System. 


DON’T WAIT — WRITE NOW 


There’s.a real story behind the BURKS 
DEALERSHIP you should know. Get 
full details at once. 





DECATUR PUMP COMPANY 
52 Elk St., Decatur 70, Ill. 


BURKS Turbine type Educer 
Deep Well System 
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nives 
ose —5” Fishing Knives with Sawback and Bottie Opener as Iilustrated) . 
GSE —5” ‘Aldace’ Brand 





We Guarantee Momy Back If Merchandise proves unsatisfactory 
upee delivery. 


SURF FISHING EQUIPMENT 
HUNTING and POCKET KNIVES 


ome Per Doz. 
$15. 


68—E —5” Plated Sheath 


h Knives as illustrated 


Knives (with Groove as Illustrated) 





y Brand Sheath 
100CK—Campers Twin Set (Consists of 5” Hunting Knife and 4 Utensils, as Spoon, Fork, 


Knife and Combination a and Bottle Opener, all in Nice Twin Sheath............ 38.00 

8a7CK—4 Utensils as Above Held in Metal Clip 14 
= jes Scout Type (imitation Stag) 18.00 

we B _ Duty P 7. 
KEL --2 Blade Electrician Knife 13.50 
106C —Nail Clippers with Good File 24.00 
—Heavy Webb 6.75 
48R —Top Grain Cowhide Butt 10.80 
2BR —Top Grain Cowhide Butt Rest (Abdominal Guard and Shoulder 21.00 
2XBR —Top Grain Cow 60.06 
izP —Heavy Canvas 39.00 
2 eavy vas ( ) 72.00 
2 Piece J Aluminum —— Rod with Reel ‘let (for beginners) 8.40 
Canvas Rod 3.60 





BERNARD GOLDWEBER. 1133 Broadway, New York 10, N. Y. 


2% Cash Discount Check with Order. Net 10 Days te Rated Firms. Jobber Inquiries Solicited. 































HOPPE §) 
LUBRICATING | 
OIL i 





Banish Sales Resistance 
with HOPPE’S No. 9 


Save time—talk—energy—and expense. Enjoy 





Some of Our Reproductions of 
Hummel Statues at the 
Goose Boy Remarkable Goore Cut 
Price 
of 


$10.80 per doz. 
Packed | /12 doz. 























Made 
No. 3362Z of No. 3363Z 
5 Inches high Composition 5 inches high 








Handmade Individual Creamer and Sugar 
Made of Clear Crystal Glass 





faster, easier, greater sales by handling 
Hoppe’s No. 9—the gun cleaner and rust pre- 
venter that countless thousands of shooters 
know from actual use. 


Hoppe’s No. 9 is THE RECOGNIZED preference 
— so are Hoppe Gun Cleaning Patches — 
Hoppe Lubricating Oil — Hoppe Gun Grease 
— and Hoppe Gun Cleaning Packs. These 
products are ASKED FOR and they are widely 
and consistently advertised. They're known 
and respected by all who use them. So why 
not cash in on these advantages. Order from 
your jobber today. 


Frank A. Hoppe, Inc. 


2314A North 8th St., Philadelphia 33, Pa. 














Be sure to send for our Complete Set Z of GIFT GOODS. 
We have them from $1.80 to $90.00 per doz. All big sellers. 


No. 3969 Z 
$4.00 per doz. sets. 
Packed | doz. sets. 


$3.60 per doz. sets. 
in 3 doz. lots. 


About 2!/2 ins. high. 
10 Ibs. per doz. sets. 


LEO KAUL kine ne 





CHICAGO 6, ILLINOIS 

















Rayflex Blade 
Hardware FEATURE Item 


Sells On Sight, 
Wherever Shown! 


Eversharp — Efficient 
Flexible—Unbreakable 





30 day trial. 


Renders wire, stones, etc., 
the reel. Installation almost as simple 
as changing razor blades. Finest Flex- 
ible Steel maintains contact with revolv- 
ing blades, for clean, even shear. 


Sold on Money-Back Guarantee— 





FLEX-BLADE WORKS, Dept. H, 340 W. 70th St., New York 23, N. Y. 


harmless to 





Hand Mower Sizes Retail at $2.00 
Power Mower Sizes $3.50 and up 


Nationally advertised in Gar- 
den Magazines and Newspa- 
pers. Complete set of Mats 
for Local Advertising, and 
Electros as needed. Attrac- 
tive, Colorful Electric Flash- 
on Display Supplied Free, with 
Order for 3 dozen Blades. 


















HARDWARE AGE 
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ROACH 
POWDER 





HERE'S A PACKAGE THAT'S 

BOUND TO BE A TREMENDOUS 

SELLER. Ask your 

Jobber about our 

SPECIAL FREE DEAL 
OFFER 


ROTENONE PRODUCTS CO., INC. 
East Orange, WN. J. 
Sales Agents — some territory open 


IN THE NEW SENSATIONAL 


SQEEZIT 
PACKAGE 


(A Squeeze and the powder gets 
in comers, cracks end hard-te- 
places) 





















reach 


















EXPORT OFFICE ! 
NEW ORLEANS 


= I 


ae 






Adjustable Type 
a FITTED WITH 6 CAT’S EYE VIALS 
e m= OTHER LEVELS FOR EVERY USE==—=—= 


HALL LEVEL & MFG. WORKS 
1119 E. 4th ST. — AUSTIN, TEXAS 


Tonos wane SOOT Teete 





ect - 
PRECISION LEVELS 
roe avear ost 











Yard Boy” Incinerator 


An every day necessity for safe and Re 
sanitary disposal of trash from house Dy 
or garden. Garbage, rags, paper, : 
leaves, etc., quickly reduced to a fine 
ash. No mess, no sparks. Endorsed 
by thousands of users and Fire Pre- 
vention Bureaus. Lights at top, burns 
down. No extra fuel needed. Made 
of weather-proof porcelain enameled 
fron. Liberal trade discounts. Write 
for circular. 


Retail Prices—F.0.B. New York 


No. 1—1'/a bushels—weight 70 Ibs......$27.00 
No. 2—3  bushels—weight 100 Ibs...... 36.50 
No. 6—6  bushels—weight 150 Ibs...... 58.00 


J. W. Fiske Iron Works —festab. 1858 
78 Park Place—Dept. 5—New York 
































Genuine Pin-Tumbler 


PADLOCKS 





800 900 


114" across case 17%" across cose 
SLAYMAKER LOCK CO. | 
| 


SINCE 1988 © LANCASTER, PA. 
World’s Largest Padlock Producer 

























If you’re a city fel- 
ler you don’t know 
how a leech sticks 
— but if you’ve ever 
been to the “ole 
swimmin’ hole’— 
you know how a 
leech sticks. 





FLUID CEMENT 


REG. U.S. PATENT OFFICE 1932 


We believe Leech Cements, including a special Model 
Builder’s Cement, have moreall around uses than any 
other cementon the market. Attractively packed and 
carded in sales-compelling displays— carries good mar- 
gin for both retailer and jobber. You can add it to 
your line at a profit. Drop us a postcard for prices. 














LEECH PRODUCTS CO. Box 243-C Hutchinson ks. 
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Lye itis/ 4»! LUNCH MAKER 


ry IMMEDIATE DELIVERY! 
( 











GUARANTEED for a lifetime of service . . . 
four appliances, all chrome plated, conven- 
iently combined into one . . . prices include 
an 8-cup coffee maker and all accessories. 


O.P.A. DEALER COST (incl. tox): ; 


pt aera $6.60 each 
Ci Ms 66s cca 6.12 each 


TO RETAIL AT $9.98 (07-4. Retail Price) 


ZENITH ELECTRIC 
APPLIANCE CO. 
129 CROSBY STREET - NEW YORK 12, N.Y. 


PHONE: CANAL 6-5164 
































=" 








RUST-PROOF 
NOTHING TO GET 
OUT OF ORDER 





IMMEDIATE DELIVERY 
WRITE FOR PRICE LISTS 


LINE TIGHTENERS 


One pull and the line is tight. 
Either end of rope can be tightened. 


SAFETY PULLEYS 


Nothing to wear out. 
Rotates on bearing. 











MAKE MONEY FROM WEEDS! 
Sell the Perfected 


2-4D WEED KILLER | 


Completely 
Water Soluble 
, Does Not Deteriorate 


"EASY TO USE! EASY TO SELL! 


pee. in 8, Sh WRITE OR WIRE DEPT. (T) NOW! 
HOWARD HANSON & CO., BELOIT, WISC. | 


Agricultural Chemicels end Hormones 


SELL TIME & LABOR SA VINGS 


Switeh 
H 




























EASY,TO;MIX! 




















Two Handles 


Leag Teeth : 
__ Serrated Cutting Edge 
14” Cutting Width a 
© Cuts wood like a hair clipper ® Approved by nursery men and 
cuts hair; weighs only 6 Ibs. gardeners 
© Trims all shrubbery; shapes trees ® Built to last a lifetime 
© Cuts stems up to pencil-size © 25’ cord furnished 
Write today for illustrated folder 
SCHARTOW IRON PRODUCTS CO., Dept. 106-D, RACINE, WISCONSIN 


SIPCO £lecteic HEDGE TRIMMER 





SELECTED FROM THE HAGN MERCHANDISER 
AS A CURRENT VALUE LEADER 


BROWN or BLACK leather, embossed grain. Semi-stitchless 
type construction. (No exposed stitching to deteriorate.) Has 
bill divider, 2 utility pockets, replaceable 8 window card 
holder. No. 412L156 new low victory price $7.80 per dozen. 








WHOLESALE DISTRIBUTORS SINCE 191) 
217-225 W. MADISON SIREET « CHICAGO 6 


PERFECTION floating WASHER 


Washer profits go up with Per- 
fection floating Washers. Engineered 
to eliminate friction and prolong 
washer life. Perfect water seal is 
assured. The floating washer stops 





WASHER 


STOPS PROFITS faucet drip...ends water waste. 
WASHER Available in Y%4", %” and ¥." 
TROUBLES sizes. Order through wholesale 


hardware jobbers. 














Anderson’s (} Equipment 


E-Gon 0 Elechic 


Low priced, build good will, 
@ Yield excellent profits. 













ey 






Send Trial Order for Several Doz. 

“E-CON-O" Jr. "E-CON-O" Sr. | —— 
s ve time a ; jar ex- 
4 pa $225 }— $goo tends beyond base Sensing 


Riess tae Mittens water clean; safe for medicine. 
y features of high-pri 
brooders. Circular heating ele- Ne. 1541 per ag in 2 pkgs. 
ment, thermostatic control, 6- a 
vanized metal legs, socket ber canopy 46x46 in. Galvanized 
and cord metal legs, cord and plug. 


ORDER FROM THIS AD - - 


Operates on | on li light bulb. 


Fiber canopy y 3x38 2 in. Gal- No. 569 (Quart Jar) base only, 


36 per carton, wt. 35 Ibs. 





REGULAR DISCOUNTS 





ANDERSON BOX COMPANY 


INDIANAPOLIS 6 








PROTECTS LEATHER 











YOuR 4 OZ. 
JOBBER RETAILS 
50c 





UBBING 


NOW AVAILABLE FOR CIVILIAN USE... 

Tens of Thousands of G.I.’s have learned to depend on Thompson's 
Dubbing to preserve and waterproof all their leather equipment. 
This long profit item is now available for civilian use in unlimited 
quantities. 
Thompson's Dubbing provides all-weather protection for boots, 
shoes, coats, luggage, gun cases, golf bags, ski boots, brief cages, 
saddles, etc. An ideal rust preventive for guns. 

Coll your jobber today, or write: 


BY-CHEMICAL PRODUCTS CO., San Francisco 3 
















AUTOYRE 


BATHROOM AND KITCHEN ACCESSORIES 
THE AUTOYRE COMPANY + OAKVILLE, CONNECTICUT 







HARDWARE AGE 
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* MARSHALLTOWN TROWELS « 


MARSHALLTOWN TROWEL COMPANY * MARSHALLTOWN, 


MARSHALLTOWN 





IOWA 


a 














MILL-ROSE Gow sausues 


une OGRE R GOO eeoree 


FINEST QUALITY + + + LOWEST PRICE 


Phosphor-Bronze brushes for cleaning. Bristle 
brushes for applying solvents. All popular sizes 
for rifles, shot guns and revolvers. 


e@ Ask your jobber or write direct, giving his name. 


The MILL-ROSE Company + 1989 East 59th St. - CLEVELAND 
BRUSH SPECIALISTS FOR 25 YEARS 














Caulking Guns 


For Cartridge or 
Bulk Compounds 


Precision made for longer life 
and better results. 

*All working parts accurately 
*Extra heavy gauge barrels. 






machined. 


Sold with *Uses all caulking materials—handles light 
& 

A _ *Positive ratchet drive. *Threaded noz- 

ee zles—no bayonet joints to come loose. 

Lifetime *Three popular sizes—5”, 10” and 15”. List 

Guarantee price—$6.50, $7.50, $8.50. Write for dis- 


counts. 


Western Reserve Mfg. Co., 3715 E. 93rd St., Cleveland 5, Ohio 














650 West Lake Street 





TURNBUCKLES and EYE BOLTS 


Screen Door Braces 


Turnbuckles, Inc. 





Alumaloy 


Chicago 6, Illinois 


















Available in green, maroon and 
black, this beautiful, streamlined 
ay mail box is wanted by mil- 
ions. Its new and convenient ex- 
clusive features make it imme- 
diately attractive to 
prospective buyers 
- +. now again in 


ACME PRODUCTS co."°s2nusvanss” 






























IT PAYS TO SELL 


MOORE 


PUSH-LESS HANGERS 
and PUSH--PINS 
for hanging heavy and light mirrors, pictures 


and wall decorations. Superior quality means 
more sales, repeat business. 





Use MOORE I tor showing an sample 


or ae Ag wtirtped: casey wad Sit 
3erk! » Stre et, Phila +4 Pa 
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or write us for details. 


_MILLER’S Al-Widt, BREAD SLICER 
ALL Stainless Steel — Plastic Handle 


Meal-time slicing saves freshness and retains fuller 
flavor. Indispensable for women who bake at home, or 
» | who can buy unsliced baker's bread. 





: 1 Specially ground thin-blade cuts faster, easier and 
—- straighter than any bread knife you have ever sold. ee a 
a a Guide bar adjusts easily for thick or thin slices. Attrac- $450 RETAIL 
i @Z tive plastic handle, red with black tip. Ask your jobber, oN 


Fair Trade Minimum 





te. 


MILLER & SONS * VALLEY CITY, N.D. 
































lassified Aduertising Rates 











Help Wanted. Accounts Wanted 
Business Opportunities 
Representatives Wanted. etc. 
Set solid, maximum, 50 words....... 
Each additional word......«..+. 
Positions Wanted 


(Special Rate) set solid, maximum, 
Be indecceentesseednbdnéad +» $2.00 
Each additional word..........  .05 


Allow Seven Words for Keyed Address 
or Yeur Address 


-10 








*BOXED DISPLAY RATES 
$8.00 Per Column Inch 








Cuts or special borders not allowed. 
*DISCOUNTS FOR BOXED DISPLAY — 
5% discount for 4 or more 

insertions. 
No Agency Gunes allowed on Classified 
Advertising. 
REMITTANCE MUST ACCOMPANY ORDER 
Send check or money order, 
mot currency or stamps. 


Samples of yy Literature, Catalogs, 
etc., not forwarded to box — 
advertisers t.] accompanied by su: 
postage for remailing. 
a AGE is Feeney 
Classified forms close I< days 
ae to date of publication. 
Address your correspondence and replies to 


HARDWARE AGE 
Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 








SALESMAN WISHES CHANGE. Twenty 
years’ experience selling to all types of wholesale, 
retail, industrial, chain and company store trade— 
Pennsylvania, Ohio, West Virginia, Kentucky, 
Maryland. Headquarters Pittsburgh. Also ex- 
perienced as District Manager and in hiring and 
training salesmen. Address Box K-564, care of 
ae Acez, 100 East 42nd St., New York 
37. Be Ne 


SALESMAN WITH 17 YEARS BACK- 
GROUND, Hardware Jobber and Dealer Con- 
tacts, Southeastern States, wants Connection with 
Manufacturer. Reference will meet all require- 
ments. Address Box K-553, care of HarpWarE 
Acz, 100 East 42nd St., New York 17, N. Y. 


WANTED—AGGRESSIVE, EXPERIENCED 
REPRESENTATIVES, Whelesale Only, Elec- 
tric Fence Controllers; call on hardware and 
feed stores, co-ops., etc. Exclusive territories for 
all States. Special Representative wanted for 
Kansas City. Commission or carry stock. Give 
full information first letter. Address Box K-538, 
eare of Hagpware Aoz, 100 East 42nd St., 
New York 17, N. Y. 


SALESMEN WANTED BY WELL ESTAB- 
LISHED Plumbing Specialty and Hardware Job- 
ber on Commission Basis in Following States:— 
Indiana, lilinois, Michigan, Kansas, Missouri, 
Texas, New York, Wisconsin, Pennsylvania, Ken- 
tucky, Tennessee, Mississippi, Alabama, Georgia. 
Address Box K-549, care of Harpware Acz, 
100 East 42nd St., New York 17, N. Y. 


REPRESENTATIVES WANTED FOR NEW 
ENGLAND, EASTERN, SOUTHERN AND 
MIDDLE WESTERN STATES. Old established 
manufacturer of Garden Tools, Mechanics Tools 
and Kitchenware. Must have successful record 
and be well acquainted with buyers of wholesale 











houses. We must have detail account of past 
experience and earnings. Write Sales Manager, 
Box 65, Swarthmore, Penna. * 





TWO SALESMEN WANTED TO REPRE- 
SENT WEI.L ESTABLISHED LINE of roof 
eements. caulking compounds, furnace cement and 
industrial paints. One territory South Atlantic 
States, the other is Ohie, Indiana and Illinois. 
Excellent opportunity for energetic young man 
familiar with jobber and dealer trade in States 
mentioned.. Straight salary and aM expenses. 
Address Box K-527, care of Harnpware Agoz, 
100 East 42nd St., New York 17. N. Y. 





SALESMEN CALLING ON RETAIL HARD. 
WARE AND PAINT STORES to handle our 
One Item as a Sideline. Fast Seller. High com- 
mission paid. Call for appointment before 9:30 
A.M, any day. Tel. UN 3-2044. Empire Chemi- 
cal Co., 1769 East 172nd St., New York, N. Y. 


NEW FIRM, FATHER-SON COMBINA- 
TION 35 years’ experience selling hardware, 
housewares, appliance, variety store trade Greater 
New York area desires Two Additional Lines— 
Factory Representation or Distributing Basis. 
Presently have New York office, showroom, ware- 
housing facilities. Address Box K-560. care of 
> Acz, 100 East 42nd St., New York 








PACTFIC COAST. MANUFACTURER'S 
REPRESENTATIVE has Excellent, Competent 
Organization covering Seven Western States with 
effices in Snokane, Seattle, Portland, Salt Lake 
City, San Francisco, and Long Beach. Wants 
Exclusive Lines for this territory. hardware and 
allied lines. Have connections in Hawaii, Shang- 
hai and Manila. Excellent references. Write Box 
K-561. care of Harnware Acr, 100 FE. 42nd St., 
New York 17, N. Y. 
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NEW LINES OR PRODUCTS WANTED. 
Manufacturers’ Agents covering hardware, house- 
wares and lumber yard trades in New Jersey. 
Good contacts, complete coverage. Ten yegrs in 
area. Commission basis or carry own accounts. 
Address Box K-557, care of Harpware Acez, 100 
East 42nd St., New York 17, N. Y 





TERRITORIES OPEN FOR SALESMEN 
WHO CALL UN HARDWARE DEALERS, 
DEPARTMENT STORES AND AUTO 
STORES. High QuaJity Merchandise for Imme- 
diate Delivery. Address Box K-546, care of Harp- 
" Ace, 100 East 42nd St., New York 17, 

» we 


HARDWARE STORE FOR SALE. Largest 
Hardware California Desert. Important railroad, 
tourist, and agricultural center, 1944 sales $92,421; 
1945 sales $137,904. 1946 substantially ahead of 
1945: Inventory $57,345. Agcounts $4,715. Net 
$18,000. Subject to your audit. Price $22,500. 
Will lease or sell building including two apart- 
ments. P. O. Box 605, Barstow, California, 





HARDWARE STORE FOR SALE IN 
QUEENS. Well Established Business with ap- 
proximately $75,000 annual sales. Price $40,000. 
No agents. Address Box K-550, care of Han» 
ware Ace, 100 East 42nd St., New York 17, 
N. Y. 





LINES WANTED BY AN EXPERIENCED 
SALESMAN, hardware, tools, housewares, alumi- 
numware, enameledware, cutlery, sporting goods, 
small electrical supplies, from reliable manufac- 
turers to sell retailers and jobbers on straight 
commission basis for Illinois Territory. Can 
furnish best references. Address—William E. 
Stecher, Camp Point, Lllinois. 





TWO ADDITIONAL MAJOR LINES 
WANTED: Outstanding Midwestern Sales 
Agency offers reputable manufacturer aggressive 
and efiective representation for Missouri & Kansas 
with hardware and plumbing jobbers. Best refer- 
ences. Address Box K-554, care of HarpWare 
Acer, 100 East 42nd St., New York 17, N. Y. 





PACIFIC NORTHWEST REPRESENTA- 
TION. MANUFACTURERS’ SALES REPRE- 
SENTATIVE Calling on Wholesalers in Wash- 


ington, Oregon and Idaho, desires Additional 
Lines. Address W. B. Lambert, 1718 E. 107th 
Street, Seattle 55, Washington. 





MANUFACTURERS ATTENTION — DO 
YOU WANT A REAL LIVE WIRE AGENT 
to contact the Distributor Jobber and Industrial 
Trade on Electrical Mechanical Equipment and 
Material, also Electrical Household Devices and 
Specialties that can be promoted through a school 
of home economics. We operate in Ohio, Ken- 
tucky and West Virginia also some of Western 
Pennsylvania. Address The Warner Jones Sales 
Co., 2057 East 100th Street, Cleveland 6, Ohio. 





MANUFACTURER’S REPRESENTATIVE 
COVERING ROCKY MOUNTAIN STATES 
AND WEST TEXAS is seeking an Additional 
Line, Hardware, Furniture or Building Material. 
Address Box K-551, care of Harnpwarg Ace, 100 
East 42nd St.. New York 17, N. Y. 








INDUSTRIAL — MILL — CONSTRUCTION 
SUPPLIES AND EQUIPMENT EXECUTIVE 
with twenty-one years in purchasing and es 
interested ijn new connection. Comprehensive ex- 
perience in distributing covers warehousing, ac- 
counting, ce management and branch manage- 
ment. Manufacturing background includes serv- 
ing as tant purchasing agent and export man- 
ager for large tool maker and steel fahricator. 
Qualified in construction through being Purchas- 
ine Agent heading large department spending 
$15,.000.000.00 annually in this activity. Prefer 
purchasing but will consider other types of posi- 
tions. Willing to locate anywhere but especiallv 
interested in seaport or river town location. Ad- 
dress Box K-548. care of Harpware Acr, 100 
East 42nd St., New York 17, N. Y. 








FOR SALE. You can clear twenty thousand 
dollars yearly, no competition, wholesale, retail 
seeds, vegetables and flower plants, farm sup- 
plies, heavy hardware, old established, nice cli- 
mate in Maryland, Home, storage buildings, 
grounds, only twenty-two thousand dollars, terms 
arranged, complete information to qualified buyer. 
Address Box K-545, care of Harpware Aoz, 100 
East 42nd St., New York 17, N. Y. 





WANTED: HARDWARE PAINT AND 
HOUSEWARES STORE. Good going business 
anywhere in Ohio, Michigan or Indiana. Prefer 
a location with a population of five to ten 
thousand. Immediate purchase if price is right. 
Please give all details. Address Box K-555, care 
of Harpware Acr, 100 East 42nd St., New Yorlke 
17, N 





ACCOUNTS WANTED. ITEMS AND 
LINES Needing Representation in Western Ohio, 
Builders Materjals, Hardware, Overhead Sets, 
Mill supplies, House Ware Items that can be 
sold to the retailer, and manufacture direct ship- 
ment, or jobbers. Two Salesmen, small ware- 
house. J & I. Sales, P. O. Box 67, Lima, Ohio. 





LINES WANTED FOR NEW ENGLAND: 
AND NEW YORK STATE By Experienced 
Sales Organization. Well Acquainted with Hard- 
ware, Automotive, Electrie Supply Johbers and@ 
Chains, Boston Showroom and Warehouse. Dum 
and Bradstreet rated. Address Perkins Sales 
Co., 610 Newbury St., Boston 15, Mass. 





ESTABLISHED MANUFACTURER’S REP: 
RESENTATIVE COVERING TEXAS Whole 
sale and Retail Trade for 20 years wants Addi- 
tional Factory Lines. Please state delivery situa- 
tion, territorial exclusiveness and commissions. 
paid in first letter. Write Paul L. Burton, P. O. 
Box 6104, Houston 6, Texas. 





LINES WANTED FOR DETROIT, MICHI-: 
GAN AND N. W. OHI 7 we Hardware 
and Paint Dealers.  E. & C. Sales, 15420: 
Biltmore Avenue, Detroit », Mich. 





MANUFACTURER’S REPRESENTATIVE. 
WELL ESTABLISHED, Has Room for One 
More Good Line, Calling on the Hardware and 
= Supply trade in Eastern Penna., Southern 

New Jersey, Delaware, Maryland and the District- 
of Columbia. Have recently expanded my Sales 
Organization. Headquarters in Philadelphia. Ad- 
dress Box K-559, care of Harnware Acg, 100° 
East 42nd St., New York 17, N. ¥. 








HARDWARE AGE. 
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Classified Opportunities Section... 











MANUFACTURERS’ REPRESENTATIVE 
NOW COVERING New York, New Jersey, 
Pennsylvania, Maryland, Washington, D. C., and 
all New England for the past twenty years. call- 
ing on all types of jobbers and department stores 
desires Additional Lines of housewares, traffic 


appliances and major appliances, best of trade 


references. Write to Box K-562, care of Harp 
ms Acz, 100 East 42nd St., New York 17, 





MANUFACTURERS’ AGENT 


Established 20 Years and Traveling Six Men, 
Can Handle One or Two Additional Lines for 
Representation to the Jobbers, Department 
Stores and Chains in Metropolitan New York 
Territory. Straight Commission Basis. Only 
Strong Lines Considered. References Exchanged. 
Address Bex K-547. care of nAnewaas AGE 
100 East 42nd St., New York 17, N. Y. 








Export Distributor to Philippine Islands 
38 Years Merchandising Experience at Meniia Haa- 
au ‘ettonal Lines te Hardware Trade 

stablished In Les Angeles 
With Ole Eetablished Selling ization at Manile 
Interested Exclusive Selling. Rie Rellable Manu- 
Hardware, Building Materials, Electrical 

Suppties and Heuseheld Lines 
C.A. GARDINER COMPANY, 3833 Wilshire Boulevard 
Lee Angeles 5, Calif. Cable “Clifgard” 


EAST COAST 
REPRESENTATIVE 


Salesman Veteran 27 years old. Diversified sell- 
ing experience. Interested in Representing Man- 
ufacturer on Commission Basis in Metropolitan 
and Surrounding Territories. Satisfactory refer- 


ence guaranteed. 
ress Box K-556, care of MAROWARE Aes 
100 East 42nd st. New York 17, N. 








SALESMEN WANTED 


FOR BUILDERS’ HARDWARE. MUST KNOW HOW 
TO READ BLUEPRINTS. GOOD OPPORTUNITY. 
SALARY TO START $60.00 PER WEEK, PLUS 
COMMISSION. 
Address Box K-563, care of HARDWARE AGE 
100 East 42nd Street, New Yerk 17, N. Y. 











WANTED 


Sales Representative, would like Jobbers’ Salesmen 
selling to Dealers. Can Make Immediate Delivery of 
a Very (nteresting Product which offers a good profit. 
Write immediately. We still have room for live, up- 
te-date Salesmen. 


MODERN HOME UTILITIES, INC. 
1340 S$. Michigan Avenue, Chicago, Illinois 








SIDELINE SALESMEN WANTED! 


We offer prompt shipments on 
METAL MEDICINE CABINETS 
WASTE BASKETS — PINUP LAMPS 
ELECTRIC FANS, ETC., ETC. 


The Walter S. Kraus Co. 
Woodside New York 








REPRESENTATION OFFERED 


Representation Incorporating Outstanding 
Name and Exceptionally Successful Expe- 
rience Is Now Available to Manufacturers 
Desiring Complete Coverage of OHIO, 
MICHIGAN & INDIANA, 


Address Bex K-535, care of panewene AGE 
100 East 42nd St., New York 17, N. 











NATIONALLY KNOWN SALES ORGANIZATION 
DESIRES ONE ADDITIONAL MAJOR LINE 
Now selling over 8,000 Hardware, Lumber, and 
Buliding Supply Accoutits. We have salesmen cover- 
ing all the United States east of the Rocky Mountains. 
We would welcome an opportunity to show you eur 

sales records for our present principals, 


HARRIS, INC. 
1157 Clevelond Ave., Celumbus 3, Ohie 








COVER CALIFORNIA 


With Aggressive Expanding Organization with 
twenty years’ selling experience. We desire ex- 
clusive representation for California of Lines 
of Builders Hardware, Tools and Electrical Ap- 
pliances. Well acquainted with the important 
jobbers and buyers. 
Address Box K-558, care of panewane pa 
100 East 42nd St., New York 17, 


LINES WANTED ON AGENCY BASIS 
FOR ALL OF CANADA for Direct Shipment 
to our Accounts, can also carry stock. Are at 
present selling practically all the Hardware Job 
bers in Canada, as well as department stores. 
Interested in Any Lines that sell freely through 
these channels. We Get Results, Address Box 
K-531, care of Hanpware Aoz, 100 East 42nd 
St., New York 17, N. Y. 


SOUTHERN CALIFORNIA 


OFFERING MANUFACTURERS COMPLETE 
COVERAGE OF THIS TERRITORY AS DIRECT 
FACTORY REPRESENTATIVE. ee aaa 
bf TOOLS, BUILDERS’ AND BiInET 

HARDWARE. | F PLUMBING surrLics Aue 
Ki 


CLIFGARD COMPANY 


8833 WILSHIRE BOULEVARD 
LOS ANGELES 5, CALIF. 














PACIFIC COAST REPRESENTATION 

Established Manufacturer’s Agents, Sell. 

ing Hardware, Marine and Department 

Store Outlets, covering California, 

Oregon and Washington. Write us. 
KING, SHEA & POSTON 

604 Mission Street, San Francisco 5, Califorale 





MARINE MAILING LISTS 


If Your Product Is Suitable for the Marine 
Field the following lists (all 1945) may inter- 
est you: 

3675—Boatyards & Dealers in Marine Sup- 
plies. 1000—Shipbuilding & Repair Yards. 
3000 — Yacht Owners. 20,000 — Work Boat 
Operators. Prices on request. 

DOWN EAST SERVICE 
Box 1151, Greenwich, Connecticut 











ELECTRIC APPLIANCE 
& HOUSEWARE LINES 


for EXPORT 


ARROW EXPORT CORP. 
60 Beaver St., New York 4 
with its established world wide sales 
organization solicits offers of manu- 


facturers of electrical appliances 
and houseware lines. 








Distribution—Present and Postwar 
Extablished—Reliahle—Aggressive 
Selling 4gents 
ANCO CORPORATION. Pittsburgh, Pa. 
Branch Offices 
New York - Phitadetphia - Detrelt - Chicage - Cleveland - Louisville 
Covering ali classes of We will carry the 

gecounts or you can bill direct 
Write for further information end references. 











EFFICIENT REPRESENTATION 


IN KENTUCKY, TENNESSEE, WEST 
VIRGINIA, INDIANA AND OHIO. 
HOUSEWARES AND HOUSEHOLD 

APPLIANCES. 


Now Selling all Hardware Jobbers, Depart- 
ment Stores and Chains in the Territory. 


H. M. SCHULTZ & ASSOCIATES 


TYLER BUILDING LOUISVILLE, KY. 


MR. MANUFACTURER 


Will you permit us to place at your dis- 
posal the facilities of our sales force in 
Africa, Asia, South America, Europe, 
Australia and the South Pacific? 

We can give you the advantages of 
world-wide distribution and advertising 
without the attendant difficulties and 
problems involved in foreign curren- 
cies, political upheavals and foreign 
credit risks. 

Our salesmen will sell your product. 
We will buy the product in New York, 
pay for it in cash in New York funds 
and handle all details of forwarding 
and sales. 

Are you interested? Write, wire or 
phone. 


BEEKMAN PRODUCTS COMPANY, Inc. 


154 Nassau Street, New York 7, New York 























The Schutz Sales Co. 
393 W..Central Ave. 
St. Paul 3, Minnesota 


Manufacturers’ Agency Selling 
Important Mid-Northwest Jobbers 








WANTED! 


Items of Electrical, Hardware, Furniture, 
Housewares and Related Merchandise—by Na- 
tionally Known Distributor with Capably Staffed 
Organization covering more than 20,000 out- 
lets. Contracts for entire factory outputs will 
be given consideration. 
‘address Box K-552, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 








ATTENTION: HARDWARE BUYERS: Fuller Screw 
Drivers & Chisels—4%-5-8 inch a Cut Nail 
Files—N.PL. Nail Clippers, Good File—Key Chains 
30 Asst. Designs iff Metal, Plastie & Catalin—8 
Tweezers—Pure Bristle Varnish Brushes, Single & 
Double Thick Up to 2% ey i! Wall Brushes, 
H.H. and Bristle, Fibre & Pure =e a te 4 inck. 
Quality Thermometers, Outdoor, Household 
Oven, Candy Deep Fat & Jelly, etc. Coupe * raps. Attach 
ah A Hard oe Get Items. Send us your orders 
ces are low—list on request. Contineatal Products 
whetesat Distributers,. TT) ie t. Zrd St., New York (0, 











MANUFACTURERS 


Well Established Canadian Importers and 
Distributors Desire Exclusive Arrangements 
With You. 

Volume Sales and Representation from 
Coast to Coast. We Sell Only to Jobbers, 
Chain and Department Stores. 


Write to 
CONTINENTAL 
DISTRIBUTING ENTERPRISES 
118 Richmond Street, W., Toronto, Canada 
Member—Dun & Bradstreet 











APRIL 11, 1946 
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FOR 90% LESS 
w 
rem JER EER SSSS 
EASILY PUT ON - 

D-O DECAL LETTERS—NUMBERS—SIGNS 
DISPLAY LOOSE LEAF STOCK BINDER—FREE! 
#1 DEAL (7 SIZES) COST $30.48 — SELLS $51.14. 

SENT POSTPAID TO RESPONSIBLE DEALERS ON APPROVAL 
D-O DECAL COMPANY 


SI SNS. IEEEER SSSS| 
ATTRACTIVE 
LUSTROUS BLACK BORDERED GOLD 4" TO 5," 
#2 DEAL (6 SIZES) COST $20.22 — SELLS $33.70. 
462 E. FORDHAM ROAD BRONX 56, N. Y. 




























New York's Largest Selling Brand! 


PREVENTHEM Spray will be Your Largest Selling Brand, too 


n 5% D-D-T 


FOR ROACHES, BEDBUGS, FLIES, MOSQUITOES, ANTS, 


MOTHS, ETC. 
@ KILLS INSTANTLY! @ Sold at Fair Trade. 
@ Length of residual effect @ Terrific cooperative ad- 


vertising plans for local 
newspapers. 
Competitive prices. 


WRITE TODAY for details of Special Offers to 


DEALERS, JOBBERS, DEPT. STORES, CHAINS 
BENGAL CO., 214 St. Nicholas Ave., N. Y. 27, 


is stated on label. 
@ Conforms with state and 
Federal Laws. 8 



















N. Y. 












PINISH: Green Enamel. 
POST: High carbos 
steel tube. 


hey than common 

pipe.) 7 feet long x I'-inch 
diameter. 

HOOKS: New design, 
heavy, with plenty ane line 
space. 

SOCKET: Heavy steel tubing, 
| Pe gee Sets In ground or 


welded 





concrete. Black en ame! 
PACKED: Four complete posts 
wrapped In heavy waterproof 


paper. 

WEIGHT: 5é Ibs. per set of 
four posts. 
OROER THROUGH YOUR WHOLESALER 





» 





Immediate Delivery 


CHENEY INDUSTRIES, Dept. H Trenton. N. J. 
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Ackermann-Steffan & Co..... . 8 
Acme Products Company .. 229 
Acme Shear Co. ........... dian 
Adel Precision Products Corp. 


EET BED cecpeccachsoncornee 55 
TERED TESS. cccccccccccccccses 15! 
Gwe GOPEEE oo nrccscccsctvcecs 199 
Adirondack Chair Co. ........... 216 
Aermotor Company ............++- 45 
Alabama Manufacturing Co. ..... % 
Albert Lea Foundsy Company..... 29 
Alden & Go., tne., S. bocccccecccccs 56 
Allied Hardware Mfg. Co......... 94 


Aluminum Cooking Utensil Co. 67 
Aluminum Goods Mfg. Co......... 5 
American Brass Company 
American Cabinet Hdwe. Corp.... 
American Chain & Cable Co..... 
American Crayon Co. ...........- 209 
American Pad & Textile Co.....15, 58 
American Safety Razor Corp..... 
Anaconda Copper Mining Co. ... 6 


Anderson Box Co. ........0eeee0es 228 
Apes Products Ce. ..c.cccccsccvces 52 
Archer-Daniels-Midland Co. ...... 88 


Armstrong Bray & Co............+- 207 
Asco Chemical Co. 
Associated Seed Growers, Inc.... 
Riis B Gh, EG. <vccccccvccecss 6 
Atlas Asbestos Company 
Auto Arc-Weld Manufacturing Co. 46 


PS Gg TRE i ccccdecevcéincs 228 
8 

Baker Manufacturing Co. .......- 206 

Basslick Ca., TRO .ccccccccccccce .207 


Behr-Manning Corp. ...........++- 50 
Bengal Ce. ...cccccccccccccceseess 232 
Berkshire Paint Co. ...........+-+- 217 
Boyle-Midwa c. 
Id English Ps rr 163 
Plate Weed 2.00. cccccccsccccce 174 
Briddell, Inc., Chas. D. .......... 186 
Brideport Brass Company ......... 8i 


Bridgeport Hdwe. Mfg. Corp., The.160 


Briggs & Stratton Corp. ......... 146 
Brower Manufacturing Co. ....... 216 
Buffalo Bolt Co. ..........eeeeee ee 38 
Burgess Battery Co. ...........+++- 136 
By-Chemical Products Co. ........ 228 


c 
Camillus Cutlery Company 
Cascade Manufacturing Co. 
Ghampion Motors Co. ...........- 54 




























Genui"° DOMES ¥ SILENCE 
- SOFTLY - SMOOTHLY 


SAVE FURNITURE 
& FLOORS-CREATE QUIET 


Domes of Silence 


Rubber Cushion Glides 


Ask your Jobber. If he is not 


DOMES of SILENCE Inc., 35 Pear! St., 


supplied write fo 


N.Y. C. 














Cheney Hammer Corp., Henry ..165 
Cheney Industries ..............+-.. 232 
Chicago Wheel & Mfg. Co........ 147 
Ge Ghd Be Bo: is kan 06s caxevcesacs 71 
Clayton & Lambert Mfg. Co...... 223 
Cleveland Chain & Mfg. Co....... 193 
Col Company, Inc., The...... 4 
Columb Malleable Castings 
GIs cdecccccvecésccscccssccvess 
Columbus-McKinnon Chain Corp..!79 
Congress Die Casting Div......... 223 
Connecticut Valley Mfg. Co. ..... 62 
Cook Cou, HM. GC. .ccccccccccccccess 210 
Cortina, Be GB Bi cccccccccccccccccces 30 
Corning Glass Works ............+- 2% 
Gen Gasm., DB. Ga. cscoccccvccscess 130 
Crescent Bronze Powder Co........ 40 
Crescent Tool Ce. 2.2... .cesccccces 63 
D 

D-O Decal Company ............. 232 
Dare PreGucts ...cccccccccccccccses 223 
Dearborn Stove Co. ...........4-- 222 
Decatur Pump Co. ...........0.+5- 225 
Diamond Calk Horseshoe Co...... 56 
Dobbins Manufacturing Co. ....... 187 
Doggett-Pfeil Company ........... 198 
Domes of Silence ..........+.-+++ 232 
Dow Chemical Co. ............+ 32-33 
Drake Electric Works, Inc.......... 210 


Drew & Co., inc., E F. .......... 272 
Dunbar Glass Corp. .............. bb 
Duo Therm Div. of Motor Wheel 
| ae eer 9 
du Pont de Nemours & Co., Inc., 
Nylon Paint Brush Bristles....... 153 
Semesen Division ............ 85, 167 
IE =o Ses cic covtavessuaseed 208 
E 
ey PR GR, cncccctnossassemes 183 
Edison General Electric Appliance 
ic Sy” wiateurneaetecaeaawate 53 
TS ree 220 
Electro-Line Products Co. ........ 92 
Empire Stove Company .......... 173 
Estate Stove Co., The ............ 137 
Ethyl Specialties Corp. ......... 16-17 
F 
Fairbanks, Morse & Co. .......... 12 
Firestone Industrial Products Co.. 3! 
Fiske Iron Works, J. W. .......... 227 
ee GO, WUE fckcdcccccccessse 226 
Foley Manufacturing Co. ......... 233 
rt 133 
Fulton Bag & Cotton Mills ....:.. 156 
G 
G-M Laboratories, Inc. .......... 219 


Garden City Plating & Mfg. Co... 62 


Garrett Co., Inc., Geo. K.......... 35 
Gem Division, American Safety 
SE ME cntvacsasdéonasdsacs 47 


General Electric Co. 
Building Material & Wiring Div..197 


an 69 
General Hardware Co. .......... 82 
General Motors Corp., Truck & 

SE MN. s.cceesdi@niaeansaeceaen 4) 
Gilbert Clock Co., William L..... 50 
Gillette Safety Razor Co. ......... 37 
Girton Manufacturing Co. ........ 93 
Glad Rag Products Corp. ......... 90 
Globe Sporting Goods Mfg. Co. .. 58 
Goldweber, Bernard ............... 226 
Geelds Pumps, (RC. .icccccccccccce 57 
Great Neck Saw Manufacturers, 

Mh” combudéaspotssoncdeasancvees 

H 

RN Gt, DEE scsi csnscnisiwat 228 
Hall Level & Mfg. Works ......... 227 
Hamilton Beach Co. ............. 7 
Hanson & Co., Howard .......... 228 
Hansen Seate Ce. .....ccccccccccce 210 
Hardware Age 

ae aes 222 
Heckethorn Manufacturing & Sup- 

SP a, dhide dbase 4 avacecnsdnaans 7 
Hill-Shaw Company ............... 60 
Hoppe, inc., Frank A. ............ 226 
Horton Mfg. Co., The—Bristol, 

MURS . ar cctnscrscndsctbitegscases 26 
Hudson Mfg. Co., H. D. ......... 189 
J 
Johnson Steel & Wire Co., Inc.....157 
ee Gs, Bg TEs Ge. ceccctcscicse 94 
K 
Kaul Importing Agency, Inc., Leo.226 
Kay-Tite Company ...........-.+0- 7 
“yee Knife Rack Company, ~ 
Bvt & Vogt Mfg. Co. ......... 202 
Knapp-Monarch Co. ..........0505 7 
Koppers Company, Inc. ........... 72 
L 
I GIR. cicateccss coscacsinces 181 
Lasting Products Co. .............. 78 
Leech Products Co. .............+. 227 
Lenk Manufacturing Co. ......... 155 
ROONOSE GOs iscwecccccsscdcocreces 208 


Lewis Engineering & Mfg. Co., The. 19 
Liberty Distributors 
Lindemann, A. J., & Hoverson Co.139 
Lockwood Hdwe. Mfg. Co. ...... 103 


HARDWARE AGE 
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i M Robert Manufacturing Co. ....... 157 
Majestic Tool Manufacturing Co..225| Rose Manufacturing Co. .......... 210 
Manning, Bowman & Co. ......... 70| Rotenone Co. ...........0.00. 227, 233 
Marshalltown Trowel Co. ........229/ Round & Son, David .............. 214 
Mason Co., L. E. ... sone 65 | Rovan Products, Inc. .............+ 80 
Mason-Williams Co. .............. 34 aN Glee... «5 coccsccoscsecece % 
McAleer & Co., Inc., E. J. .......213| Russell, Burdsall & Ward Co. ...42-43 
McDonald Mfg. Co., A. Y. ....... 168 
McGill Metal Products Co. ..... 213 a 
Mercury Aircraft, Inc. .......... 7B | SOGOF ... eee ee ee ee ee ee ee renee eens 86 
Merit-Made, Inc. ................0- 196 | Samson Cordage Works ........... ! 
Metaloid Co., The ................ g2 | Samson United Corp. ............. 79 
Metal Textile Corp. ...... Pa Gee 223 | Sandvik Saw & Tool Corp........ 224 
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WARRER 5'OCK TANK Hea Ten ee 


>a Electric! 
(ox: epee sai Easy to 
4 KG ~ Demonstrate 


THREE GOOD NAMES 


1—WARNER Engineering and Crafts- 
manship. 

2—CHROMALOX Electric Heating 
Units. 

3—MINNEAPOLIS-HONEYWELL Au- 
tomatic Temperature Control — 
combined in this fine Heater! 


Write for folder W88, 
to 906 N. Summit St. 











CHOPPER 


3 KNIFE-SHARP 
STAINLESS 
STEEL BLADES 









Foley Chopper 
with speedy 
spring action, 
chops or shreds 
cabbage, lettuce, 
onions, parsley, 
celery, etc. Dices 
potatoes, carrots. 
Cubes fruits. 


Ask your jobber. 





FOLEY MFG. co. 4 2nd St. N. he 
MINNEAPOLIS 13, MINN. ~ 


We also make Foley Food Mill, Chopper, Sifter, Juicer, Fork. 

















AMERICA'S LARGEST 
and FASTEST SELLING 


ANT-TRAP at 10¢ 


\ NATIONALLY ADVERTISED 





















Greater strength with smaller diameter — smoother — 
unaffected by salt water — made by our careful, slower 
special process—a worthy companion to Black Pearl, 
holder of the world’s record of 151 Ib. Tarpon on 18 
Ib. test line. Now available in six popular sizes or tests. 


“ASK YOUR JOBBER SALESMAN” 


NORWICH LINE COMPANY, INC. 


; NORWICH, N.Y. 
LheLineo fb Champio NA 
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Special Chapmanized 


Precision Steel Wheel. 


Bronze Bearing. 


A new companion to the world’s standard 
line of RED DEVIL GLASS CUTTERS. 
The all aluminum handle gives a new light- 
‘ness that makes glass cutting as effortless as 
using a lead pencil. The guy who cuts a lot 
of glass day in day out will realize the ad- 
vantages of the New GI Red Devil. 

The lightness gives the new GI cutter a 
sensitivity that’s not been had before—it has 
a better feel—it works better. The all alumi- 
num handle does away with any rusting—:t 
can’t rust in transit—it can’t rust in the kit. 


The wheel is the same precision made alloy 
steel wheel used exclusively in the world fa- 
mous Red Devil Glass Cutters. The edge, and 
grinding and honing are developed under a 
special Red Devil process to assure a uni- 
formly smooth wheel which needs no break- 
ing-in, and gives better cuts with lighter pres- 
sure. These wheels are electrically hardened 
by exclusive Chapmanizing process for 
tougher sharpness and longer life. Oversized 
bronze bearing affords the smoothest running 


wheel. 


A Product of * 


(am 


Niel, Ie 
GLASS CUTTERS 


Red Devil Tools. 


Irvington 11, New Jersey, U.S.A. 


ITS All IN 
THE WHEEL 


The New RED DEVIL Gi all aluminum Glass Cut- 
ters are packed a dozen in a special display box 


that sells-on-sight. Keep it on front of the counter 
or in window to tie in with the RED DEVIL na- 
tional advertising campaign. Complete instruc- 
tions for the proper cutting of glass printed on 



































STAY FRESH 
GUARANTEED 


LAST LONGER 





RAY-O0-VAC COMPANY, mavison 4, wis. 


RAY-O-VAC (CANADA) LIMITED, WINNIPEG, MAN. 


